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Shared Knowledge at Conventions 


of past reading. I cannot give credit to the author 

but they have been always in my mind. The 
first one is: “Shared Knowledge Is the Greatest of 
Human Goods” and the second: “Shared Friendship Is 
the greatest of Social Goods.” Both have a particular 
application in the first weeks of January. 

A great national convention is to be held at St. Louis 
at a time when every merchant and every manufacturer 
wants to get a share of the knowledge of business help- 
ful to him in the year to come. 

No magic formula is going to be handed to him, for 
him to take back to the store so that in months to come 
he will be sure of a day to day profit. What he will get 
is a share of the knowledge of many men, applicable to 
the buying and selling of the commodities upon which a 
profit can be made. 


‘ke are two quotations that come to me out 


a ope friendship is the greatest of social 


goods.” In this interdependent era no man 
can live by himself. He must mix and mingle; give 
and take, and find some of the joys of business are 
made by handshakes with his fellows in that busi- 
ness. The by-products of friendship are perhaps 
the greatest of goods in convention. . . . 
* * * * 


OR seven years it has been my good privilege to 

attend the Hoover conferences at Washington, held 
monthly during the fall, winter and spring, when 
Herbert Hoover was secretary of the Department of 
Commerce. Since he became President, I have had the 
opportunity, in company with member editors of the 
Conference of Business Paper Editors, to contact the 
President. Not one direct word of quotation has ap- 
peared in the Recorper during all this time because of 
the newspaper ruling—‘in confidence.” 


But those contacts have perhaps given me a picture 
of our executive, the breadth and scope of his mind, 


his capacity for orderly work and his absolute insistence 
upon the use of facts as the indispensable tools of busi- 
ness management. 

I was a humble bystander and observer of a man great 
in accomplishments and great in administrative powers. 
I feel that the very power of his personality is going to 
solve this greatest experiment ever tried by a modern 
civilization to correct the cycle of depression that fol- 
lows the height of prosperity. 

I feel that he has mobilized the forces of employment 
to assure to every working man, and woman, the oppor- 
tunity for a wage sufficient to maintain the present na- 
tional standards of living. 

I feel, also, that the great American public accepts his 
will and word and their confidence in him is absolute. 

I feel also that one hundred nineteen million plus 
people in this country have unconsciously said to them- 
selves that the man who could feed Belgium under war 
conditions, could feed Russia under chaotic conditions, 
will pretty well know how to feed and maintain America 
in prosperous conditions. 


HERE is no disposition on the part of the public, 
by and large, to get frightened. It is buying its 
normal needs. It is going right along tenaciously hold- 
ing to its standards of living and I for one am going to 
do the same. I am not going to follow those prophets 
of disaster who think they can prophesy a year ahead. 
The only major change in American business and living 
has been a loss of inflated exchange values, money that 
wasn’t real and some smaller sums in the millions of 
actual money transferred from someone’s pocketbook to 
someone else’s. 
I for one stand back of the President who is trying 
to uncover basic wealth and is not listening to its echo. 


Millet) Meccllssinen 


Editor 











SELLING—the CHALLENGE of 1930 


OR years manufacturers have been specializing in 
Pr resto in an effort to meet the demands of 

the people by securing a maximum result from 
minimum effort. Machinery was the solution and with 
its development and perfection large scale production 
has spread like a disease until finished products can now 
literally be poured into the markets. For a while new 
markets were available but they were soon exhausted. 
It was necessary to concentrate on the same markets 
with the result that now we not only have possible over- 
production, but also heavily loaded markets.- 

Markets comprise a human element which is a far 
different question from the mechanical process of per- 
fecting machinery. Habits and customs yield to influ- 
ence and change far more reluctantly than a machine. 
Before the human mind will yield, it must be convinced 
and in this very fact is found the source of delay which 
keeps consuming capacities far behind production ca- 
pacities. 

The task of inducing the consumer to buy involves 
three stages—First, the customer’s attention must be 
focused on the article in question, which.involves an 
analysis of human nature to determine a method of 
approach which will capture interest. Second, with his 
attention secured, the consumer must be convinced that 
the article possesses value. Whether it be merely a 
gratification of a whim or an actual necessity, its use 
must be revealed. Lastly, and of most importance from 
the point of sale, the consumer’s interest must not only 
have been secured, but must have become personal so 
that he wants tthe article for his own immediate use. 

Before the markets became saturated and demand for 


goods exceeded the supply, the problem was a simple 
one. If the goods and services had value, they were im- 
mediately absorbed and a new demand created. 

The consumer possesses five powerful senses to which 
appeal can be made. The result has been the develop- 
ment of the science of advertising from a simple naming 
of the product to a direct appeal to satisfy one or more 
of the senses. Color and styles appeal to the sense of 
sight. Food appeals to the sense of taste, possibly smell. 
The radio has been a great source for development oi 
appeal to the sense of hearing. The quality of goods 
appeal to the sense of touch, comfort in texture o/ 
cloth, etc. The quality and appearance of the product 
have a further appeal to our sense of pride which after 
all is a vital factor in the final decision. 


ROM this straightforward appeal to the senses, the 

growth of advertising, because of rising competition 
in selling a given product, has developed into an appeal 
to the psychological nature of the customer. Publicity 
stunts, concentration on modes and styles, and bargains 
—all with an intent to insure self-satisfaction on the 
part of the purchaser that he is enjoying his money's 
worth—have been the method of this attack. Nothing 
is quite so alluring as the opportunity to purchase two 
$1.50 articles for $2 in spite of the fact that so often 
even one article will outlive its usefulness. This appeal 
to the psychological has been still further emphasized 
and buying encouraged on the basis of installment buy- 
ing and easy purchasing terms out of income. “Why 
walk when your neighbor rides? You, too, can ride by 
paying $50 down and $10 per week.” 
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This difference of 45.5 per cent represents an avail- 


It is quite clear that the original art of selling through 
an appeal to any or all of the senses has developed into 
a science which requires the sharpest of skill if the goods 
are to be sold. But with this highly developed science 
of selling, the human capacities fail to consume as rapidly 


able rise in the standard of living comparable to no other 
period since 1913. That this available rise was not used 
by the people as a whole is evidenced by the fact that 
manufacturing production has not materially advanced 


as the physical capacities 
produce. Consequently, the 
science of selling demands 
still more skill. 

There are certain factors 
assisting the scientific seller. 
The most inclusive factor of 
all, probably, is that of a 
higher standard of living— 
for as the standard advances, 
so do the demands of the 
buyer. The standard of liv- 
ing normally tends to rise. 
But certain factors have en- 
tered into this question in the 
last twelve years which tend 
to accentuate the situation 
and push the standard ahead 
of the level to which a normal 
rate of advance would bring 
it. 

Actually, from 1913-1920, 
there was an increase in the 
cost of living of 108.5 per 
cent. Wages over the same 


SAGA of THE SHOE 


N the panel appearing at the top of these 

pages, the artist, Alan J. Rockmore, has 
caught the spirit of romance and adventure 
that animates the shoe and leather industries, 
from the cattle round-up on the great plains of 
the West, the herding of goats on plateau and 
mountainside, down through successive stages 
to the fitting of the shoe upon the foot of the 
ultimate consumer. 

The tanning and finishing of leather; the 
making of shoes in the factory; the enterprise 
of the traveling salesman as he sets forth on 
his quest of business to maintain the prosperity 
of factory, tannery and cattle ranch; the pro- 
fessional service of merchant and retail sales- 
man; all are vividly portrayed in Mr. Rock- 
more’s drawing. 

Truly “Commerce Carries Civilization About 
the World” and the shoe and leather industries 
span seas and continents, reaching forth to the 
utmost corners of the earth for raw materials 
which skilled artisans in turn convert into 
objects of beauty and utility. 


during the period, 1920-1927. 

The abnormal condition of 
the war accentuated this rise 
of cost of living which 
brought wages with it to the 
new level. The normal trend 
of steadily rising wages 
should advance the standard 
of living at a comparable 
rate. 

Now with the consumer’s 
loyalty, and his continued 
support by buying for im- 
mediate use, goods will con- 
tinue to be produced, mar- 
keted and sold and wages 
will continue uninterrupted. 
When the buying ceases, the 
markets become clogged, in- 
dustry is choked and produc- 
tion must halt until some of 
the goods can be cleared 
away. This is a situation to 
be avoided and it rests on the 
consumer to answer this ap- 


period increased 86.7 per cent. But from 1920 through 
1927, there was a reduction in the cost of living of 17.1 
per cent while over this same period, wages continued 
to advance showing an increase of 28.4 per cent. In 
1920, wages overtook the cost of living and steadily ad- 
vanced until, in 1927, the difference between the in- 
crease in wages and the decrease in cost of living gave 
a margin between the two curves of 45.5 per cent. 
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peal to his loyalty by refraining from an all-imagined 
panic and enjoying the available standard of living which 
he has ignored in his pursuit of quick profits by specula- 
tion. The appeal is—buy for immediate use. The 
challenge of 1930 is to the retail merchant—how to per- 
fect new methods of sales appeal that will induce cus- 
tomers to buy. The retailer who profits most will be 
the one who achieves efficiency in selling. 





The Early Buy Is the Good Buy 


By MURRAY C. FRENCH 


of hesitation” in the shoe industry. As usual, he 
who hesitated now regrets it. 

As the years roll over our heads it becomes evident 
that the shoe retailers who carefully and methodically 
plan out a rational course of action, and who stick sys- 
tematically to that plan are the ones who achieve 
success. 

Those who succumb to the lure of over-buying or the 
hysteria of no-buying find that such a zig-zag course 
always ends in the ditch. 

Let’s try to find a rule that will steer the average 
shoe retailer safely down the middle of the road between 
those two disastrous extremes, a rule that 
will answer these questions: 

1. How many pairs should I receive 
and when? 

2. What should my stock be at its peak 
and at its minimum, and when should 
these points occur? 

3. ‘How much may I deviate from 
these plans once I have adopted them? 

In the first place we must recognize 
the fact that there is a definite “dead 
line” at the end of each season. In most 
localities this occurs about Feb. 1 and 
Aug. 1. Except for staple numbers, 
women’s shoes that are carried over these. 
dead lines lose a great deal of their 
appeal, consequently have less value. 


Tn closing months of 1929 witnessed a “period 


It is plain then that the stock should be at its lowest 
point just before the dead line is reached. For this 
reason we must receive fewer pairs than we sell toward 
the end of the season. It is equally important that at the 
beginning of the season we receive more pairs than we 
sell. 

But how many more? The answer to that question is 
found in this rule: 

Fifty per cent of the season's requirements should 
be received during the first two months, and the re- 
maining 50 per cent be spread over the following four 
months at a constantly decreasing rate. 

Chart ‘A illustrates the application of this rule to a 


Fifty per cent of the season's purchases should ve 


in the firet two montne. Tais chart shows the 


1 between sales and receipts on that basis. 


store selling 5000 pairs of women’s shoes during the 
spring and summer season. You will notice that 
February’s receipts have no relation to February’s sales. 

Buying quotas should always be based on season sell- 
ing, not on monthly selling. 

This “50 per cent in the first two months” rule in- 
sures a representative showing of new styles directly 
after the dead line is passed. It leaves reasonable room 
for fill-ins, reorders and new styles that crop up during 
the season. It tapers off the stock toward the end of 
the season so that as few as possible reach the dead line. 
A plan that does those things is ideal. 
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Chart B. shows the effect of this plan on ‘the stock. 
Sales of 10,000 pairs a year would allow an average 
stock of 3333 pairs if a three time turnover is to be 
made. This average will result with a minimum of 2725 
pairs and a maximum of 3675 pairs. 

This rule should apply, not only to the stock as a 
whole, but to each price division as well. It might be 
altered so that even a greater percentage of the higher 
priced shoes be received in the early months. In most 
stores the high priced goods show more activity in the 
beginning of the season, while toward the end it is 
much easier to sell the lower grades. 

The old idea that a stock should be the same size the 
year round is absolutely wrong. It might apply in a 


limited way to an absolutely staple stock. But in strictly 
style shoes even the minimum of 2725 pairs shown here 
is away too high for the size of the business. This 
chart is drawn up for just an average type shoe store. 
It will require some adjusting to fit your needs exactly. 

In general way the early buy is the good buy; the 
late buy, the bad one. A bad style that’s early is likely 


the etcok if sales and receipts 


The stock is bh 
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to make more money than a better style that’s late. 

Here is an intensely practical way to prove—or dis- 
prove—that statement. Go through your own stock 
book and list your last year’s styles in three groups, those 
that came in during (1) Feb. and March, (2) April 
and May, and (3) June and July. Do not consider the 
staple lines carried the year round. 

Then as you list each line classify it further as profit- 
able or unprofitable accor Jing to the actual results shown 
in your book. Of course any new fall shoes that arrived 
in July would be classified as early shoes in the fall 
group, not as late shoes in the summer group. 

When you have finished you will probably find that 
the profitable lines constitute 80 per cent of the early 
group, 60 per cent of the middle group, and only 40 per 
cent of the late receipts. 

The later in the season a shoe comes in, the less chance 
it has of making a profit. 

The February receipts have five months of “life” 
ahead of them. During that time a shoe can be P.M’d., 
advertised, contested and pushed in many ways to get 

it out of the store before the July sale. But 
a May shoe—well, if it doesn’t sell fast right 
off the bat, it’s almost certain to run into the 
season’s dead line and show a loss. 

One of the most treacherous things in the 
shoe business is mid-season novelty buying. 
Last year reds and greens were shown in 
every line. The retailers who had reds and 
greens on his early order cleaned up on 
them. But those who waited and ordered 
them in April when the call was at its 
height, got them in May when it was just 
about all over. The July sale got their reds 
and greens. 

Look at the chart again. The 250 pairs 


[TURN TO PAGE 297, PLEASE] 
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Getting More Shoes Sold Right 


E. O. Ray 


Into 1930 Feet First 


HE disposition of the public to carry on has 
been the greatest steadying factor of all. 

The disposition of merchants to slash and cut 
prices shows that they encourage their own fears, 
in spite of the public’s “lack of alarm” and this has 
been the most disturbing factor of all. 

The disposition of the department stores and the 
mail order houses and big operating stores to cancel 
orders and to “bear the market” has been the biggest 
menace of all to the present situation. 

The disposition of big construction industries 
making what is termed “capital goods” has been to 
continue business as usual and to hold up wages. 

The disposition of businesses dealing in “con- 
sumer goods” has been surprisingly uncertain and 
it is to that division that we attribute most of the 
present hesitation in business. 

Unless there is a fair amount of retail and whole- 
sale buying the first three months of 1930 will undo 
all of the constructive thinking on the part of 
major businesses, plus the confidence of the public. 

The doubt and delay in the merchant mind is now 
the one thing that must be dispelled. It will be 
perfectly easy for the shoe industry to stay down 


in the dumps and to spoil its spring and early sum- 
mer business if it makes up its mind to stay there. 

It is up to the shoe business to do as every major 
business is being forced to do, to get right up on its 
toes and make a prosperity chorus of its own. 

A two billion dollar industry is no piker section 
of the business world but its voice in the past ten 
years has been much more feeble than the peanut 
industry or some other trade in the shell game. 

We never had a better opportunity than now to 
take our choice between being nobody and being 
somebody in the industrial world. 


ie 


Short on ‘“‘Wanted’’ Shoes 


ITH one eye on your cash box and the other 

eye on your expected profits for the next six 
months look at the January buying season with these 
facts in mind. A majority of shoe stores in this 
country did a successful summer business. 

In the main they sold out practically all of their 
strictly summer type footwear. There is hardly a 
shoe store in the country that has a real carry-over 
stock of summer shoes. Here we are at the begin- 
ning of the year with no spring and summer stocks 
of goods—that the public wants for the new season. 

Is the shoe trade to carry over its winter goods 
and make them take the place of spring goods and 
lose an entire early season’s business? With Easter 
coming April 20, there is a positive need by every 
man, woman and child in America for at least one 
pair of new spring shoes in the sixteen weeks pre- 
vious to Easter. 

We never had a better opportunity to get that extra 
pair of spring shoes over the fitting stool than in the 
fourteen weeks previous to the Easter selling time. 
Then in the two weeks’ rush comes the second pair 
for Easter. Many a merchant will plan his selling 
campaign to get at least both over the fitting stool 
before that time. 

Already we have heard from merchants who have 
quietly gone to market to be prepared for early 
spring selling. One great store writes: 

“We have not felt the shock as intensely as have 
the merchants in the east. We are going to have 
shoes and plenty of them in the very best assort- 
ments we know how to pick and we are going to 
have them early. If our department store com- 
petitors are still holding up confirmations, as we 
understand they are, we know that there will be no 
dust ahead of us— it will all be behind us. 

“We think we will be sitting prettier than ever. 
Those department stores that have had an edge 
because they give the customer everything—right 
or wrong—now take a back seat because the store 
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that has the shoes will get the new customers and 
believe me, if you find a new customer today, she is 
likely to be with you as a friend and customer from 
now on. When the customer has to shop around, 
what a relief it is for her to find a fashion and a fit 
in the little old shoe store. 

“Our day is just ahead. This is the time to make 
a jump into the friendships of your customers— 
when every other store is blah on stock and styles.”’ 

So there you are—opportunity ahead if caught on 
the jump of style when the public is shoe-interested 
in springtime. There is an entire summer ahead 
to continue the selling even if the season drags— 
but if it is shoe-minded, why, there you are—with 
shoes when shoes are wanted. 


tl, sil, ll 


Farmer Changing Weights 


ONTRARY to all previous experience the 
farmer is now calling for mid-weight work 
shoes in the spring, summer and early fall. He puts 
in a long day—on the average, 12 hours—most of 
which is field work, and he finds out that heavy 
work shoes tire him out. He only uses heavy- 
weight shoes for mid-winter wear or heavy service. 
If shoes for the farmer 





larly from steel structural workers, is also an indi- 
cation of a demand for the right shoe for the right 
job. 

For a period of years any old dress shoe was good 
enough for secondary use on the farm and on the 
job. Now it looks as though we are in a new period 
when shoes for the work must look the part. 


he 


What Does Public Want? 


Epon ne is no example yet of a fashion created 
solely by the power of advertising or sales pro- 
motion where the public was not in a receptive mood. 
To be sure, advertising may help to hasten the adop- 
tion of a certain style or retard the disappearance of 
an old one, but public conviction is the final deter- 
minant. Let the doubter take any amount of money 
he desires and try successfully to advertise high 
shoes back into the good graces of the college mar- 
ket. Or let him recall the situation a few years ago 
when the shoe industry was forced by demand to 
manufacture the short vamp shoe—after the pre- 
dictions of most of the industry had been that this 
shoe would not take. Advertising was not respon- 
sible for this demand nor could it stop it. 

Some may point to the 





are to be made lighter in 


success of such innova- 
tions as that of the King 
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weight, better quality 
outer soles are essential 
because he is the one 
wearer of all who insists 
upon durability of sole 
leather. 

Many inquiries that we 
have had lately for farm 
shoes indicate buying in- 
terest in shoes other than 
street type shoes, good for 
the service to which they 
are put. The call, also, 
that we have had recently 
for medium and lighter- 
weight work shoes for 
construction jobs, particu- 
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—Good News— 


“JT have taken particular notice of 
the change of type and the atmosphere 
of the Boot and Shoe Recorder in its 
recent numbers, and I must say that 
it is a great improvement. It is a 
change that seems to be in the line of 
progress and the presentation of mat- 
ter that is more appealing than the old 
type of trade magazine. 

“Kindly accept my congratulations 
and best wishes for the future.” 

A. H. GEUTING, 
Geuting’s, Philadelphia, Pa. 


When the president of the National 
Shoe Retailers Association has this to 
say about the great national weekly, it 
is praise from the high source. No one 
man in the trade is a greater student of 
practical retailing. He lives shoes every 
day in the year and what he accom- 
plishes in his store he is glad to tell to 
each and everybody. 


Zour 7 Extent 
President. 
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Tut vogue, which had its 
run several years back. 
They may say that with- 
out advertising this idea 
would never have been as 
powerful as it was in in- 
fluencing design and color. 
But this is arguing be- 
side the point. Of course, 
advertising gave impetus 
and strength to the idea; 
but only because people 
were in a receptive mind. 
No amount of advertising 
can keep passed fashion 
alive. 




















PRESIDENT’S DINNER 
Jan. 5, 6:30 P. M. 
Gold Room, Jefferson Hotel 


Welcome—A. H. Geuting, president, 
National Shoe Retailers’ Association, and 
introduction of Arthur E. Ebbs, Con- 
vention Chairman. 

Convention Chairman—Arthur E. Ebbs, 
presenting Walter B. Weisenburger, 
president, St. Louis Chamber of Com- 
merce. 

Toastmaster—Walter B. Weisenburger. 

Speakers—Hon. Henry S. Caulfield, Governor of Missouri; 
Hon. Victor J. Miller, Mayor of St. Louis; Harold C. Keith, 
Brockton, Mass., president, National Boot & Shoe Manufacturers’ 
Association; Fraser M. Moffat, New York City, president, The 
Tanners’ Council; O. D. McGrew, Parkersburg, W. Va., presi- 
dent, National Shoe Wholesalers’ Association; John A. Bush, 
president, St. Louis Shoe Manufacturers’ and Wholesalers’ Asso- 
ciation; Frank J. Larkin, Milwaukee, Wis., president, National 
Shoe Travelers’ Association; Everit B. Terhune, New York City, 
president, Boor AND SHOE ReEcorver; Meir Swope, dean of St. 
Louis Shoe Retailers; Charles E. Williams, St. Louis, respond- 
ing in behalf of the shoe retailers; John C. McKeon, Philadel- 
phia, past president, National Boot and Shoe Manufacturers’ 
Association, responding in behalf of the shoe manufacturers. 

Style Show—Dress rehearsal of the N. S. R. A. Pageant of 
Footwear Fashions, 

A. H. Geuting responding in behalf of the National Shoe 
Retailers’ Association. 


luncheons, 
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First Great National Gathering to Start 
1930 Shoe Business 


Program of 19th Annual 
N. S. R. A. Convention— 
All convention sessions, 
exhibits and 
style show will be held at 
the New Jefferson Hotel. 


Convention 
Headquarters— 


Jefferson Hotel 


Hotel Statler 
Hotel Lennox 
Hotel Mayfair 
Hotel Jefferson 


Jan. 6-9, 1930 


CONVENTION PROGRAM 
Monday, Jan. 6, 12:15 P. M. 


presiding. 
Invocation. 

“Welcome to Missouri”—Hon. Henry 
S. Caulfield, Governor of Missouri. 

“Welcome to St. Louis.”—Hon. Victor 
J. Miller, Mayor of St. Louis. 

President’s Address—A. H. Geuting, 
Philadelphia. 

Address—“The New Horizon of Business,” John G. Lonsdale, 
president, the American Bankers Association; president, Mer- 
cantile Commerce Bank, St. Louis. 

Announcements—By the President and the Secretary. 


2:15 P. M—Round Table Business Forums, Crystal Room 


“Chain Stores”’—Cal. J. Mensch, Philadelphia, secretary, Mid- 
dle Atlantic Shoe Retailers’ Association, chairman. This forum 
will consider every phase of chain store competition as it affects 
the business of independent stores. 

“Merchandising Juvenile Footwear’—Carl Burgstahler of F. 
E. Foster & Co., Chicago, chairman. A forum where ideas 
and suggestions for building sales, giving service and making 
profit will be discussed under the supervision of a man “who 
knows.” 

Style Show—Gold Room, Jefferson Hotel, 8:15 P. M. Ad- 
mission by ticket. Showing the newest of fashions in footwear 
for the spring and summer season, 1930. 
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Exhibition Centers 


First Business Session, Crystal Room, 
Jefferson Hotel. President A. H. Geuting 










































Tuesday, Jan. 7, 8 A. M. 


Traveling Salesmen’s Breakfast—Main Dining Room, Jeffer- 
son Hotel, 8 A. M. This will be a: “breakfast meeting.” Club 
méenu. The meeting will be under the direction of Ernest A. 
Burrill, who, after breakfast, will give a fifteen-minute talk 
on “Merchandising Salesmanship.” He conducted a similar 
meeting at the convention of California retailers last year and 
it went over big. The meeting also affords opportunity for the 
N. S. R. A. to give official recognition to the salesmen at this 
convention. 

A Message from Washington—10.45 A. M., Gold Room, Jeffer- 
son Hotel. 

Address—Dr. Julius Klein, Assistant Secretary of Commerce, 
Washington, D. C. 

Address—12:15 P. M. Second Business’ Session, Crystal 
Room. James P. Orr, Cincinnati, Ohio, Past President, presid- 
ing. Frank C. Rand, president, the International Shoe Co., 
St. Louis. 

Discussion from the floor. 

Announcements. 


2:15 P. M.—Round Table Business Forums, Crystal Room 


“Problem of Small Town 
Merchants”—Hubert S. Steele 
of the College Slipper Shops, 
Birmingham, Ala., chairman. In- 
tended for retailers doing $30,- 


000 to $50,000 annually in towns oo 


or cities of 10,000 to 15,000 or - 


x 


under 
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“Orthopedic and Specialty Shoes”—S. J. Brouwer of Mil- 
waukee, Wis., chairman. Here will be provided opportunity for 
consideration of a specialized service to consumers that is oc- 
cupying the attention of large number of retailers, under the 
guidance of one of the most outstanding merchants in this field 
in the United States. 


Alcove, South Side, Mezzanine 


“Efficient Methods of Store Operation’—Ernest A. Burrill, 
Educational Advisor of the N. S. R. A., chairman. Under his 
direction there will be developed ideas pertaining to store system, 
stock control, budgets, profit analysis and other related matters 
essential to successful and profitable retailing. 

Afternoon Style Show--4 o’clock, Gold Room. Admission by 
ticket only. 

Evening Style Show—8:15 o’clock, Gold Room. Admission by 
ticket only. 


Wednesday, Jan. 8, 12:15 P. M. Third Business Session, 
Crystal Room 


Harold F. Volk, Dallas, Tex., Director, N. S. R. A., presiding. 
Address—“Merchandising and Advertising,” Fred Bremier of 
The Curtis Publishing Co., 
Philadelphia, Pa. 
Address—‘‘Men’s_ Shoes,” 
Ernest A. Burrill, chair- 
man, Plan and Scope Com- 
mittee of the Men’s Adver- 
tising Campaign. 
Discussion from the floor. 
Announcements. 
[TURN TO PAGE 287, PLEASE] 


























‘*T) ECENT happenings of a na- 
tional character in the business 
world, and the fact that the N.S.R.A. 
Convention will be the first one to 
command country-wide interest since 
the epoch-making conferences of 
leaders of industry at Washington 
initiated by President Hoover, makes 
our national gathering at St. Louis, 
January 6-9 of unusual importance. 
“We are confident there will go 
forth from our convention a note of 
confidence and optimism that will 
truly show our faith in the future of 
the country and one that will back up 
the President’s plans for the main- 
tenance of normal prosperity. 
JAMES H. STONE 
Manager, N.S.R.A. 


NOW FOR 
NATIONAL 


January 6 to 9 


UE to the unusual financial conditions that 

have resulted from the situation in the Stock 
Market, our 19th annual convention will be a very 
important event in the annals of the Shoe Trade. 

It will serve the same purpose as did our Mil- 
waukee Convention right after the war, when prof- 
iteering was charged and hesitancy was written on 
the front door of every shoe enterprise. These 
matters were discussed at this convention, and, as 
a result, a great many shoes were purchased and the 
start and impetus the business required was estab- 
lished. 

In attending President Hoover’s meeting on De- 
cember 5th, I found that the speeches plainly re- 
vealed the very great dependence of American busi- 
ness on dealings through associations. 

The St. Louis Convention will re-establish con- 
fidence and courage in the prosperity of our in- 


dustry. 
ANTHONY H. GEUTING 
President N.S. R. A. 
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CONVENTION 


SHOE YEAR 1930 


HE plans for Your Convention, Mr. Merchant, 

have been completed. The convention of the 
N.S.R.A. to be held in St. Louis, January 6, 7, 8, 
and 9, has been built for the retail shoe merchants 
of America. 

You will be interested in the programs developed 
around the most vital phases of merchandising and 
store operation. Practical shoemen have designed 
the forums and selected the speakers. This educa- 
tional feature of the convention will serve merchants 
most. Never before have we been able to attract to 
the inspirational meetings the type of speakers who 
will address you. 

For the “Brass Tacks” sessions an equally promi- 
nent list of speakers—shoe merchants—will discuss 
our business intimately. 

The style show should educate and entertain and 
inject a relaxing interlude in a busy business day. 
Exhibits, hundreds of lines of shoes, truly a carnival 
of business aids and helpfulness to a greater, better 


business year in 1930. 
ARTHUR E. EBBS 
Chairman, Convention Committee 
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ss NQUESTIONABLY the pros- 
pects for the greatest N.S.R.A. 
Convention will materialize. We are 
being supported by definite evidence 
both from hotel reservations and re- 
ports from merchants everywhere 
throughout the country who have 
signified their intention to be here. 
Intense effort has been expended to 
bring to the merchants of the na- 
tional a practical business conference. 
The program of education portends 
to be the most powerful ever at- 
tempted by the association. The pro- 
motion committee has promised 
much in all their publicity—nothing 
however that will not be realized. 
Only one step in the plan needs to be 
fulfilled and that is the presence of 

many shoe merchants.” 
CHARLES E. WILLIAMS 
Publicity Chairman 




















Adapto Shoe Co., Inc., New York, N. Y Lemnox 802-803-804 
J. Albert & Son, Brooklyn, Lennox Parlor C 
Altman Bros., Cincinnati, Ohio Statler 614 
L. Altstadt & E. Waldner, New York, N. Y. Lennox 1301 


Amalgamated Leather Companies, Inc., Philadelphia, Pa. 
Jefferson 612 


American Seating Co., Chicago, Il Jefferson 220 
American Shoemaking Co., Boston, Mass..Jefferson Booth 18 Ex. 
American Shoe Co., Brooklyn, N. Y Lennox 705-706 
Amesbury Shoe Co., Amesbury, Mass Jefferson 628 
A. J. Anderson, Inc., Amesbury, Mass....;....Jefferson 760-762 
E. R. Apt Shoe Co., Manchester, N. H Lennox 1202-1203 
D. Armstrong & Co., Inc., Rochester, N. Y Jefferson 337 


Arnold Bros. & Co., North Abington, Mass 
Jefferson 753-755-757 


M. N. Arnold Shoe Co., North Abington, Mass.....Jefferson 1041 
Arrow Shoe Co., Inc., East Boston, Mass Jefferson 943 
Artistic Shoe Co., Brooklyn, N. Y Lennox 405-406-407-408 
Atkinson Shoe Corp., Boston, Mass Jefferson 1155-1157 
sees Gee Co, DOVONET, BERGR «coc cccccecveccesecs Statler 612 
Ault-Williamson Shoe Co., St. Louis, Mo.....Statler 538-540-542 
Avon Sole Co., Avon, Mass Statler 320 


Bancroft-Walker Co., Boston, Mass....Jefferson 820-822-824-826 
Banner Shoe Co., Boston, Mass...............+- Lennox 509-510 
Barlin Bros., Brooklyn, N. Y. Lennox 310 
Barney, Capen & Denham Co., Brockton, Mass...Lennox 907-908 
Barr & Bloomfield Shoe Mfg. Co., Haverhill, Mass...Statler 536 
Bates Shoe Co., Webster, Mass. Statler 327 
Becker Bros. Shoe Co.? Inc., Raymond, N. H Statler 506 
Beckwith Mfg. Co., Boston, Mass.....Jefferson 355 and Booth 5 
Beker & Friedman, Inc., Brooklyn, N. Y. Lennox 308 
Geo. E. Belcher Last Co., Stoughton, Mass.....Jefferson 536-538 
Belleville Shoe Mfg. Co., Belleville, Ill Statler 826 
Best-Ever Slipper Co., Inc., Brooklyn, N. Y..Jefferson 1036-1038 
Bliss & Perry Co., Newburyport, Mass. Jefferson 833-835 


Bloom-Langer-Lippman Co., Boston, Mass 
Jefferson 1154-1156-1158 


Blue Ribbon Shoemakers, St. Louis, Mo Statler 322 
Bond Shoe Co., New York, N. Y Jefferson 519-521-523 
Walter Booth Shoe Co., Milwaukee, Wis...Jefferson 848-850-852 
Boot and Shoe Recorder Pub. Co., New York = 
, 5 Booths 1-2-3 
Boyd-Welsh Shoe Co., St. Louis 
Statler 110-114- a 118-120-122-1030-1032-1034 


Brauer Bros. Shoe Co., St. Louis, Mo. 
Statler 314-315-638-640-642 


Jefferson 412 
Jefferson 1121-1123 


Bresnahan Shoe Co., Boston, Mass 
Samuel Brilliant & Co., Boston, Mass. 


Note: Ez. following a name means Exhibition Hali, Mez- 


zanine Floor, Jefferson. 





Who's Who 
EXHIBITORS 


and 
HOTELS 
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Brown Company, St. Louis, Mo. 
Statler 838-840- 842, Booths 17-18-19 I°x. 


Brown Shoe Co., St. Louis, Mo Statler 16th fi., Ballroom 
J. R. Burns Co., Endicott, N. Y Jefferson 636 
Jefferson 1117-1119 


Capitol Shoemakers, Inc., St. Louis, Mo. 
Statler 1006- 1008- 1110- 1022- 1024-1116-1118-112 


J. W. Carter Co., Nashville, Tenn Mayfair 410-412 
Cavalier Corp., Baltimore, Md Statler 426 
Central Shoe Co., St. Louis, Mo Statler 16th fil., Ballroom 
Central Shoe Co., South Braintree, Mass Jefferson 918 
Chapline-Mayer Shoe Co., Milwaukee, Wis.....Jefferson 844-846 
Chapman-Cox, Inc., North Easton, Mass Jefferson 71% 
G. A. Chenoweth, Boston, Mass Jefferson 61 
Chouteau Shoe Mfg. Co., St. Louis, Mo Statler 214-216-218 
Cincinnati Shoe Co., Cincinnati, Ohio Jefferson 1035 


Edwin Clapp & Son, Inc., East Weymouth, Mass. 
Jefferson 740-742-744 


Clarendon Shoe Co., Brooklyn, N. Y. Jefferson 421-423 
Clayman Shoe Co., North Abington, Mass......... Jefferson 942 
Clinton Shoe Co., Inc., Haverhill, Mass Jefferson 1017-1019 
B. E. Cole Shoe Co., Manchester, N. H Jefferson 560-512 
Colella & Leighton Shoe “Co., Lynn, Mass Jefferson 4: 


Commonwealth Shoe & Leather Co., Whitman, Mass 
Jefferson. 748-750-7 


Compo Shoe Machinery Corp., New York City, N. Y. 
Jefferson Booths 13- ii. 15-16-31-32-52-5:; 


Statler 312 

Jefferson 1244-1246 
Lennox 30) 

Jefferson 1248-1250-1252 
Jefferson 548-550-55 
Jefferson 442-444-446 
Jefferson 93: 
Jefferson 653-655 
Jefferson 414 
Jefferson 621-62: 
Jefferson 854 


Conaway Winter, Inc., St. Louis, Mo 
Corbin Holmes Shoe Co., Hudson, Mass 
Cornell Shoe Co., Inc., New York, N. Y. 
Conrad Shoe Co., Brockton, Mass 

W. B. Coon Co., Rochester, 

J. & T. Cousins Co., Brooklyn, N. Y 
Craddock Terry Co., Lynchburg, Va 
Crescent Shoe Co., Keene, N. H 
Croxton Wood & Co., Philadelphia, Pa 
Curtis Shoe Co., Inc., Marlboro, Mass 
Cushman-Hollis Co., Boston, Mass. 


Jefferson 644-64! 
Jefferson 317-31" 
Devine & Yungel Shoe Mfg. Co., Harrisburg, Pa.....Statler 534 


Davies Shoe Mfg. Co., Horicon, Wis 
Deauville Import Corp., New York, N. Y 


Jefferson 648-650-652 
Lennox 805-806 
Jefferson 1015 


Diamond Shoe Co., New York, N. Y 
Diana Shoe Corp., Brooklyn, N. 

F. L. Doerr Shoe Co., Inc., St. Louis, Mo 
Dorothy Dodd Shoe Co, Boston, Mass Jefferson 234 
W. L. Douglas Shoe Co, Brockton, Mass Jefferson 86° 
The Irving Drew Co., Portsmouth, Ohio..Jefferson 1024-1026-102s 
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Where to Buy 


MATERIALS 
and 


FOOTWEAR 
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Dryzer & Rosenberg, Inc., New York, N. Y....... Jefferson 1032 
Dunbar Pattern Co., St. Louis, Mo............+ee00% Statler 225 


Dunn & McCarthy, Inc., Auburn, N. Y. 
Lennox 1101-1102-1103-1104 


Stanley Duttenhofer Shoe Co., Cincinnati, Ohio....Mayfair 420 


Eby Shoe Co., Imc., Latite, Pe... cccccccccccccccces Jefferson 437 
Edgewood Shoe Factories, Atlanta, Ga............. Mayfair 126 
J. Edwards & Co., Philadelphia, Pa............. Statler 227-228 
J. Einstein, Inc., New York, N. Y........ Statler 1038-1040-1042 
iam Shee Ce, Bemesber, Th. Zin ac cc cccccesveseses Statler 554 


Elias-Katz Shoe Factories, Inc., Los Angeles, Cal. 
Jefferson 640-642 


Elco-Shoe Mfrs., Inc., Brooklyn, N. Y......... Lennox Parlor A 
ee, Se es EN, Ds cocpccndens eessonss Mayfair 626 
Emerson Shoe Mfg. Co., Rockland, Mass.......... Jefferson 937 
Empire Specialty Footwear Co., Endicott, N. Y....... Statler 206 
Endicott Johnson Corp., St. Louis, Mo..Statler 16th fl., Ballroom 
En-Joie Shoe Co., Endicott, N. Y........0....eee.% Jefferson 638 
Ee PGi oswacnes ses eens ee Lennox 1101-1102-1103-1104 
W. P. Eteet Zen. Co., Bt. Bawln, Me... .c ccccccccccss Statler 223 
John R. Evans & Co., St. Louis, Mo............... Jefferson 512 
L. B. Evans’ Son Co., Wakefield, Mass.......... Lennox 905-906 
Fairfield Shoe Co., Columbus, Ohio.......... Statler 402-404-406 
Fashion Shoe Co., St. Louis, Mo................ Jefferson 1062 
Federal Shoe Co., Lynn, Mass...............0- Mayfair 310-312 
Finkovitch-Levine Co., Boston, Mass.......... Jefferson 934-936 
The Florsheim Shoe Co., Chicago, Ill............ Jefferson 1037 
C. P. Ford & Co., Rochester, NM. V.. ..cccccscccvcces Jefferson 341 
Framingham Shoe Co., Framingham, Mass........ Jefferson 930 
Freeman-McKay Shoe Co., Framingham, Mass.....Jefferson 928 
Freeman Shoe Mfg. Co., Beloit, Wis.......... Jefferson 660-662 


Friedman-Shelby Shoe Co., St. Louis, Mo. 
Statler 16th fl., Ballroom 


Andrew Geller Shoe Mfg. Co., Brooklyn, N. Y. 
Jefferson 334-336-338 


Gerberich-Payne Shoe Co., Mount Joy, Pa.....Jefferson 240-242 
The Gilbert Shoe Co., Thiensville, Wis........Jefferson 360-362 


Geding Ghee Me., Paria, TLS ......cccccccccccscss Mayfair 418 
Goldberg Bros., Haverhill, Mass............ Jefferson 1021-1023 
8. Goldstein & Sons, Boston, Mass................ Jefferson 1162 


William Goldstein Shoes, Inc., New York, N. Y. 
Jefferson 2nd fi., Parlor No. 7 


Golo Slipper Co., New York, N. Y. 
Jefferson 2nd fi., Parlors Nos. 1-2 


John S. Gray, Inc., New York, N. Y..........Jefferson 330-332 


Notp: Ea. following a name means Exhibition Hall, Mez- 
zanine Floor, Jefferson. 
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Great Northern Shoe Co., Manchester, N. H...Jefferson 721-723 


Gregory & Read Co., Lynn, Mass. 
teal " Jefferson 728-730-732-733-734-735 


Groves Shoe Co., Chicago, IIll..........+++++. Jefferson 419-417 


The Hagerstown Shoe & Legg. Co., Hagerstown, Md. 
Jefferson 221 


The P. Hagerty Shoe Co., Washington Court House, Ohio 
iad y Jefferson 637-635 


Hakim Bros. Kassar Co., Brooklyn, N. Y.......--+- Lennox 307 


Hamilton Brown Shoe Co., St. Louis, Mo. 
Statler 16th fl., Ballroom 


Harvard Shoe Co., Boston, Mass...........-. Jefferson 1058-1060 
Haverhill Shoe Novelty Co., Haverhill, Mass...Jefferson 553-555 
F. Hecht & Co., Inc., New York, N. Y........+¢ Jefferson 320-322 
J. Heilbrunn & Sons, Rochester, N. Y............+- Mayfair 114 
Helmholz Shoe Mfg. Co., Milwaukee, Wis..........- Mayfair 429 
Herbert Holtz Shoe Co., Haverhill, Mass....Jefferson 1230-1232 
Herzlich-Schoen, Inc., New York, N. Y...........+. Jefferson 558 
Heywood Boot & Shoe Co., Worcester, Mass........ -Statler 201 


Hirshberg-Stein Shoe Co., Inc., Haverhill, Mass. 
Jefferson 920-922 


Hoague-Sprague Corp., Lynn, Mass..Jefferson 517, Booth 47 Ex. 


Hoge-Montgomery Co., Frankfort, Ky.............. Mayfair 329 
Holmes-Terhune Co., Boston, Mass........... +4 Jefferson 216-215 
Homan-Baker Shoe Co., Inc., Philadelphia, Pa..... Jefferson 921 
Hope Shoe Co., Boston, Mass.............++8 Jefferson 1236-1238 
F. M. Hoyt Shoe Co., Manchester, N. H........ Jefferson 737-741 
Huntington Shoe & Leather Co., Huntington, Ind..Statler 830-832 
Harry M. Husk Co., Newburyport, Mass.....Jefferson 1133-1135 


Huth & James Shoé Mfg. Co., Milwaukee, Wis. 
Jefferson 530-531-533-535-524-526-528 


A. R. Hyde & Sons Co., Cambridge, Mass.........Jefferson 1235 
Ideal Shoe Mfg. Co., Milwaukee, Wis..............- Statler 124 
Independent Shoe Mfrs., St. Louis, Mo.......... Statler 308-310 
International Footwear Co., Inc., Worcester, Mass.....Jeff. 1053 
Interstate Shoe Co., Manchester, N. H.............4 Jefferson 717 
Jackson Shoe Mfg. Corp., New York, N. Y......... Jefferson 935 
James Shoe Mfg. Co., Milwaukee, Wis......... Jefferson 455-457 
Jarman Shoe Co., Nashville, Tenn..............+- Jefferson 654 
Jefferson Import Co., Inc., New York, N. Y.....Lennox 507-508 
Jefferson Shoe Mfg. Co., Inc., Newton, N. J..Jefferson 1040-1042 
Jellerson-Rafter Co., Norway, Me.......Lennox 901-902-903-904 


Johansen Bros. Shoe Co., St. Louis, Mo.....Statler 210-702- 
704-706-708-710-712-714-722-724-726-728-730-732-734-736 


Johnson, Stephens & Shinkle Shoe Co. 
Statler 316-318-916-918-920-902-904-906-908-910-912-914-922- 
924-9 26-928-930-932-934-936-944-946-948-950-952-954-956 
Johns-Tilt Shoe Co., Los Angeles, Cal. ........... Jefferson 541 
Johnston & Murphy, Newark, N. J...........-.50+. Jefferson 641 


Juvenile Shoe Corp., Aurora, Mo. 
Statler 324, also Lennox Parlor No. B 


v 


















Kane, Dunham & Kraus, Inc. (Washington Shoe Co.), 
St. Louis, Mo Statler 938-940-942 


Nathan Katz Shoe Co., Boston, Mass Jefferson 1118 
Geo. E. Keith Co., Brockton, Mass Statler 101-104-106 
Kesslen Shoe Co., Kennebunk, Me Jefferson 344-346 
Cc. G. King & Co., Inc., Providence, R. I Jefferson 354 
Kirstein Leather Co., Peabody, Mass Statler 526 
Kleven Shoe Co., Spencer, Mass Lennox 1204 
Knipe Bros., Inc., Ward Hill, Mass............ Jefferson 830-832 
Koss Shoe Co., Auburn, Me Jefferson 466 
A. S. Kreider Shoe Co., Annville, Pa Statler 326 
Krippendorf-Dittman Co., Cincinnati, Ohio Statler 204 
Kurz & Lapidus, Brooklyn, N. Y Jefferson 418-420-422 
Laird Schober & Co., Philadelphia, Pa. 

Jefferson 2nd fl., Parlors Nos. 4-5 
Lampe Shoe Co., St. Louis, Mo Statler 516-518-520 
Lancaster Shoe Co., Elizabethtown, Pa Statler 202 
LaValle, Inc., New York, N. Y Jefferson 324-326-328 
Lax & Abowitz, Inc., Brooklyn, N. Lennox 502-503 
aanGer Ghee Co., Bowdon, Maas... .....ccccccccccs Jefferson 953 
A. M. Legg Shoe Co., Pontiac, Ill Mayfair 110-112 
Jerry & Herbert Lehmann, Inc., New York, N. Y...Jefferson 223 


Leonard & Barrows, Inc., Middleboro, Mass... .Jefferson 856-858 


The Lima Cord Sole & Heel Co., Lima, Ohio 
Jefferson 540 and Booth 50 Ex. 


Walther Loewendahl Shoe Co., Inc., New York, N. Y. 
Jefferson 321 


C. & A. Lo Presti, Inc., New York, N. Y Jefferson 438-440 


Mascali-Benenati Shoe Co., Inc., Brooklyn, N. Y....Mayfair 120 
McElroy-Sloan Shoe Co., St. Louis, Mo Statler 16th fi. Br. 
McNichol & Taylor, Inc., Lynn, Mass. Jefferson 314 
Thos. D. Mackey Co., Inc., Brooklyn, N. Y...Lennox 702-703-704 
Marathon Shoe Co., Wausaum, Wis Jefferson 626-656 
Marblehead Shoes, Inc., Marblehead, Mass Jefferson 714 
Marion Shoe Co., Marion, Ind...... Jefferson 836-838 
Marlboro Shoe Co., Inc., Marlboro, Mass.......Jefferson 518-520 


J. I. Melanson & Sons Corp., North Adams, Mass. 
Jefferson 821-823 
Merrimack Shoe Mfg. Co., Lowell, Mass Jefferson 956 


The Charles Meis Shoe Mfg. Co., Cincinnati, Ohio 
Jefferson 1054-1056 


Jefferson 1055-1057 
Lennox 601-602-603-604 
Statler 424 


Melvin Shoe Co., Haverhill, Mass 
Menihan Cc., Rochester, N. Y¥ 
Metropolitan Shoe Co., St. Louis, Mo 


Frank C. Mayer Co., Inc., Brooklyn, N. Y. 
Jefferson 453 and Booth Ex. 


Midvale Shoe Co., St. Louis, Mo.... Statler 616-618-620 


Norp: Ez. following a name means Exhibition Hall, Mez- 
ganine Floor, Jefferson. 
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Milchen Shoe Co., Inc., Haverhill, Mass Jefferson 657 
Mildred Shoe Co., Brooklyn, N. Y Jefferson 430-432-434-436 
Milford Shoe Co., Milford, Mass Jefferson 1148-1150-1152 
I. Miller & Sons, Long Island City, N. Y Jefferson 224-226 
Monarch Leather Co., Chicago, Ill Jefferson Booth 24 Ex. 
The Moore Shoe Co., St. Louis, Mo Statler 816-818-820 
Morton Last Co., Inc., Cincinnati, Ohio..... Jefferson 862 


Moulton-Bartley, Inc., St. Louis, Mo. 
Statler 215-544-546-548-550-552 


Mount City Branch, St. Louis, Mo Statler 1048-1050 
Munroe Shoe Co., Inc., Auburn, Maine Jefferson 855-857 
Murphy & Saval Co., Chicago, Ill Statler 528-530-532 
Musebeck Shoe Co., Danville, Ill Jefferson 222 
Muskin Shoe Co., Baltimore, Md Statler 448-450 
Silas Musliner, Inc., New York, N. Y.........Jefferson 2nd fl. 8 
Mutual Shoe Co., Inc., Brooklyn, N. Y. Lennox 801 


National Shoe Co., Boston, Mass.......... Jefferson-543-544-546 


A. E. Nettleton Co., Syracuse, N. Y. 
Jefferson 1044-1046-1048-1050 


Nunn, Bush & Weldon Shoe Co., Milwaukee, Wis. . .Jefferson-433 


Old Colony Shoe Co., Brockton, Mass Jefferson 617-619 


Paramount Shoe Mfg. Co., St. Louis, Mo Mayfair 228-230 
Arthur S. Patton Lea. Co., St. Louis, Mo Statler 222 
Peck Shoe Co., Worcester, Mass Jefferson 1137-1141 
Pedigo-Weber Shoe Co., St. Louis, Mo. 

Statler 303-304-306-317-322-323 
Pennant Shoe Co., St. Louis, Mo Statler 224 
Peerless City Shoe Co., Portsmouth, Ohio Lennox 605-606 
Peters Shoe Co., St. Louis, Mo. Statler 16th fl. Ballroom 
Pilgrim Ghee Co., &. Bostom, MAGS. ....scccccccecess Mayfair 226 
Pincus & Tobias, Inc., Brooklyn, N. Y Jefferson 424-426-428 
Pioneer Shoe Co., St. Paul, Minn Jefferson 333 
Thos. G. Plant Corp., Boston, Mass Jefferson 231-23: 
Plaut-Butler, Cincinnati, Ohio Jefferson 941 
Pontiac Shoe Mfg. Co., Pontiac, Ill Jefferson 437 
Premier Shoe Co., Inc., Brooklyn, N. Y Lennox 301-302-303 
Prime Shoe Co., Boston, Mass .....Jefferson 955 
L. W. Proctor, Inc., Brooklyn, N. Y Lennox 1402-1403 
Prospect Shoe Co., Boston, Mass Lennox 304 


Racine Shoe Mfg. Co., Racine, Wis. 
Jefferson 643, also Lennox 401 


Rebhun Last Co., Cincinnati, Ohio Statler 828 
Rebot Shoe Co., Marlboro, Mass Jefferson 620-622 


Reisman, Glass, Fitzgerald Shoe Co., Boston, Mass. 
Jefferson 1114 


EES 
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Where to Buy 


MATERIALS 
and 
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The Reynolds Co., Providence, R. I. .Jefferson 219 and Booth 10 


O’Neill Shoe Co., St. Louis, Mo. 
aed Statler 738-740-742-744-746-748-750 


W. B. Rice Shoe Co., Inc., So. Braintree, Mass..Mayfair 528-530 


h-Vogel Shoe Co., Milwaukee, Wis. 
” = Mayfair 422-424-426-428-430 


Rickard Shoe Co., Haverhill, Mass Jefferson 356-358 
The Riley Shoe Mfg. Co., Columbus, Ohio...Jefferson 1220-1222 


Roberts Johnson & Rand, St. Louis, Mo. 
Statler 16th fl. Ballroom 


Jefferson 958-960 
Mayfair 416 


The Roberts Shoe Co., Boston, Mass 
Robertson Shoe Co., Minneapolis, Minn 


Rogers Bros. Shoe Co., Boston, Mass.............++- Statler 328 
S. Rosenberg & Son, Inc., Boston, Mass.......... Jefferson 1153 


The Roth Shoe Mfg. Co., Cincinnati, Ohio Statler 428 
Rowen & Moore Shoe Co., Calais, Maine Statler 226 


St. Louis Shoe Mfg. Co., St. Louis, Mo Mayfair 222 
Sabsco Shoe Mfg. Co., New York, N. Y Lennox 501 


Samuels Shoe Co., St. Louis, Mo. 
Statler 212-434-436-438-440-442-444-446 


i, , GE, MING 6 ov cosas cccescvvenes Mayfair 116-118 
Saxe Bros. Co., Boston, Mass............:-. Jefferson 1130-1132 
The Scholl Mfg. Co., Inc., Chicago, Ill....Jefferson Booth 26 Ex. 


Schworm & Finke Shoe Co., Boston, Mass. 
Jefferson 462, also Mayfair 212 


Seiberling Rubber Co., Akron, Ohio Jefferson 448-450-452 
Selby Shoe Co., Portsmouth, Ohio Statler 416-418-420-422 
Shaft-Pierce Shoe Co., Faribault, Minn. .Jefferson 1124-1126-1128 
i en De. tcc cceneesecesceeseue Jefferson 1143 
Shapiro & Sons, Haverhill, Mass Mayfair 628-630 


Shapiro & Wagman Shoe Co., Inc., Boston, Mass. 
Jefferson 454-456, also Statler 325 


Sherwood Shoe Co., Rochester, N. Y Jefferson 633 
The Shoe & Leather Reporter, Boston, Mass...Jefferson Booth 7 
Shoe Form Co., Inc., Auburn, N. Y Jefferson Booth 4 
Shu-Stiles, Inc., St. Louis, Mo Jefferson 632 
Signal Shoe Co., Boston, Mass Lennox 305-306 
Simon Shoe Co., Haverhill, Mass...............+00: Mayfair 614 
Cc. C. Small Shoe Co., Hammonton, N. J Jefferson 443 
Smaltz-Goodwin Co., Philadelphia, Pa Jefferson 441 


Smart Shoes Publishing Corp., New York City, N. Y. 
Jefferson Booth 28 Ex. 


The Solitaire & Furmoto Chem. Co., New York, N. Y. 
Jefferson Booth 8 


Jefferson 630 
Jefferson 1043 


Special Shoe Co., St. Louis, Mo 
Fr. Stepanek & Co., New York, N. Y. 


Note: Ez. following a name means Echibition Hall, Mez- 
zanine Floor, Jefferson. 
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Stern-Auer Co., Cincinnati, Ohio Jefferson 1033 
Stetson Shoe Co., So. Weymouth, Mass............++- Statler 208 
L. D. Stickles Shoe Co., Red Wing, Minn Statler 430-432 
Stone-Tarlow Co., Brockton, Mass............ Jefferson 736-738 
Strassburger-Styles, Inc., Brooklyn, N. Y Lennox 701 
Strout-Stritter & Co., Inc:, Lynn, Mass............ Lennox 1201 
Stylo Shoe Co., St. Louis, Mo Jefferson 634 
The P. Sullivan Shoe Co., Cincinnati, Ohio... .Jefferson 340-342 
E. E. Taylor Corp., Boston, Mass............. Jefferson 917-919 
Deagee Bee Gd, Wee, Wits occ cccccccvvcccscves Statler 408 
N. B. Thayer & Co., E. Rochester, N. H....Jefferson 1219-1221 
Thompson Bros. Shoe Co., Brockton, Mass....Jefferson 837-841 
Tolman Print, Inc., Brockton, Mass...........Jefferson Booth 6 
Touraine Shoe Corp., Brockton, Mass..........: Jefferson 554-556 
Triple Novelty Co., Brooklyn, N. Y Lennox 1005-1006 
Tull & Gordon, New York, N. Y Lennox 402-403-404 
Tweedie Footwear Corp., Jefferson City, Mo..Statler 838-840-842 
United Shoe Mfg. Co., St. Louis, Mo Statler 203 


United States Rubber Co., New York City, N. Y. 
Jefferson Booth 38 Ex. 


United States Shoe Co., Cincinnati, Ohio 
Jefferson 1224-1226-1228-1233-1237-1241 


United Wood Heel Co., St. Louis, Mo............Statler 1036 
Unity Shoe Mfg. Co., Brooklyn, N. Lennox 505-506 
Unity Shoe Mfg. Co., Inc., Lynn, Mass......... Mayfair 328-330 


Valley Shoe Corp., St. Louis, Mo......Mayfair 320-322-324-326 
Vitality Shoe Co., St. Louis, Mo............ Statler 217 


Waban Shoe Co., Boston, Mass......... ....-Mayfair 622-624 
Walden & Perry, Inc., Lynn, Mass............ Jefferson 756-758 


Waldes-Koh-I-Noor, Inc., Long Island City, N. Y. 
Jefferson 323 and Booth 27 Wx. 


Washington Shoe Co., St. Louis, Mo.... .. Statler 938-940-942 
Watertown Shoe Co., Watertown, Wis.......... Mayfair 522-524 
i a eee Jefferson 236-238 
Leon Weil, Inc., New York, N. Y Lennox 707 


Martin Weinstein Shoe Co., Brooklyn, N. Y. 
Lennox 1001-1002-1003-100" 


Weissman-Sass Shoe Co., Inc., Brooklyn, N. Y Jefferson 923 


Wizard Lightfoot Appliance Co., St. Louis, Mo. 
Jefferson Booth 25 Ex. 


Wohl Shoe Co., St. Louis, Mo Jefferson 2nd fl. Parlor 3 
The Sam B. Wolf Sons Co., Cincinnati, Ohio 
Jefferson 348-350-352 
Wolff-Tober Shoe Co., St. Louis, Mo. 
Mayfair Parlors B, C and D 
Wolpert Shoe Co., Boston, Mass............ Jefferson 1144-1146 
E. T. Wright & Co., Inc., Rockland, Mass... .Statler 410-412-414 


Wright Gorevitz & McNamara Co., Haverhill, Mass. 
Jefferson 720-722 









Educational Work Sheet of the 
N. S. R. A. Convention 











































“The Biggest Size Sheet in the World.” 
South Side, Jefferson Lobby, Street Floor. 


An exhibit that brings out in a new manner the old story of 
the relative sale of sizes, divided into three zones—center or 
sale sizes, sizes to be bought with caution and danger sizes, show- 
ing ratio of sales in each zone and requiring 125 shoes, from 
AAAA to EE in width and from 5 to 15 in size. 


* * *k x 


A “Before” and “After” Exhibit of Charts Demonstrating the 
Wrong and Right Way of Store Operation. 
(Crystal Room, North Side Mezzanine) 


Twelve units of charts showing the “before and after” con- 
dition of the operation of a typical shoe store developed from 
the use of the simple pair record system and financial record 
created for the N. S. R. A. by Mr. Burrill, Educational Adviser. 


* * * * 


“Shoes Mark the Man” Exhibit 
(Alcove, North Side Mezzanine) 


Two exhibits combined, one of blue shoes and blue leathers, and 
another of the Men’s Advertising Campaign. 


* * * * 


Exhibit of Ratios in Which Sizes Sell 
(Crystal Room, North Side Mezzanine) 


This exhibit consists of two maps in relief, one treating of 
men’s sizes and the second of women’s. 











* * * x 


Educational Exhibit of Newspaper Advertising 
(North Side Mezzanine) 
A collection of newspaper and other forms of retail advertis- 
ing, contributed by leading shoe retailers throughout the United 


States. 
* * *k * 


National Mutual Fire Insurance Exhibit 
(North Side of Mezzanine) — 


The exhibit of the National Mutual Fire Insurance Plan of the 
N. S. R. A., the scrutiny of retail shoe merchants. 





x* * * * 


Don’t forget to ask for a reduced fare certificate 
when you buy your railroad ticket to St. Louis. Every 
ch railroad in the country has granted a rate concession. 

—* Don’t fail to have your ticket validated by Miss John- 
) son or one of her assistants in St. Louis. 
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STEDPDING INTO 1930 


12 Reasons Why It 
(an Be a Good Shoe Year 


. Spring always starts a new style 
year 


2. Spring is split in two parts— 
early and late 


. Easter on April 20 for second 
spring pair 


4. No appreciable carry-over of 
last summer shoes 


5. Present stocks out of tune with 
spring 


6. New stocks must be ordered by 
all merchants 


7. Old stocks never looked so shot 
and short 


8. Customers must be tempted 
with new shoes 


. Opportunity to get new cus- 
tomers when other stores mark 
time 


10. Delay and hesitation will spoil 
spring prospects 


11. Opportunity for our two billion 
dollar industry to step into 
major league importance in 
public buying desires 


12. Opportunity for greatest sports 
year ever, for no matter what 
happens, spring and summer 
make all America a glorified 
country club and the followers 
of the sun will dress for the 
sport on sea or shore notwith- 
standing—Don't go short on 
shoes 
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PivTir“e Miss 


Style materials and patterns are all important 
in footwear for the Little Miss. Sizes up to 
elevens are in this classification. A full range of 
sizes and widths are imperative for fit and sat- 
isfaction. Elk, calf, reptiles are for daytime. 
Patent for dressy wear. The white kid one 
strap is also important. 
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1.—Combination of calf 

and lizard, featuring Ser- 

bian or Indian thong 
stitch. 


2.—Smoke elk sport type, 

suitable for schools, 

camps and daytime sports 
wear. 


3.—Shield effects are most 

important this season. P 

This particular type shoe & 
is popular. E 


4—Black patent one 

strap—the choice for 

dressy and afternoon and 
town wear. 





__ aeons 
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1.—Snake one straps in 
beige and brown combi- 
nation. 


2—Suggested pattern for 
child’s shoe in lizard and 


calf combination. 





3—The vamp smocking 
and perforations are smart 
on the broad toe last. 


4—Sports type in dark 
brown calf with reptile 
saddle. 














JUNIOR MISS 


The junior miss, 111% up to 2, usually favors 
J P y 


the shoe pattern of her older sister. Many 
times by the use of the same pattern and the 
broadening of the toe line and lowering the 


arch a successful number can be fashioned. 
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YOUNG MODERN 


Misses and modern misses footwear, from 2/2 
to 8, is expressive of grown-up patterns in 
girlish treatment. The low heeled slipper of 
more sophisticated leathers or fabrics, the 
first center straps and the low heeled snakeskin 
or reptile leather for occasional wear, shows 
the importance of correct styling for the 
modern miss. 
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1—Black suede with 
braided T strap. 
(Suggested pattern) 





2—Her first evening slip- 
per in youthful weave of 
pink and blue brocade. 


3—Simple pattern in suit- 

able center strap for the 

nine and twelve-year-old 
girl. 


4—The smart extra shoe 

in snake or lizard. This 

simple one strap carries 
a 10/8 heel. 
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1—Brown calf and suede 
walking shoe. The moc- 
casin throat .and vamp 
treatment is smartest 
when worn with simple 
tweeds, soft woolens or 
the daytime town suit. 





2—Medium brown kid 
one strap. Stream-like 
collars in duotone effects, 
combining lizard and 
lustre leather. This treat- 
ment straddles the varied 
dress colorings in brown, 
beige and green. 












3—Cocoa brown suede 
for early spring, trimmed 
in reptile and lustre kid. 
The leather heel adds to 
the tailored appearance 
and adds comfort. 





4—Styleful walking types 
with control features in 
brown, beige, black calf, 
suede or reptiles. Also 
suedes with patent trims 
are styled in two and 
three strap numbers. 
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DAYTIME 


The spring acceptance of the jacket suit with 
circular skirt tells the daytime shoe story. 
Soft woolens in green, beige, blue and pink 
tones complement the brown, black, white and 
Several tones in beige will be 


made in volume production. 


blue footwear. 
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AFTERNOON 


The favored pump is still very effective for 
afternoon wear. However, the demi-oxford 
and the flattering one strap are sharing im- 
portance in afternoon footwear. The new 
social importance of afternoon dress makes 
this division of footwear stylefully dominant. 


























1—Kid or patent pump 

with beige clair trim or 

dark and ruddy brown 
kid. 


2.—Medium brown ox- 
ford with lizard overlays. 


3—Beige clair with dark 
brown trims, an impor- 
tant combination. 


4—Lizard pumps trimmed 
in suntan kid. 
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1—Plain bordered and 

crushed calfskin bound in 

gold or brilliant coloring. 
A two occasion shoe. 


2—This pattern lends it- 
self to combination and 
materials. Pastel and 
white kid or linens are 
expressed in this type 
footwear. 





3—Crepe with leather 

bandings and the double 

ankle straps suggests the 
pajama mode. 


4—Awning canvas made 

with broad bands of 

Roman stripes are used 

for resort and _ beach 
wear. 











SUNTIME 


Feature shoe types have been developed for 


leisure and playground wear. Opportunities 





for playground type footwear with unusual 
and practical treatment of the vamp lines are 


tremendous this season. 
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EVENING 


Exclusive fabrics for tinting, frosted, 
threaded, woven or laced fabrics, pastel kid 
cut in design, silver with gold in sandal com- 





binations, sometimes using crepe to underlay, 


are among evening shoe materials. Individu- 


ality is desirable in evening footwear. 








1—Sea foam green with 

gold dots incrusted. Note 

heel trim and quarter ap- 
pliques. 


2—Frosted brocade in 
multicolors combined 
with silver and kid. The 
quarter is of plain satin. 





3—White moire to be 

dyed with silver and gold 

trim is a volume choice 
for evening footwear. 








4—White crepe with gold 

and silver kid trim. The 

freedom of the pattern, 

and the semi-open shank 
is desirable. 























Boot aND SHOB RECORDER 
combining THe SHom ReraiLer, Dec. 28, 1929 











1—Beige clair kid with 

dark brown trims, brown 

and yellow enamel 
buckle. 


2—Natural linen embroi- 
dered in lavender. The 
tip and throat is of 
canary yellow kid with 
black pipings. 


3—Pale green frosted 
fabric with cross stitch 
embroidery. Green and 
beige kid are used for 
straps and trim. 


4—W hite lizard with 

brown lustre kid trim. 

Coffee kid inlays are 
banded or bound. 











OCCASIONAL 


The employment of fabrics, straw and braided 
leathers in combinations, also embroideries, 
will be decidedly smart. White with color, 
green with yellow, white with yellow and 
green, white with brown, beige with brown, 
pastels in pink, blue and lavender, natural 
toned fabrics and linens in combinations will 
all be seen. 
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In browns—tricky patterns 
In all white—simplicity 
In blacks—new sweeping lines 


SPRING TRENDS 


HAT about Spring lasts? Generally speaking 
Wi: are getting narrower. Even in the volume 

grades the balloon toe is shrinking rapidly but 
it is not out by any manner of means among the younger 
element. It is designed for the so-called college trade 
which doesn’t mean college trade and never did. It 
means high school. 

Also, and even in the volume grades you will see the 
modified custom last. There is a rapidly growing ten- 
dency to put into volume shoes all the lasts which have 
proved popular in the high-grade lines. The custom last 
did well last Fall in New York and in Chicago. It will 
spread a bit into the suburbs next Spring and will grad- 
ually gain in volume if shoes are carefully fitted. This 
last cannot be fitted like the balloon-toed type. The 
merchant must have a good run of sizes. 

This tendency might accurately be expressed as fol- 
lows: d 

The extreme balloon last is unusual—it lived only 
when pants were balloon-bottomed. 


The modified balloon is losing favor. 

The square type or brogue effect is in favor. 

The tendency in toes on orders being placed is toward 
the square French and semi-English lasts. 

The extreme narrow toe on the spade type is not in 
favor at this time with the buyers of the Central West. 


S to the percentages of blacks, browns and sport 

effects, it may require readjustments of former 
buying habits to conform to the composite prospect of 
50 to 55 per cent blacks and 30 to 35 per cent sports 
patterns for next Spring and Summer with tans or 
browns constituting the remaining 10 to 20 per cent. 
Some shoe men delete the term “tans” and refer to all 
that family of shades as “browns.” Southern territories 
manifest interest in light browns. 

It is the consensus of opinion that consideration of 
blue for men’s shoes must still be regarded as a “high” 
novelty to be considered in small percentages only. 

The inroads of sports-type shoes upon the tan per- 
centages is regarded as a logical step as the man ac- 
customed to color on his feet even to the extent of brown, 
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In novelties—higher heels 
In adjustment—buckles 
In sport—extreme designs 


FOR YOUNG MES 


is the line of least resistance for the acceptance of two- 
tone effects which constitute the great bulk of the spec- 
tator sports shoe and street sports shoe business. 


HE biggest sportswear season in men’s shoes is 

right in the offing. In the orders placed for sports 
shoes to retail at seven dollars and under, averages based 
upon actual sales in territory as far west as the moun- 
tains and east to Detroit, show that black and white com- 
binations constitute eighty per cent of the business with 
the remaining one-fifth distributed between browns and 
others colors, the blue percentage “negligible.” 

And here’s how one of the world’s biggest buyers of 
men’s shoes puts it: 

“We have striven for years and we’ve made some 
measure of progress in selling men two pairs of shoes 
for street wear. Aside from the ultra-correct dressers, 
we can hardly hope, as yet, to sell men more than one 
pair of sport shoes. Black and white harmonizes with 
more different clothes combinations of men’s suitings 
than any other combinations. So we look for this black 
and white vogue to continue whether a man pays five 
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dollars for his shoes or fifteen. But watch the new 
brown jacket, beige-tan trouser combination that takes 
a brown and cream shoe.” 

A good novelty combination is the smoked elk with 
chocolate trim. And naturally in the top grades plain 
white buck is as rigidly right as silver kid slippers in 


women’s wardrobe for formal wear. 


LK, of course, will give the biggest volume in the 

medium and lower grade shoes—mostly in combi- 
nation with calf. There will be more combinations of 
brown and white and of brown and smoked elk than 
there were last year. Black and white was the favorite 
combination last year and will be this year, but brown 
and white should show a gain and the combination of 
brown calf and elk will show a big gain. 

In Summer dress shoes, light-weight calf and kid will 
be good. It will get its biggest volume in the early part 
of the season from the big cities and will spread through- 
out the rest of the country more slowly. 


119 




















Seni ots 


Baa A 


Soe in oe in I 


In variety—spice for sales 
In all black—quarter effects 
In tan two-tone—for summer streets 


NEW STYLES TO 


NEW theme song has been written for 1930. 
A A practical suggestion has been made for the 

furtherance of selling men more pairs of shoes. 
On second thought, not so much the actual selling as it 
is the furnishing of a motif which will cause men to buy 
more shoes. And buy them willingly, too! 

It is all so simple. Just name—all other than regular 
pluggy footwear—Summer Shoes. 

This all-embracive term “Sport Shoes” includes those 
shoes in the golf, tennis and even bicycle category. It 
might as well take in horse shoes. In other words, the 
appeal is only made to the active participants. Through 
ringing in a few of the leather soled varieties under the 
guise of “Dress Sports” more patterns are added. 

In spite of the thousands who play at the sports, we 
are a nation largely composed of non-participants, when 
the crowds that attend football, baseball, hockey games, 
etc., are taken into consideration. This being true, why 
not change the label from Sport to Summer shoes. 
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Every known variety of light weight shoe should be 
designated as a Summer shoe. Doing so augments the 
entire Sport shoe family by the large group of shoes of 
kid, calf and elk, whether they be of the severe plain high 
grade type or a much pinked and perforated wing-tipped 
two-colored affair. 

The big thing is that they are light weight shoes, good 
only for the summer weather. They are not made for 
long arduous duty, but for immediate comfort and looks. 
Their place in the scheme of things is as the flower of the 
fields, here today and gone tomorrow. All to the profit 
and glory of the retail shoe merchant. 


HAT will happen to the shoe trade if this Summer 
shoe idea is carried through? 

Actual experiences of keen shoe men have proved the 
fruitfulness of so educating the man on the street that 
he will willingly and gladly buy several pairs of shoes a 
season. 

One merchant, through showing plenty of new light 
weight styles, induces the men of Los Angeles to buy an 
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In summer—tan or black with white. 
In light weights—new lines 
In summer—new blucher sports 


SPEED UP JALES 


average of three pairs of varied sport shoes a summer. 
Why can’t others do the same? 

The next logical step is to have special styles known as 
Fall, Winter and Spring shoes. Each to be of a different 
type and with entirely different characteristics. This little 
plan would just kill the present-day tendency—which is, 
unfortunately, fostered by many good merchants and 
manufacturers—of selling a man a pair of double soled 
grains this time of year and seeing him walk into the 
store the next calendar year with the same shoes still on 
his feet, having done a full twelve months’ service. Now 
wouldn’t it be better if the men were sold shoes that are 
in keeping with the climatic conditions ? 

It is the flash stuff that makes for the extra pairage. 


EVEN iron soles, some white buck combined with 

either black and tan calf, some of the two toned calf 
or elk or even kid—in fact, any shoe not too effeminate 
will do the job. There is no reason why anything of the 
light weight variety cannot be considered as a Summer 
shoe. Merchants as a whole are not keen to the demand 
for “plunder of this sort.” 
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The big trick is to make these shoes so that they will 
wear out. Then the customer will be in the market early 
in the Fall for more shoes. 

Forget the long-wear proposition. 

Show the spenders the new light weights. 

Get the feel of doing a real men’s business again. 


ING tips are good. And naturally wing tips call 
for perforations. Also short shield tips, saddles or 
aprons, and quarter-foxings have proved good sellers. 
The moccasin vamp is a distinct note with many am- 
plifications for the coming Spring season. This is par- 
ticularly true in the upper grades of merchandise and 
will be sold largely for the shoe wardrobe of the mas- 
culine buyer owning more than one pair of sport shoes. 
Many keen buyers are on the qui vive for some new 
and distinguishing feature to develop. This feature 
might be such an effect as the ball-strap of several sea- 
sons back of an utterly different idea. 
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The NEXT DECADE 
[930—1940 





Belongs to Shoe Fitting 





The fitting stick has been the em- 
blem of the retail craft since the 
Middle Ages—it now develops 
into a more mechanical appliance 
to indicate other measurements 
than length. 
Registration lists indicate 551 or- 
thopedic shoes and 199 “Doctor” 
shoes enter 1930 in service to 
American feet. 
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HE foot.is not merely the end of the leg, it is an 
cen organ, designed. by Nature for holding 
the weight of the body and for propelling the body in 
walking, lifting it along, exercising meanwhile an elastic 
quality which protects the body from jar as a shock 
absorber and gives ease of continuity to locomotion. 

In 1927 there were listed in the United States Patent 
Office 478 trade names applied to orthopedic types of 
shoes and 168 trade names known as “Doctor” shoes. 

The following year, 1928, the list climbed to 781 trade 
names on orthopedic shoes and 191 “Doctor” shoes. An 
increase Of 6314 per cent on orthopedic and 12 per cent 
of “Doctor” shoes. 

Up to the hour this article was written the 1929 
Registration lists 551 orthopedic shoes and 199 “Doctor”’ 
shoes. Figuratively, this shows a decrease of 13 1/3 per 
cent over two years ago and 291% per cent over last year 
on orthopedic shoes, while “Doctor” shoes have increased 
4 1/3 per cent over last year and 25 per cent in two 
years. In reality the decrease is not actual, but is the 
result of an effort to standardize and 
classify footwear designed to promote 
foot health. 

Active interest in feet, in shoes, and 
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Tools of the trade in 
fitting use for 1930 


in podiatry, is the mercury in the barometer that will 
see orthopedic shoe business in 1930 climb to a higher 
degree than heretofore, irrespective of general business 
conditions. 

More startling evidence of prospects of the future is 
readable in the annual report of the outstanding Foot 
Clinics in principal cities including New York, San 
Francisco, Minneapolis, Newark, Philadelphia, Denver, 
Cleveland, Chicago, Boston and St. Louis—an average 
of 60,482 patients were treated per week in 1929, a 
total of 3,144,964 for the year, and this exclusive of 
persons treated privately by Chiropodists, Podiatrists and 
Orthopedists. 

Orthopedic or professional footwear is designed to 
promote the correction or alleviation of deformities and 
functional disturbances of the foot when combined with 
remedial measures professionally applied. Orthopedic 
footwear is limited to the prevention of deformities in 
the normal foot and the alleviation of distress in 
abnormal feet. 

Right now your best bet is the 
orthopedic customer. Are you losing 
her without a struggle? If so, you are 
missing a profit opportunity. 
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A man of parts 
And studied arts 
Was Simon X. Shoehorn. 
By His face would grace 


Most any place 
J. H. REED 


































































As to the manor born! 
His blonde mustache 
Was not too rash— 


It made him seem 
To love’s young dream, 
Just like a movie actor! 






‘ In Simon’s step 
Was little pep, 


Day after day 
He went his way 


There was no n 
For speed, indeed, 


You understand, 


No sales plans kept 
Simon adept, 


In wisdom’s dearth 


’ Clear to the end 
He could depend 


He found no cause 


The Moral’s plain: 
If you’d 


The Dilemma of Simon Shoehorn 


"Twas an important factor. 


A triumph of slow-motion! 


His clothes were worth 
The capital invested! 






When Simon S. 
In his full dress 

Would lean against the door, 
= flappers flopped— 

e had them stopped 

He tore his shining store. 
All over-wrought, 
They bought and bought, 

Much more than they’d intended. 
So Simon — 
Business was —_ 

No—more—'twas s simply splendid! 





Nothing could get him flurried. 
Unhurried pon unworried. 


For maidenish < devotion 
Just thought it grand, 


Now Simon’s voice 
Was more than choice, 
It never rasped or grated. 
With menthol drops 
He kept its stops 
Completely modulated! 
He didn’t wheeze, 
Or cough or sneeze— 
With colds ’twas never balky. 
For, truth to tell, 
He knew too well 
The value of the talkie! 


He loafed all unmolested. 


Upon his manners charming. 
Why should he pause? 


To think the trend alarming. 


The appers jus just stopped falling! 
They left 
Nay—more RY we 
His losses were appalling! 
For movie's style 
Had changed the while 
From faultless toast and tea men. 
And Hollywood 
Had gone in g 
For rough ca homely he-men! 














The trade in 
You just can’t s 
You've got to keep 

Up with the toute procession! 
There’s lots of _ ~ a 
In this thing, s style— 

And when iy ad ve reached perfection 
You’re apt to find 
You’re far behind— 

It’s gone a new direction! 


our possession, 
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The Style Scoop of 1930 


That Will 


See__Inside 


Over 300 Manufacturers Feature 1930 Sports Numbers On 


BEAR FOOT 
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Revolutionary, new—soles and heels 
of SUPERCREPE are sweeping the 
1930 sales platter on consummate 
good looks—STYLE ALONE. 


Yet, soles and heels of SUPERCREPE 
are nota mere style innovation. Fash- 
ioned of pure crepe, compounded 
by a secret process, they are feather- 
weight. Lighter by far than any sports 
bottom the world has known. No 
spread,noroll. Superlative style, yes, 
but style which is actually surpassed 
by uncommon utility—long wear. 


SUPERCREPE in either 
Plain, Airway or Pla- 
sole design— in cream, 
white, red, tan, and 
black—a full range of 
sizes. 
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SUPERCREPE—an im- 
portant style achieve- 
ent by Bearfoot — 
builders of over three 
Hymillion pairs of qual- 
ity soles. 1930's sport 
Mstyle leader, featured in 
over three hundred 
ines for next season. 


Heels, too, of SUPER- 
CREPE, to match exact- 
ly in color and texture. 
Never before heels 
like these. 

Light—a pair of SUPER- 
CREPE soles and heels, 
women's, weighs less 
than 7 ounces. 
PERFECT BALANCE. 
In 11/8 Cuban — 3/8, 
4/8,5/8 Wedge—3/8 
6/8, 11/8 Square 
Breasted. 














Plasole, in SUPERCREPE, to catch 
mother’s and kiddie’s eye with 
Peter Rabbit, Rover Dog, Mary's 
Lamb and Johnny Squirrel all 
present—is Bearfoot's great news 
for your Children’s Department. 


For samples and immediate complete 
SUPERCREPE information, wire— 


THE BEARFOOT SOLE CO., Inc. 


Boston Akron 
178 Lincoln St. Ohio 


BEARFOOT . 
SOLES AND HEELS OF 


7. oor 
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Meet 
Miss St. Louis 


Booth D—Ballroom Floor 


HOTEL STATLER 
St. Louis 











N. S. R. A. Convention 
January 6-7-8-9, 1930 


Miss Alice Burns 


Selected by a Committee of Lead- 
ing Hollywood Movie Stars as 
Miss St. Louis for 1929 
Will Model 


Billiken Arch Shoes 


These shoes have quality, style 
and are backed up by a coopera- 
tive advertising campaign includ- 
ing radio broadcasting from the 


Nation’s outstanding stations. 


She will show you how to speed 
up your sales and increase your 
profits in 1930. 


The Billiken Arch Line Comprises: 


Ladies’ Welts and Littleways carried in stock AAA to EEE—Retailing at $5 and $6. 
Misses’ and Children’s Welts, Littleways and Billiken Special Process and Men’s and Boys’ Welts. 


Bae CF] Slo Billinen 
M=ElroySloan *™ 


E> Sno’ Shoe y any “rch, c> 
SAINT LOUIS MISSOURI 





SNOUT 
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| Woven Sandals 
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“Smart Trade” 


American Girl 


See Them at the 
N.S.R.A. Convention 
St. Louis 
Rooms 510 to 524, Inclusive 
St. Louis, Mo. 
Designers and Makers of 
Women’s Novelty Shoes 


the 
Hotel Statler 


January 6-7-8-9, 1930 


for the 


Made Over Modern Lasts 


and Patterns Designed 


for 
Your Attendance Invited 


Salesmen’s Display Rooms 
W. H. Lampe Shoe Co. 
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el 
You are cordially invited to review 
America’s most authentic and ad- 
vanced style treatment of hygienic 
arch shoes. 








ree mare a on aa 


ART LRAT ANE LANTERN RBA CED SANA 


Fashioned by The Bradson Shoe 
Company branch of Johnson, Stephens 
& Shinkle, internationale style 
authorities. . 


a, 


Moderately priced in stock welts. 





N SR A Convention HOTEL STATLER, ROOM 318 


BRADSON SHOE COMPANY 


ST. LOUIS, MO. 


BRANCH OF JOHNSON, STEPHENS & SHINKLE SHOE CO. 


See ee : e 
min recientes erential es nisi 


Ba 0 FENSKE SERENA REE 
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Lire filed 


TO ST.LOUIS. 


Station NSRA 
JOHN BUSH Announcing 


is provided through the medium of the N. S. R. A. Convention for the 

various elements of the shoe industry. Much good is certain to come 
out of it. The spirit of cooperation appears to be gaining strength in the 
shoe business as well as in many other lines of industry. The fact that 
the various elements of our industry are ‘highly interdependent is steadily 
gaining staunch advocates. Manufacturers, wholesalers and their salesmen, 
in ever-increasing numbers are realizing that a sale remains a partial sale 
until the product is in the hands (or, speaking in our language, on the 
feet) of the consumer. 


if is a splendid thing for the shoe business that common meeting ground 


On behalf of all St. Louis and particularly on behalf of the members of 
the St. Louis Shoe Manufacturers and Wholesalers’ Association, | bid a 
hearty welcome to all—to retailers, manufacturers and allied industries. 
To the extent of our ability, we will make your stay in St. Louis a pleasant 
one and a profitable one. 


(Signed) JOHN A. BUSH, Pres., 


The St, Louis Shoe Manufacturers and 
Wholesalers Association 
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On Display 


SIXTH FLOOR 
Hotel Statler 
N. S. R. A: 


Convention 
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QUALITY SUPREME IN 


Our McKays are supreme in quality, fit and style. 
Made expressly for the retailer who believes that a 
large volume of good business can be sold profitably 
in the range from $6.00 to $10.00. 


MIDVALE SHOE COMPANY, 


Makers of fine hand turns and McKays 


QUALITY 
McKAYS 




































































For this reason the response to our line of Hand 
Turns has been most gratifying. Dependability, 
organization, business economies and buying confi- 
dence all are lending their hand to make Midvale’s 
turn line outstandingly strong in the $10.00 range. 


3417 LOCUST ST., ST. LOUIS, MO. 


Branch of International Shoe Company 


QUALITY 
HAND TURNS 
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On Display 


SIXTH FLOOR 
Hotel Statler 
N. S. R. A. 


Convention 
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2 | By Hugh MM. Bowen 





seventy-five million people. St. Louis is located on the map at a point 

between the center of population and the geographical center of the United 
States. Therefore, it has become one of America’s great manufacturing and dis- 
tributing centers with all the necessary facilities, transportation and otherwise, to 
-maintain a normal growth. 


_ <a Weccesi a radius of eight hundred miles of St. Louis live more than 


In the very heart of America, St. Louis stands as the greatest shoe city in the 
world. (1929 shipments will approach $250,000,000.) Starting out only a few 
years ago (the market is not aged) St. Louis was, with but one or two excep- 
tions, a wholesale jobbing center for shoes. This was ‘due to its location in réla- 
tion to the movement of the population from East to West. Thus St. Louis shoe- 
men first became merchants and later manufacturers. And as the increased volume 
of: business flowed into the market year after year it became obvious that St. Louis 
was to become a great shoemaking center. Skilled shoemakers came from the 
East... They, taught the local workers and for a period of years St. Louis was 
learning" e shoes. This was before the World War. 


The war . Women went into the business world. Jazz cut loose. The 
%. flapper arrived, America became shoe conscious. Fancy patterns, bright new 
“’s colors and previously unused materials jumped into women’s shoes. St. Louis 
specialty manufacturers sprung up, thrived and became entrenched. It was done 
largely on patterns. Later improvements in shoemaking appeared. 
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LOUIS 


southern city of the north 
northern city of the south 
eastern city of the west 
western city of the east 


And now St. Louis is turning a new corner. The flapper is gone. A new spirit 
will influence shoe buying. Manufacturers here have sensed the change. Women 
will buy shoes with greater care and will demand better quality. Better materials 
and better workmanship seems to be the prime thought in the market just now. 
There is evidence of grading up in many lines for spring. 


Aside from the great in-stock service for which St. Louis is so well known, it 
is interesting to note that a buyer can get in St. Louis today every type of shoe 
construction known to man and in all grades desired. That’s a broad service. 
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Central’s Exhibit... 


a—— Meeting the Chain” 












HE solution of this problem awaits your visit to the 
National Shoe Retailers’ Association Show January 6th, 
7th and 8th. It will be displayed in our booth in a way to 
thoroughly acquaint you with our plans for successfully meet- 
ing ‘‘ Chain ’’ competition —and going them several better! 


It won’t take much of your time—the exhibit will be arranged 
so you may grasp the business building ideas quickly. It 
includes full merchandising plans and a complete advertising 
service. 











The local independent retailer of shoes can beat any foreign 
owned chain store hands down, if he will follow the unique 
plan of cooperation we offer a selected type of retailers. 





The ‘‘Chain” fight has been a real boon to the independent 
retailers who have adopted the ‘‘Central” plan. They are 
making more money and have their business in better shape 
than ever before because they are using ‘“‘Chain’’ methods, 
plus owner interest and local prestige. 











Start the New Year right. Get the details of our plan. 
It includes everything necessary for your success—stock 
control, no overlapping’ stock, greater turn-over, fewer losses 
of sales, fewer mark-downs, lower cost of doing business, 
organized advertising and merchandising—all of which makes 
you greater profits. 





If you do not come to the National Shoe Retailers’ Association 
meeting write for details or ask our salesman. 







For quality footwear—for price to fit every pocketbook see 
the Central lines. 










Exhibit “‘C” Statler Ballroom 
Statler Hotel, St. Louis ~ 








Sr 


st. Lous, MANUFACTURERS U.S.A. 
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THE PEACOCK SHOE FRANCHISE 
MEANS ~< + * THE “STYLE” BUSINESS 


The increasing consumer 
acceptance of Peacock 
Shoes is due to their un- 
changing quality, high style 
and perfect fit. 


But to you, a merchant, the 
perfect balance of the line, 
the national advertising 
back of it and the factory’s 
close cooperation are addi- 
tional factors that have a 
bearing upon your accep- 
tance of Peacock Shoes. 
The Peacock Shoe Coordi- 
nating Plan embodies all 
of these factors. It will be 
well worth your while to 
look into our proposition. 
It means the style business 
in your town. 


1s 


STATLER 
HOTEL 


N.S.RA. 
CONVENTION 


~ ~« « IN YOUR TOWN 


Over nine times as many pairs of Peacock Shoes are being sold today as were 


sold three years ago. They are being distributed by progressive merchants—at a profit. 


K SHYES 
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ST. Louls 
forecast the 


T. LOUIS will step into the 

Spotlight of Fashion during the 

N. S. R. A. Convention with spring 

footwear creations which reflect no 

little skill on the part of the market’s 
designers. 

The preeminent position of St. 
Louis as a center for style footwear 
is not self-appointed, but one that has 
been awarded by the thousands of 
merchants who have come to this 
center because of the wide range of 
values available. 

Advance inspection of the spring 
sample lines clearly portrays the in- 
fluence of the new dress mode upon 
shoes. Pattern lines have taken on 
new delicacy; and color -combina- 
tions, while contrasting, are showing 
finer harmony. 

Cuban heels on street shoes are 
higher. Both wood and leather are 
being used on these types. Afternoon 
and evening slippers are carrying 
high, delicate Louis heels with 
slightly more back curve. 


from thee NORLD 2 PHOE MARKET 
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STYLES 


spring mote 












UMPS, straps and ties all are 

good. Open shanks are seen fre- 
quently. The T strap is shown in a 
variety of adaptations. Open work 
or cut-out sandal effects are already 
anticipating warm weather. Some 
patterns carry large openings in the 
quarters as well as the vamps. 
Woven leather vamps are considered 
one of the best bets for spring. Rep- 
tiles are seen in great quantities, used 
in all-over effects as well as in com- 
bination with matching kid or calf. 

In short, the great variety of 
spring creations reflect a definite 
conception of the spring mode and a 
true interpretation of the important 
part the proper shoe has in a well 
planned costume. 





























rom the NORLD PM MHOE MARKET 
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CHARMING Miss Sally Reis selected 
to model Johansen Smart Footwear 
at the National Pageant of Footwear 
— presenting two exquisite Hand 
Turn Creations. 


VIEW OUR EXCLUSIVE LINES, WHICH EMBODY MANY NEW FEATURES 
DISPLAYING at HOTEL STATLER, Seventh Floor, January 6, 7, 8, 9, 1930. 


Johansen Bros. Shoe Co. 


SAINT LOUIS, U.S.A. — NEW YORK STUDIO, 650 MARBRIDGE BUILDING 


MEMBER SAINT LOUIS SHOE MANUFACTURERS AND WHOLESALERS ASSOCIATION 
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ANNOUNCING 


SEPARATE PRESENTATION of our 
TWO EXCLUSIVE LINES 





hand turn nitized 
By johansen Us,,J ohansen 








Heretofore, we were unable to present generally our two complete 
lines, and desiring that all JOHANSEN accounts should be accorded 
that privilege, we are now serving our cus- 
tomers by separate sales representation — 


HAND TURNS ee Styling extravaganza of the modern age—not 


overlooking the elder types with new line... An array of new lasts approved by the 
best. Fifteen in number — for the Junior to the new charming silhouette surprisingly 
high ... Not a $10.00 line closely marked, but priced for a real mark-up at $10.00 

..And all this with JOHANSEN quality and reputation that has withstood for over 
fifty-three years. 


UNITIZED SHOES e « « Keeping pace with the rapid stride of prog- 


ress, we are announcing our UNITIZED process, acclaimed by hundreds of our 
better clientele as accomplishing a real purpose in their stores —the possibility of 
presenting a popular-priced line with the custom appearance... Never before have 
we offered so amazing a gathering of thoughts, ideas and fashions as contained 
in our new presentation ...The consumer's requirements — your requirements — are 
all possible in our UNITIZED line, styles for the modern Miss to the sopisticated, even 
to the new silhouette last —so very high... All these new features for your consid- 
eration, yet more popular-priced than ever — the outstanding value line today... 
And all made with the usual JOHANSEN consideration for quality, fit and reputation. 


We cordially extend to you an invitation 
to thoroughly investigate the possibilities of the JOHANSEN organization. 
Full lines will be displayed at 


HOTEL STATLER... Seventh Floor 


Johansen Bros. Shoe Co. 


SAINT LOUIS, U.S.A. — NEW YORK STYLE STUDIO, 650 MARBRIDGE BUILDING 
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SAINT LOUIS 


so very smart 
ARNES QHOE CO 


Branch of «Johansen Bros. Shoe (© 


of this Line at an Early Date 
om 


WATCH FOR THE PRESENTATION 
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\ ALLEY has established a reputation for correctly interpreting 


the mode with original footwear creations. 


With an eye to salability, our designers skillfully employ charm 
of color, gracefulness of line and quality of material in creating 
beautiful shoes season after season. 


G Waited 


OS: hoe (erp oration , 
2868 South Thirteenth Saint Louis 
MAKERsS OF WOMENS STYLE FOOTWEAR 
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W«.P. 


Erhart 
Leather Co. 


ROOM 223, STATLER HOTEL, 
N. S. R. A. CONVENTION 

































REPRESENTING:— © 


BENZ KID CO. 
Lynn, Mass. 
Black and Colored Kid 


4 


Cc. D. BROWN & CO., INC. 
Rochester, N. Y. 

Calf Leather for the Better Shoe 
Exclusive Mfrs. of 

KANGOLA 


+ 


A. R. CLARKE & CO., LTD. 
Toronto, Canada 

The Largest Patent Leather Manufacturers in the 

British Empire 


¢ 
ROBERTSON LEATHER CO., INC. 


New York 
Genuine Reptile Leather 


* 


“SILAS MUSLINER, INC. 
New York 
Art in Leather 


+ 


WOELFEL LEATHER CO. 
Morris, Iil. 
Welting, Flexible Splits and Insoles 















Leather Trades Bldg. 
SAINT LOUIS 
¢ ¢ ¢ 


A company is known by the customers it serves. 












STYLES Of 
TOMORROW-> 


Displayed at the 


N.S.R.A. CONVENTION 
JANUARY 6-9 


HOTEL STATLER, ST. LOUIS 
Rooms 308-310 


. 


o ¢ ¢ 


Among those present — 


Blue Kid Center Buckle 
Perforated One Strap, 
Grey Kid Trim, 169 Last, 
‘Vogue”’ 16/8 Louis Heel. 
AAA to C Widths 


Special make only. Avail- 
able in all desired com- 
binations of colors and 
materials. 












a, 






Sec nl ; 
Independent /hoe Manutacturers 











1/40 Washington Ave oie Saint fous Misrrourr 
A « ! , 2 
Che ae Y 4 : KS) 
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“BEAUTY MAID SANDALS? 


PATENT PENDING 


We have created something different in a new type of sandal, 
something that never before has been conceived. It will be 
the hit of 1930. Its construction and design are covered by 


pending patents. 
DON’T FAIL TO SEE THEM 


Beauty Maid Sandals are available in a wide range of patterns 
at prices that will assure a healthy markup. In short, here 
is your big profit opportunity for spring. They will be shown 
privately only to shoe buyers. 


See them at the N.S.R.A. Convention (St. Louis) 
Mayfair Hotel—Parlors B, C 


Wolff-Tober Shoe Mfg. Co. 


2511-19 SULLIVAN AVE. ST. LOUIS, MO. 
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In The Pricd 
There Is a Point Below 
Another Point Above Wh cif 








But— 


Here will be found an in- 
viting presentation of 
women’s distinctively 


modish footwear, as the 


happy-medium for both a 
business building volume 


and a satisfactory profit 
for the retailer. 


fédi O 
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owWW ich Profits Diminish; 


ichSales are Restricted 
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— 


We have consistently blazed the trail by 


advocating and facilitating better profits 
supported by values to justify more liberal 


mark-ups by shoe merchants. 





Our 1930 Spring Models conclusively 
evidence the dominant position we occupy 
as manufacturers of shoes which are 
between the points of diminishing profits 
and restricted sales. 


You are invited to inspect this line displayed 
in its completeness. 


HOTEL STATLER 
Third Floor 
NSRA Convention 
January 6-7-8-9, 1930 





Pe digo -Weber Shoe Co. 


Saint Louis 
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St. Louis Style— 
St. Louis Shoemaking 


AT PRICES TO MEET THE DEMAND OF VOLUME BUYERS 


ROOMS 228-230, and PARLOR D 


MAYFAIR HOTEL — DURING 
N. S. R. A. CONVENTION 


Out of over three hundred lines on display during the 
Convention, the Paramount line is one you can’t afford 
to miss. We have a quality-style proposition that is 
actually designed to meet the present day demand of 
volume buyers in popular priced retailers. Our new 
and modern factory—capacity 3000 pairs daily—is 
tuned up to produce fine shoes economically. They are 
made under two names—“St. Louis Maid Shoes” and 
“Parco Arch Shoes.” 











“The Shoe and Leather Bank” 


IN THE HEART OF THE DISTRICT 


GUARANTY BANK AND TRUST CO. 


1501 LOCUST STREET 
ST. LOUIS, MO. 


W. N. SITTON, Vice Pres. E. E. ALLEN, Director 


“EVERY CONVENIENCE AND COURTESY” 
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Vie lala | 


‘Maturalizers 


\“A Perfect Fit For Every Foot” 








NOR NV 








This elegant line of stylish-arch shoes is becoming more 
Also, and more popular with retailers and consumers. That ar 
A display of is proven by our constant increase of volume. When A display of 
DEBUTANTE’S you see the new line of NATURALIZERS you will CHIC WELTS 
True-Littleway immediately recognize them as shoes on which a Sport Shoes 
Fashion Shoes profitable clientele can be built and maintained. Supreme 


= 
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1930 promises to be another banner year 
for men’s combination and two-tone shoes. 
If you were one of the 1929 prophets who 
backed his early judgment by providing 
for this “extra” pair business last season, 
you will want to be even earlier in doing 
so this year. If you were not among the 
first in ’29, you can be in ’30. 

























































































See the most complete, attractively styled 
and popular priced combination shoes for 


men and boys at 


ROOM 203 STATLER HOTEL 


UNITED SHOE MANUFACTURING COMPANY 
ST. LOUIS 
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BETTER SHOES FOR EVERYBODY 





RATIONAL 
Srot Reramers 


wer LCOME. 


ile in St. Louis attending 
the Convention January 6 to 9, 
visit our booth 


16th Floor 








Ball Room Statler Hotel 





better yet— 











Visit our distributing plant, 414 
So. 12th Boulevard. 


Good values with style. A com- 
plete stock line. Prompt ship- 
ments. 


For the eastern buyer, fast ship- 
ments from Endicott, N. Y.,. and 
New York City. 


q> 


ENDICOTT=“JOHNSON CORDP. 


414 $©O. 121: BLVD. ST. LOUIS, MO. 
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In tune with the times, Tweedie’s present now a new line of shoes 
designed for wear with longer skirts. The return to the FEMININE 
in dress design has put footwear again in the spotlight . . . coy feet 
that peek from beneath the new long skirts must be correctly dressed 
in shoes which bespeak the new feminine mode. 


Two attractive patterns from the new Tweedie line are shown here: 


J 09-1—Blue Cabretta vamp 
and strap; 202 Per- 
lustre applique; 
3130 Watersnake 
foxing; fancy tie: 
Our #V44 last, 
14/6 cuban heel. 


J 09-3—White Cabretta 
vamp and foxing; 
White Lizard strap; 
G94 Cabretta ap- 
plique; fancy tie: 
Our #V34 last, 
14/8 cuban heel. 


J 09-5—Black int Lizard 
vamp and strap; 195 
Silver Perlustre ap- 
plique; Patent * 
ing; fancy tie: Our 
$V¥29 Ia last, 19/8 
spike heel. 
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ANNOUNCE NEW LINES AND 
HELPFUL NEW POLICIES FOR 


See the Tweedie Exhibit 


And Hear About Our New Proposition 


N.S. R.A. Convention, St. Louis 
Statler Hotel—Jan. 6-9 


Rooms 622-624-626-628-630 
632-634-636 


993-1—20118 Art Grain vamp and understrap; 41 Nautical Blue Kid ball piece, tip, top strap, 
foxing and tongue; fancy wide strap slipper: Our #131 last, 9/8 box heel. 


993-3—#8 Seapstone vamp and understrap; 601 Beige Clair Calf ball piece, tip, top strap, 
foxing and tongue; fandy wide strep slipper: Our #137 last, 14/8 cuban heel. 


993-4—Lt. Beige Clair Mottled Lizard vamp and understrap; 614 Mode Beige Calf ball piece, tip, 
top strap, foxing and tongue; fancy wide strap slipper: Our #135 last, 14/8 square cuban heel. 


Ww 


General Offices and Factory - JEFFERSON CITY, MISSOURI 
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VITALITY Health Shoes _ 


Saoom 


1 
¢ 217 STATLER HOTEL 


and Room 
O41 JEFFERSON HOTEL 


NATIONAL SHOE RETAILERS 


CONVENTION 





é DOLORES 
(aD) 


[Arriag st 


TO MODERN WOMEN V/7AL/ITV 1S MOST PRECIOUS 


156 








“| Meet Us IN St.LouIs - - : 


WE HAVE A SURPRISE FOR YOU! 
































LOOK INTO | 
THE 


\\. MAGIC BOX 


Joint Spring Fashion Display 


IN ST. LOUIS ... JANUARY 6, 7, 8 and 9 
Suite 630, 632, 634 ... Hotel Jefferson 





@ @ The Three Leaders of the “In Stock’’ Novelty Field.... 
Shu-Stiles, Special and StyLo... Are Ready to Greet You at 
the Convention with the Biggest Style Surprise in Years! 


Eps SECTS So 


1330 Washington 
1332 Washington ST. LOUIS, MO. 14th & Washington 








@ Meet us at the Jefferson or drop in at our showrooms and 
see the elaborate displays. Use our offices, our phones, dictate 
your letters here, make yourself entirely at home. 
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Hamilton -t -Brown 


Ww 


American Lady 
AmericanGentlemen ‘\ 


and Twinkie Shoes | 
ON DISPLAY t 
JANUARY 6-977N.S.R.A.CONVENTION * 


The Hamilton-Brown showing, comprising 
three outstanding and expertly developed 
specialty lines, presents a most complete survey 
of new styles for the entire American family. Mer- 
chants interested in one or more groups will find 
S \y this display replete with sales-attracting features. 
. ] 


SEE THEM IN OUR DISPLAY ON THE BALLROOM FLOOR 


HOTEL STATLER777ST. LOUIS, 


THAMILTON- BROWN MNSHOE CO 


St. ous. USA 


oston 





IO, ; 


Wy > 
Wi 


Peed IWS 
“She walks in beauty,” 


Have increased our sales in 1929 


/ Over %-Million Dollars 
And Now, Greater Values! 
At Statler, Rooms 638, 640, 642, 314, 315 


BRAUER BROS. SHOE.C. 


ST. LOUIS, U.S.A. 
Wa FASHIONERS OF WOMEN’S SMART FOOTWEAR 


re 


PLDI LD PAO LDL LLL LLL L LE LE SLT Z| 
AN 
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Spring Creations by CAPITOL 


A New Construction in the New 


Retailers are cordially invited to inspect these new 
creations made over this construction. The mer- 


chandising possibilities of this line will interest you! 
On Display—N. S. R. A. Convention 


HOTEL STATLER: SUITE 1018 


G9 


CAPITOL SHOE MAKERS Inc. 


ST. LOUIS, MISSOURI 
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HUGLOV DEALERS: The Miller Rubber Company 
appreciates your splendid co-operation during 1929... 
a year of increasing sales for Shuglovs, and greater profits 
for us all. New, Rapid Service from 


Now, our stylists are creating the 1930 Shuglov line. It warehouse to dealer 
will carry on the Shuglov style tradition. And Miller designers 
know how to put real style in footwear. They know where dean geap tats, anes tian Beller bes 
good taste leaves off, and trickiness begins. They know what established warehouses in 14 strat- 
the style-wise woman wants, as sales records prove. egicallylocated cities. Don't miss any 


No delay in getting the colors and 


So, watch and wait for the1930 line! We promise you a treat Shuglov sales... .keep your stocks wd 
... but when you want Shuglovs in 


when you see these new, smart, lovelier-than-ever Shuglovs. i lenine: dent eased ties Wile. 
THE MILLER RUBBER COMPANY of N.Y. AKRON, OHIO, U.S. A. houses in: Boston... NewYork... 
Philadelphia... Pittsburgh ... Buffalo 
...Cincinnati.. .Akron... Detroit... 
Chicago...Minneapolis...Portland, 
Ore. . . San Francisco .. . Salt Lake 

City ... Denver. 





ag 
TIRES - TUBES - ACCESSORIES AND REPAIR MATERIALS - DRUG SUNDRIES - BATHING WER 
SHUGLOV FOOTWEAR - RUBBER BALLS AND TOYS - MOLDED RUBBER GOOLIS 
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A HABPBPY and a 
PROSPEROUS NEW YEAR? 


The Erica 


The Irving Drew Company’s wish to you is ex- 
pressed in a very tangible greeting for 1930. 


These three stunning new Shoes are examples of 


our new year styles . . . a complete line to retail at Ay + PRE E 


a — — Trim. 15/8 Cuban Heel. 
$10.00 . . . every smart Shoe In-Stock and national- tig nen 


2 g : Same, only in Mat Kid. Patent Trim. 
ly advertised in the leading magazines illustrated ae 


8 
Same, only in Madrid Kid. Vamp and 
Quarter 147 Kid Trim. 15/8 Cuban 


here. Complete merchandising cooperation .. . = gly 


record-time delivery . . . unequalled values! 
The Duskin 


We Invite You to See 
Our Display Rooms at a te 
ear a N. S. R. A. eu tua 
St. Louis, Missouri 
Drew Arch Rest Shoes 
Drew Modern Modes 


Drew Littleways 














The Larchine 

















Jefferson Hotel 
Rooms 1024- 
1026-1028 


= No. 87858 $6.10 
Suntan Kid One Strap. Hilo Trim. 15/8 
Cuban Heel. 59 Last. 


sor res 
HARPER'S BAZAR Drew Nu Modes iene ts Wake Kid, White theecd ene 
auowst Wag = (R. F. Dohoney) 
Lennox Hotel 
Room 605 





oN 





Pesca Lintoray DREW | 
Lennox Hotel ARC Hi Re oT 


SUMMER \ ety ok 
riction \ \ \>-/ } Room 606 
numBerR \ V/A A 4 / 


Shoes for Women 
° “keep the foot small” 
These Fashion Magazines 


earry the Drew Fashion 
Story 


THE IRVING DREW COMPANY PORTSMOUTH, OHIO 
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BILLY ROGERS—Shoe 


AAA 


The Story Thus Far: 


ILLY ROGERS wanted to own a shoe store. He had 

$17,000 and some practical experience acquired as 
a salesman in Parker’s Shoe Shop. George Morland 
was willing to sell his store for $22,000. Acting on the 
advice of June Solent, Billy consulted Jethro Blunt, pres- 
ident of Fretton National Bank, and the latter scanned 
the figures on Morland’s business. Billy decided not to 
buy Morland out and after consulting his former boss, 
Parker, decided to launch his own business. He picked 
a promising location, acquired a stock and opened his 
store. Billy’s competitors made trouble by cutting prices. 
The matter of collections causes Billy and June a lot 
of worry. They decide to go on a cash basis and send 
out a collection letter to customers whose accounts are 
overdue. The letter produced unexpected results, angry 
protests and lost customers. Getting his stock down to 
a reasonable figure is Billy’s next problem. He hears 
a talk at the Chamber of Commerce on retail merchan- 
dising and later confers with the speaker, Professor 
Brinstead, on his own problems. He resolves to dispose 
of his dead stock at any cost. In New York, however, 
he is compelled to revise his opinions as to the value 
of his stock. He finally sells the surplus merchandise 
in Boston, but at a staggering loss. To increase his vol- 
ume, Billy engages a young man, Sidney Patten, to sell 
shoes house-to-house. Patten makes little progress and 
Billy decides to go out with him to discover what is 
wrong. 


he planned to spend the day with him so that they 
could work out a scheme for building up house-to- 
house business. 

He told “Lilacs” that he would be able to manage all 
morning, and that he would come in from twelve to three 
and be back again at six. Patten agreed sulkily to Billy’s 
arrangement, for the obvious reason that there was noth- 
ing else to do. 

Just as the two young men were about to leave on 
their selling adventure the telephone bell rang. 
Parker, wanting to speak to Billy. In a moment Billy 
was greeting his old boss. 

“Hello, Mr. Parker, I’m glad to hear your voice. 
What can I do for you?” 

“Not a thing, Billy,” Parker’s cheery voice came over 
the telephone. “But I’ve just had a letter from Professor 
Brinstead. He finds he can’t speak at the Chamber of 
Commerce luncheon next week and in his place is send- 
ing someone to speak on “The Retail Salesman.” He 


| NIRST thing Monday morning he told Patten that 


It was 


i a a 


Billy Gets a Line on 


says he will give a most inspiring talk. Whether hx 
will or not remains to be seen. Personally, I’m a little 
doubtful of these last-minute pinch hitters. 
there’s nothing we can do about it at this late dat 
However, that’s not.the real reason for calling you. 
Brinstead wished me to tell you that he would be comin; 
through Fretton in about two weeks and wanted to ar 
range for you to have dinner with him at the hotel ; 
the evening. What shal! I tell him?” 

“Of course, I’ll be mighty glad to see him.” 

“Fine,” was Parker’s comment; then he hung wy 
before Billy could ask the question that was on the ti 
of his tongue. 

The two young men then left the store. But Bill 
kept puzzling over what Professor Brinstead could pos 
sibly want to say to him. 


Anyhow 


HEN that Monday came to an end, Billy was be 

wildered with the new and varied experiences h: 
had been through. He was glad when evening came s 
that he could talk it over with June. 

Of course he and June had had a tiff on the Saturday 
evening but -Billy knew she would be at the store to tak: 
care of the books as usual. Sure enough, at half past 
seven June marched in the store and with a rather too 
polite greeting sat at the desk and began to post up 
the books. 

“Evening, gorgeous,” Billy sidled up to the desk. He 
felt that he had to make peace somehow, and after al! 
he knew he was in the wrong. “When you are through, 
I’d like to tell you what happened today.” 

“Why, Billy Rogers, that’s nothing to do with the 
bookkeeping, has it? And my advice can’t be any’ use 
to such a clever fellow as you.” 

“Gosh, wonderful, I never thought you would carry a 
grouch over the week end. Forget it and be a good 
sport.” 

“Oh my, I have no grouch,” Billy didn’t like the ac 
cent on the “I,” it sounded like trouble. But June went 
on speaking. 

“T shall be very glad to see you after my work is done 
if you can spare a few minutes.” At that, June turned 
and began her work. Billy stood hesitating for a min- 
ute, then, with a shrug of his shoulders he walked away 

He was really relieved when eight o’clock came and 
the front door closed. “Lilacs and Mallory Hupp were 
hustled out of the store. Patten, of course was not 
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Merchant HAROLD adeis 


Business Consultant 


House to House Selling A _ A 









there, he felt that after the day outside he shouldn't be Billy with her fine blue eyes, and that 


called on to work inside. young man realized that June meant every 

























































itt! 
ow “Listen, lamb’s lettuce, don’t get all het up just be- word she said. 
ate cause I wanted to give Patten a fair break,” Billy took “T'll try to do better, but you mustn't ex 
Ou. hold’ of June’s hand which somehow slipped away: pect me to be a saint.” 
in: “Billy, it’s nothing to do with me. But I've been ‘Don't worry about that,” she gave a 
a thinking,’ Billy felt a chill at those words. little giggle as she spoke. “But you must 
lj “Wait a minute, June, I'll tell you what I'll do. remember that when you snap anybody up 
When next Saturday comes I'll give Patten an extra short you hurt yourself. You do it in the 
weck’s salary and let him go.” Then Billy had another [TURN TO PAGE 298, PLEASE] 
uy shock, for June flared up. 
tir “You do that, Billy Rogers, 
and I'll never speak to you 
il! : 
0s “For th’ love O’—say, what 
do you want then?” 
“You said you wanted to give 
be him a fair chance. Well give 
he it to him. - But I’m not satisfied 
5 with my pay. I only get five 
dollars a week for all I do and 
Ja I want more.” 
ak Billy stared blankly. This 
ast was a June that he had never 
tor seen before. He gulped and 
uN then said, “I don’t know what’s 
the idea but spill it. What do 
He you want, June?” 
all “T want two things. First, I 
o] want another dollar a week and 
then I want you to give me 
the credit for trying to help you, 
186 and to quit being such a smart 
aleck when I say something 
ra you don’t agree with.” 
od “Sure, wonderful, have ’em 
both. Gosh, kid, you had me 
aC lashed to the mast for a bit. Is 
ant the battle all over?” 
“Nearly, honey, but I want to 
- tell you that you hurt me on 
ed Saturday. You had no right to 
3 be so—so—superior. And every 
- time you try to ‘high hat’ me 
nd l'll—I’ll strike for another dol- 







lar a week raise. And I mean 
it too.” June looked straight at 
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Merchandising 
the big thing 
the St. Louis 


is the spring line of 














~ [Pontiped] 


Let us show you a widely talked-of line of women’s arch support 








welts with exceptional fitting qualities and truly modish patterns. 
Ponti-Peds are the most practical shoes for most-the-time wear and 
the antidote for price competition. 


Some of the newest 
numbers to be 
made up 





_ AT THE JEFFERSON, ROOM 537 
DURING THE ST. LOUIS CONVENTION 
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Arch Support. 























29 


50c. extra fo 
IN 
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These 
tyles 
| IN 
STOCK 


iW 4% 10 Days 
Wl 3% 30 Days 


ton Cutout Oxford. 
14/8 Leather Heel, 


Rubber Top Lift. Last 138. An 
exceptionally good fitter for types of 
feet that are hardest to fit. 
AA, 5-9; A, 5-10; B 4%4-10; 
C, 4-10; D 1 


r sizes 9% and 10. 
STOCK 













St: ED kas dbccresen eed $5.00 
Medium Dark Brown Kid. Colonial 
Arch Support Pump. Combination 
ae 16/8 Spanish Wood Heel. Last 
No. W1810—Same in Black Fotent, 


No. W1610—Same in Black Suede, 
$5.00 
AAA, 5%-9; AA, 5%-9; A, 5-9; 


B, 4%-9; C, 4-9. 
IN STOCK 





2 
Medium Dark Brown Kid. 
Tie. Arch Support. Brown Rajah 
Tongue and Underlay. Combination 
Last. 14/8 Leather Heel. Uskide 
Top. Last 124. 
No. 2026—Same in Black Kid, 

$4.25 
50c. extra for sizes 9% and 10. 
AA, 5%-9; AA, 5%-9: A, 5-10; 
B, 4%-10; C, 4-10; D, 4-10. 
TOCK 









SME 626 ces cnceeeeraed mt 
Black Kid. 3-Eyelet Tie. Arch 
Support. Black Patent Tip and Quar- 
ter. Combination Last. 14/8 Leather 
Heel, Rubber Top. Last 124. 

50c. extra for sizes 9% and 10. 
AAA, 5%-9; AA, 5%-9; A, 4%-10; 

B, 4-10; C, 3-10; D, 8-10. 

No. 2211—Same in Medium Dark 
PR ree ery $4.50 
IN STOCK 





The PONTIAC SHOE MFG. CO. 


PONTIAC, ILLINOIS 


TP weecsccecscceses 

Black Patent 1 Strap. Side Buckle. 

Black Suede Underlay. Arch Support. 

Combination Last. 14/8 Leather Heel. 

Uskide Toplift. Last 138. 

No. 2075—Same in Black Kid. 

Black Kaffor Kid Underlay. ..84.25 

No. 2431—Same in Medium Dark 

Brown Kid. Brown Suede Underlay, 
$4.50 

AAA, 5%-9; AA, 5%-9; A, 5-9; 

B, 4%-9; ©, 49; D, 4-9. 
IN STOCK 














No. W24380 ..-.seeee es - 85.00 
Brown Suede One Strap. Rajah Ap- 
yjlique. Arch Support. Combination 
ast. 14/8 Wood Heel. Last 138 
No. 2024—Same in Black Suede, 


No. 2025—Same in Black Patent, 
$4.50 


AAA, 5%-9; AA, 5%4-9; A, 5-9; 
B, 4%-9; C, 4-9; D, 4-9 in No. 2035 


only. 
IN STOCK 




















7 
Royal Brown Kid Cutout Tie. Arch 
Support. Combination Last. 14/8 
Leather Heel, Uskide Toplift. Last 
124 


No. 1678—Same in Black aM, 
No. 1878—Same in Black Patent, 
AAA, 5%-9; AA, 5%-9; A, 5-10; 


B, 4%4-10; C, 4-10; D, 4-10. 
IN STOCK 



























‘eo. 

= GENUINE Sf 
HAND TURNED 

TURNARCH SUPPORT Ba 


aec 


—_—_ —_________ — 
[HG LUMBARD SHOE CO. AUBURN. MAINE 


Style No. 
82084 


Entirely new 
method of last- 
ing. Patent ap- 
plied for Serial 
No. 366,639. 


= 
. 


NOTHING TAKES 
THE PLACE OF 


TURNS 


* 
— 














Certainly! 
Lumbard has 


something new — 


Haven’t you seen their 
new Turnarch Shoe that 


will “hold the shape’’ ’ 


Better see their new line—Ready January 1st—Nothing like it on the 


market 


A patented new method of lasting—now in use on all our shoes. 


. They are comfortable—need no breaking in. 

. They are flexible—allowing corrective foot exercise. 

They have smooth linings. 

. They are corrective—Riveted steel shank gently supports and strengthens arch. 
. They have heavier soles—wear longer. 


They uill hold their shape. 





NAME 


Adler Shoe Co. 

Buckingham & Hecht 
Churchwell Bros. 
Crowder-Cooper Shoe Co. 
De Cou Bros. 

Dower Bros., Ltd. 

Freeman Shoe Co. 

Given Bros. Shoe Co. 
Graham-Bumgarner Shoe Co. 
Graham-Brown Shoe Co. 

The Hurd Shoe Ce. 

Sam Levy Shoe Co. 

Long & Davidson 

Charles Meis Shoe Co. 
Midwest Shoe Co. 

L. M. Purcell Shoe Co. 

B. Rosenberg & Sons, Inc. 
Stewart-Dawes Shoe Co. 

The Washington Shoe Mfg. Co 
Western Shoe Co. 

Williams Marvin Co. 

Zion’s Co-op Mercantile Inst. 
The Boardman Shoe Co. 





Boston Office | 
54 Lincoln St. 





A NATION WIDE IN STOCK DEPARTMENT 


These shoes carried in stock by the following distributors located advantageously 
throughout the country insure immediate, prompt and efficient service to retailers all 


over the United States 


LOCATION 
Savannah, Ga. 


San Francisco, Calif. 


Jacksonville, Fla. 
Indianapolis, Ind. 
Philadelphia, Pa. 
Edmonton, Alta. 
Wilmington, N. C. 
El Paso, Texas 


Parkersburg, W. Va. 


Dallas, Texas 
Utiea, N. Y. 
Nashville, Tenn. 
Lancaster, Pa. 
Cincinnati, Ohio 
Minneapolis, Minn. 
Denver, Colo. 

New Orleans, La. 
Les Angeles, Calif. 
Seattle, Wash. 
Toledo, Ohio 


San Francisco, Calif. 


Salt Lake City, Utah 
Boston, Mass. 


BRAND 


Timson Comfort Shoes—Hand Turn 

Arch Support 

Churchwell Turns 

The Lumbard Shoe, H. G. L. Shoe Co. 

The Lumbard Shoe, H. G. L. Shoe Co. 

The Lumbard Shoe 

Countess 

The Suave Shoe. Genuine All Hand Turned 
Mae’s Arch Suppert 

Dr. Austin, Health Builder 

Flex-Easy 

The Lumbard Shoe, H. G. L. Shoe Co. 

The Lumbard Shoe, H. G. L. Shoe Co. 

Dr. Brown’s Foot Arch Shoe 

Combination Last Always Comfortable 
Shirley Ann Arch Support 

Cameo Gen. Hand Turned 

The Lumbard Shoe, H. G. L. Shoe Co. 
Leading Lady, W.S.M. Co., also The Lumbard Shoe 
Luxury 

Dr. Wilmar Gen. Hand Turned Health Shoe 
The Lumbard Shoe, H. G. L. Shoe Co. 

The Lumbard Shoe, H. G. L. Shoe Co. 


H. G. LUMBARD SHOE CO. 


AUBURN, MAINE 


Manufacturers of Turn Shoes Exclusively 


W. O. STEVENS 
J. D. LUNN 
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Footwear Fancies of 1930 


Spectacular Runway Revue to Be One Feature 
of Boston January Show 


ANY lines of shoes, leather, materials, and acces- 
sories produced and distributed in practically 
every state in the Union will be seen in sample 

room and booth display spaces at the Hoted Statler, Bos- 
ton, Mass., January 14, 15, 16, 1930, where the Eighth 
Annual National Boston Shoe Style Show will be con- 
ducted under the personal management of J. Goddard 
Brown. There are indications at this early writing that 
the affair, which is national in its scope, will attract a 
large attendance. 

Runway promenades by many beautiful models will, 
After- 
noon and evening revues have been especially arranged 
so that buyers may be given ample opportunity to see 
the latest creations in styleful footery worn in conjunc- 


as usual, be a feature of the coming shoe show. 


tion with correct wearing apparel for the various occa- 
sions. 

The management has decided to stage an extra per- 
formance of the revue this year, the afternoon of the 
second day being set aside for this purpose. 
believed, inasmuch as buyers at some of the shoe shows 
held throughout the country in years past have displayed 
a tendency to delay buying until the last possible moment, 


It was 


that the staging of an afternoon show during the early 
part of the coming three-day. session would stimulate 
activity. 

All of the runway revues, some four in number, will 
take place in the Grand Ball- 
room of the Statler, where 
the previous year’s revues 
were conducted. About 100 
models will take part in 
“Fashion’s Footwear Fancies 
of 1930,” a runway spectacle 
especially arranged and pre- 
pared by Phil Melhado, and 
interspersed with singing, 
dancing and _ entertainment 
numbers. Music will be fur- 
nished by Morey Pearl and 
his broadcasting orchestra, 
who will also furnish a spe- 
cial concert preceding the 
parade of the models. 

A new system has been de- 
vised so that there will be a 
minimum of delay in the 
handling of buyers attending 
the 1930 revues. Sections will 
be reserved, as in the past, 
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for buyers who must procure their tickets for the show 
at the registration desk, as usual, but individual seats will 
not be reserved. First come, first served will be the 
order of the day. 

Directory service instituted by the Boston show man- 
agement at its first hotel show a number of years ago 
has been improved upon and will be in vogue at the com- 
ing event. A special listing board will be located on each 
floor on which there are sample room exhibits displaved, 
giving names of exhibitors, sample room numbers, sales- 
men in attendance, etc., in addition to the extra and com- 
plete listings on boards located in a prominent place in 
the lobby of the hotel. 

The tentative program is as follows: 

Tuesday, January 14 

9.30-10.00 A. 
hibitors. 

10.00 A. M.—Official opening of Eighth Annual Na- 


tional Boston Shoe Style Show with visits to sample 
room exhibits. 


M.- 


-Registration of buyers and ex- 


10.30 A. M.—Official opening of booth exhibits in the 
grand ballroom and foyer. 
7.30-8.30 P. M. 
mezzanine floor by Morey Pearl. 
8.30-9.00 P. M.—Inspection of grand ballroom and 
exhibits of shoes, leather, materials, accessories. 
9.00-10.00 P. M. 
ion’s 
1930.” 
10.00-11.00 P. M. 


tion of sample room exhibits 


Concert in the grand ballroom on the 


“Tash- 
Footwear Fancies of 


Inspec- 


on the fourth, fifth, sixth and 


seventh floors of the Statler. 


Wednesday, January 15 

9.30-10.00 A. M. 
tration. 

10.00 A. M. 
sample room exhibits. 

10.30 A. M. 
booth exhibits. 

3.30-4.30 P. M. 


Footwear 


Regis- 
Opening of 
Opening of 


“Fash- 
ion’s Fancies of 
1930.” 

7.30-8.30 P. M. 
in the grand ballroom. 


8.30-9.00 P. M. 


tion of grand ballroom and 


Concert 
Inspec- 


fover exhibits. 
[TURN TO PAGE 296, PLEASE] 





Anown das- 
the satest 
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Outdoor 


U.S.REG. TRADE MARK 


The sportswear trend is gaining. Keep step 
with these “‘sportsters’’—designed to complete 
the sports ensemble. 


The novelty of this merchandise makes it an- 





other business within your business. 


Lasts that are proven fitters, both broad and 
natrow toes—heels from six to fourteen eighths 
—bluchers with high riding fronts, assuring fit, 
newest patterns in shark trims, white buck, moc- 
casin vamps, woven effects, two-tone designs and 


soles of crepe, gristle or special patterns with EEE 
MADISON 


blue, green and red centers. No. 9104—White Elk Golf 
Oxford, Coffee Elk Trim, White 
Sheep Lining, Rearfoot Gristle 
Sole and Heel, 412 Last 


Attract the outdoor girls to your store with 


this well balanced line. 


THE L. D. STICKLES SHOE CO. 
RED WING, MINN. 


SANTA MONICA 
No. 9524—White Eric Calf 
spect Oxford, Tan Calf Trim, 

hite Lining, Rajah Gum 
Crepe Sole and Heel Lift, 460 
Last, 12/8 Heel $4.25 


N SRA Conv. Jan. 6-7-8-9 
Statler Hotel, 430 and 432 


SAN DIEGO 
No. 9935—White Buck Sport No. 9806—Smoked Elk Sport 
Tan Calf Trim, Tie, Dark Smoked Elk Trim, 
-4- Buckle, Leather Calf Lining, Bearfoot Gristle 
Sole, 14/8 Heel, 497 Last Sole and Heel Lift, 486 Last, 
$5.35 12/8 Heel $4.50 
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| SHAFT-PIERCE SHOE Co.. FARIBAULT, MINN. 
| There are but two kinds of Shoes — ACROBATS and others 
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-INCFrease 
Your Sales, furn-Over and Profits 


JS, 
ter 








with 





The “In Stock” service on Carter Kan- 
garoo Shoes is extremely helpful in in- 
creasing sales, turnover and profits on a 
minimum investment. Prompt attention 
and quick service on re-orders is con- 
stantly assured. 


Every merchant needs fewer lines-—and 
more sizes and widths in erder that miss- 
sales may be reduced to a minimum. The 
Carter Kangaroo Shoe is a line that pos- 
sesses all the style and wearing qualities 
demanded by both young men and the 
business executive. 


The Arch Bilt feature of Kangaroo Shoes Carter’s genuine imported Australian 


is constructed along scientific lines and 
on lasts and patterns that appeal as well 
as they fit. The hollowed out instep with 
the three rivet corrugated steel arch sup- 
port assures foot comfort and 


Kangaroo Arch-bilt shoes—“In Stock” 
widths A, B, C, D, E and F (8 wide) 
Sizes 5 to 12, Price $4.25. No. 29, same 
in Oxford at $4.10. 





avoids foot fatigue. They will 


Write us for 


appeal to customers who rec- 
ognize the features of such 
construction. They give an 
outstanding dollar for dollar 
value—and customers are 
quick to learn of this factor. 


Meet Us 


at St. Louis 
Jan. 6-7-8-9 


Be sure to see the complete 
line of Carter Arch-bilt 
Kangaroo Shoes—the at- 
tractive styles, the fine con- 
struction and quality fea- 
tures. Rooms 410-412 


| MAYFAIR HOTEL | 


J. W. CARTER COMPANY 


NASHVILLE, TENNESSEE 


our new catalog 


and let us explain in detail 
how the Carter Kangaroo 
Shoe will help you increase 
profits, turnover and_ build 
greater sales. 
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Increase your|] 
this beauty 


STANLEY OUTTENHOFER 


ARCH BRAY 


CINCINNATI 


Georgia Strap 


3 
! 
; 
] 





Current events call for a careful anal- 
ysis of every phase of shoe retailing. 
In many instances the absence of net 
profits from 1929 operations will force 
it. Such an analysis will show that the 
time has come when better quality and 
better fitting service, along with just as 
much style, is necessary. Every store 
has just so many potential customers. 
Problem is to get a high percentage of 
the potential into your store season 


after season—at a profit. 


The Stanley Duttenhofer 
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A pretty pattern might attract a new 
customer but unless it has the beauty 
of quality back of it the customer will 
not repeat. And your actual net profit 


is dependent upon your repeat-cus- 





tomer business. Stanley Duttenhofer's 
new spring line radiates this beauty of 
quality in no uncertain degree. Your 
money cannot buy a finer line of shoes. 


They are salable to the last pair. 


Shoe Company-Cincinnati | | ; ‘ 
ceed Almira Tie 


Displayed at the 


MAYFAIR HOTEL 
Room 420 


during the N. S. R. A. 


Convention. 


Delphine Tongue Gore 
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‘Police Shoe 


A“ staple” beyond question in an industry where the term is not often used. 
Sold every day in the year to thousands of active men who “wear” them 
hard and replace them often. 


Incorporated in the construction of the-“majority” of the best»known 
Police Shoes is : 


GENUINE BARBOUR ‘’STORMWELT” 


PATENTED 


the rib of re-inforcement that is “solid leather”. 


Substitutes may be—and often are—made of paper, string, rubber or arti- 
ficial leather. To avoid any possibility of dissatisfaction, specify that your 


"2 \\\ Police Shoes shall be made with 
GENUINE BARBOUR “STORMWELT”’ 
Made by 


Barbour Welting Company 


Brockton, Mass. 


\\ 
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There’s the swing and sweep of dashing style. 
Yes, gentlemen, here is quality! 


You cannot mistake the high-grade look. Nor 


can you mistake this high-grade fact: every year 
more dealers tell us that “Stacy-Adams Shoes 
are the best fitting line in the world.” 


Style, fit, everything. Indeed just a bit more of 
everything that goes to make a shoe of the high- 
est grade. . . . Stacy-Adams Company, Brockton, 
Massachusetts. 




















CUSTOM GRADE! 
SHOES FOR MEN 


STACY 
ADAMS 
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\ New Record- 


EDWARD RICHLEY, 


ESTABLISHED 1 
893, 35 Year 
'S SAME PLACE 


FINE F OOTWEAR 
215 Wesr GaRFietp BouLevarp 


Cc No ™ 
hapline-Mayer ee te vember 


Milwaukee » Wisconsin 


Gen tlemen : 


16, 1929 


pa experienc 
years, 
fifty 


Chapline-Mayer Shoe Co 


lts » 
AAA ‘ARCH 

+ “ARCH SAVER® Sn all the 
11 value, My ¢ 82088 give the 
none year, umover has been 


This line 
Will make money for any li 
ve merchant 


Respectfully yours 
. 


EDWAHD RICHLzy, 





“WILL MAKE MONEY FOR 
ANY LIVE MERCHANT.” 


“CANNOT SPEAK TOO 
HIGHLY OF THEIR FIT- 
TING QUALITIES AND 
LONG LIFE.” 


THEY FIT PERFECTLY 
THEY ARE STYLED RIGHT 
THEY ARE PRICED RIGHT 
THEY ARE MADE RIGHT 


CHAPLINE-MAYER SHOE LO. 


MILWAUKEE.WIS. 
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SEE OUR LINE ON DISPLAY 
JEFFERSON HOTEL, ST. LOUIS 
JANUARY 6-7-8-9 











“WE WILL HAVE A “NEVER A WEEK BUT WE 
TURNOVER OF ABOUT NEED SIZES.” 
FIVE TIMES.” 


MOST STYLES RETAIL 
$5.00 to $6.00 
A few styles higher 


CHAPLINE-MAYER SHOE LO. 


MILWAUKEE.WIS. 
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MANY SAMPLE ROOMS AT THE 
ST. LOUIS AND BOSTON SHOWS 
WILL BE SHOWING 
SHOES LINED WITH GENUINE 


Hundreds of manufacturers are using gen- 


uine Kafsted for quarter-linings. 


Kafsted is long wearing, looks like leather, 


and moulds itself to the last. 


Kafsted has pioneered a new product and a 


new name for the shoe trade. 


Specify genuine Kafsted. We have imi- 
tators who sell a cheap, unsatisfactory imita- 


tion of Kafsted that will not wear. 











sTEDFAST QP RUBBER CO. 


BOSTON, MASS. 


No. 2 Plant at Northeaston, Mass. 


Boot AND SHOE RECORDER 
178 combining THE SHOE RETAILER, Dec. 28, 1929 








Na the hand of the 


EXPERT 


As usual, buyers will find a complete exhibition of 
Colella and Leighton spring footwear at the St. 
Louis Show. These supremely light and well- 
fitting shoes for women will all exemplify in their 
remarkable flexibility the superiority of the exclu- 


sive Col-Ton Process controlled by this firm. 


Our customers will be received by Mr. Colella, in- 
ventor of the Col-Ton process, and Miss Finnerty, 
in room 435, Hotel Jefferson, St. Louis. A most 
cordial invitation to inspect the Colella and Leigh- 
ton line is extended to all who attend the St. Louis 


show. 


COLELLA & LEIGHTON 


Shoemakers 


BOSTON STYLE STUDIO 
Room 532 Statler Office Building M ASS. . 
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CUSHMAN=HOLLIS CO. 


179 LINCOLN STREET, BOSTON 








For the first time, during these two 
national conventions, Cushman- 
Hollis will show a complete line of 
$3.00, $4.00 and $5.00 shoes. 
Both Welt and McKay types will be 
included. The beautifully styled 
models exhibited will demonstrate 
the high quality of footwear now 
being produced in our two modern 
daylight factories. 
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In Attendance at the 
St. Louis Convention 


Cushman-Hollis and Springvale 
customers will find Frederic W. 
Howe and Alden K. Wood at 
our Special Convention Show- 
room in 
ROOM 854 
Hotel Jefferson 
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SPRINGVALE SHOE CoO. 


179 LINCOLN STREET. BOSTON 


a 




















Among the types shown will be: 


SPORT SHOES 
NOVELTY STREET SHOES 

AFTERNOON-WEAR SHOES 
FABRIC FOOTWEAR IN ALL 
MATERIALS 














You are cordially invited to visit 
and inspect our exhibits. 















During the 
Boston Show 
both the Cushman-Hollis and 
Springvale lines will be ex- 
hibited in their entirety at the 
Company’s office— 
179 LINCOLN STREET 

BOSTON 
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= THINK OF nen 
WATERSNAKE 


ESSEX 


LIZARD 


FOR ORIGINAL DESIGNS 
FOR LIFE LIKE DUPLICATION 
FOR SUPERIOR SURFACE BRILLIANCE 
FOR AUTHENTIC FAST DYED COLORS 


FOR ECONOMY AND EASY WORKABILITY 


Pe Saee Who ever heard of a SAND SNAKE before we 


in WATERSNAKE created it last August? Now you hear plenty about 
auane pon it, and other ESSEX originations such as our 


famous four tone HILO PROCESS. 


+o ee There are plenty of other good reasons why so many 
Essex 3200 a 


306 of the big and “style wise” operators depend on 
ESSEX. 
in LIZARD 


Essex 3284 
(HILO) 


ESSEX TANNING CO., INC. 
PEABODY, MASS. 


CREATIVE CRAFTSMEN IN - CHROME - CALFSKIN 





Etclusive proprietors for U. 8. A. of TARSO PHOTOGRAPHIC PROCESS which assures the most perfect reproduction 
of original grain and colors. 





Se La I 2ST LI RII AMIS IOS IETS SIDI WMT 
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CONSTANT COMFORT © 


Apteaehae CHEMPORT & CONSTANT CORTORLT SS 











® CONSTANT COMFORT © CONSTANT COMFORT © CONSTANT COMFORT 











CONSTANT COMFORT 


@ 


COMFORT 


CONSTANT COMFORT @ CONSTANT 





CONSTANT COMFORT 


Constant Comfort 
Shoes 


Book Spring Orders Now 
for These Famous 


Arch-Supporting Turns 





No. 179-—Black Ruby Kid One Strap Cutout 
Pump, 13/8 Heel. In stock Auburn, A to FE 
No. 179-1—Same Style in Patent Leather. In . - 
stock Auburn, A 10 E...-.....eccceese $3.25 Proper attention to modern Turns creates 
No. (78—Same Ry as 179 on Boeater Toe 
Last. In stock St. Louis, A to D...... 15 ” 
No. 178-i—Same Style as 178 in Potent Leather Extra Profits! 
Be stock Gt. Tauls, A to D...cccccccce.. $3.25 


Thousands of women in your trading area will 
gratefully purchase these nationally advertised 
Constant Comfort Turns as they are now con- 





structed, styled and merchandised—if you give 
them the opportunity. Thousands of them 
NEED Turns for foot-health and ease. Thou- 
sands PREFER Turns and many wearers of 


other types would desire also the lightness, 





No. 188—Black Kid Cutout Oxford, 12/8 Rub- 


her Heel. In stock Auburn, B to E. In stork flexibility and daintiness of Turns, if you 
St. Leule, B te EB.........000- ee ° 


should place your order now, plan to create 
this “extra business” and give them the chance 
to buy Constant Comfort arch-supporting 
Turns in your store. Send for our new cata- 
logue of styles in stock at St. Louis and at 
Auburn, Me. 





No. 625—Black Kid Stock Tip aon. 10/8 
Heel. In stock Auburn, B to EE. In stock 
TE. BOG, TE OD Bucccescccvcvcccccvcces $3.15 

No. 645—Same Style as 625 in Lower oe. 
In stock Auburn and St. Louis, B to EE.$2.6 

No. 646—Same as 645 except Plain Toe. In 4 
Auburn and St. Louis, B to EE........ $2.60 


The complete Ault-Williamson line will be on dis- 
play at the St. Louis Convention in the Hotel 
ee Rooms 438, 440, and 442. Also at our 





St. Louis office at 416 North 12th Street, just oppo- 
site the Hotel Jefferson. 


AULT-WILLIAMSON 
SHOE COMPANY 


TURN SHOE SPECIALISTS 


Manufacturers of Constant Comfort and the Modern Prophylactic Shoes 


AUBURN, ME. ST. LOUIS, MO. 
(Factory and In-Stock Dept.) (In-Stock Dept.) 
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St. Louis 


re oo A. 
Style Show 


“The AMERICAN GIRL” 
ARCH SUPPORT SHOES 


will be displayed at 
Jefferson Hotel 
Suites 348-350-352 


“FORWARD MARCH WITH 
A BUILT-IN ARCH” 


Fan Pas PAST y ve 


geADERS ” _ 

Ct 

a"\6 - : 
THE SAM B. WOLFE SONS CO. 


CINCINNATI, OHIO 
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ALLEN-SQUIRE COMPANY 


ry MANUFACTURERS ry 


OF 


HARD SERVICE ¢ + . GOOD FITTING 
DEPENDABLE 


WORK 


AND 


UTILITY 
SHOES 


4 


Yaa eC URN 
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: ayes 
aye pie thy 


eumsE very successful 
@ Wholesaler should 
be interested in 
and a constant user 

of our In Stock De- 
partment because 
active numbers 
only are carried in 
this department 
ensuring prompt 
delivery and quick 


turnover. 


This, we believe to be the up-to-date method of doing business— 
even in WORK SHOES. 


To become familiar with the many advantages of this department— 
write for sample pairs or single dozens. 


In our Sales Offices, we have a comprehensive line of our entire 
range of Work and Utility Shoes made from full chrome and retan 
upper stock with Oak and Uskide Soles, the latter made by the 
United States Rubber Co. 


Factories: Sales Offices: 

Spencer, Manufacturers for volume buyers only. 212 Essex St., 

Mass. Inquire through your wholesaler. Boston, Mass. 
* 
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Greenflex 


WELTS 


for Children 


And here they are! 





REN REI eT ea 








The same fine, tested shoes—now avail- 


able in genuine Goodyear welts. Even 


the little children want all the superior 
qualities of a sturdy comfortable welt. 


q 
Y 
i 
4 
{i 
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So in 1930 we will offer our customers 
a full line of Greenflex Welts in all the 
- new leathers and colors popular for 
No. 8626 juvenile shoes. 


With a full range of widths and sizes— 


IN STOCK! 


Prices and descriptions of the new 
Greenflex Welt line will be promptly 
sent at your request. 


No. 2626W 


No. 2629 


Address Sample Room 
960 Harrison Ave. 536 Statler Office Building 
Boston, Mass. Boston, Mass. 


KREIDER-CREVELING SHOE CO. 


Boston, are distributors of These Shoes in New England 
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He Faces The Future 
With Confidence 








The progressive shoe merchant, 


like “Little Billy,” is happy, too, over 


the possibility of extra profits the 






coming year, being a firm believer in 






Kepner leathers. 






Merchants today demand leathers that 
guarantee security and extra profit ; 
possibilities as well as satisfaction for a ome 


the consumer. 












In your plans for greater profits in 
1930 specify Kepner Elk in your chil- 


dren and sports shoe orders, and rest 







assured that this specification will re- 






peat for you in satisfaction to your 





customers and extra profits through 





increasing business, as it has for thou- 








sands of merchants in 1929. 





C. D. KEPNER LEATHER CO. 


The Friendly House of Boston 
137-139 SOUTH ST. 


FOR SPORT SHOES 
FOR CHILDREN’S SHOES 



















Dec. 28, 1929 


NEW 
50,000 


16.000 sguare feet 


sguare feet 


Many Lines at St. Louis 
and Boston Shows— 








Will Have Sport Shoes 


with 


Harco SOLES 
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The growing popularity of these Plant tion Finished Crepe 
Soles is due to the real satisfaction they give—and they 
cost no more. Specify them on all your sport footwear orders. 


S 


HARTWELL-HARTLEY CO. 


RUBBER PRODUCTS 
MALDEN, MASS. 
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Ten Definite Accomplishments 





in the Men’s Shoe Industry during 1929 in which 
the SHOES MARK THE MAN Campaign 







has had an important influence. 







- Production of Men’s Shoes 3,500,000 pairs ahead for the ten months 
ending November first. 





2. Men’s Shoes made a major topic at every shoe convention during the 
year. 





3. By hearty co-operation from the apparel industries, men’s shoes have 
been brought definitely into the apparel atmosphere. 





4. Impetus given to the introduction of dark blue as a third basic color 
in the Men’s Industry. 





5. Millions of pages in outstanding magazines have conveyed the mes- 
sage of “SHOES MARK THE MAN” to the public and to the 
industry. 


6. Publication of the merchandising book “Profit”’—the most talked 
about book in the shoe industry. 







7. Definite constructive merchandising assistance rendered to many 
individual subscribers. 






8. Educational displays of vital importance prepared for the National 


Conventions of the N.S.R.A. 
9. SHOES MARK THE MAN established throughout the industry as 


a salesbuilding slogan. 






10. Tanners, manufacturers, salesmen, retailers and allied industries 
united on common ground of co-operation. 










The “SHOES MARK THE MAN” Campaign has accomplished definite 
results to date. Its accomplishments for the future will be in direct ratio 
to the support and participation given by the industry. 












SHOES MARK THE MAN 


National Advertising Campaign 
14th floor 









Boston, Massachusetts 










260 Tremont Street 
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Cushion Sole Comfort 


On a “Ball-Room” last that 
Flatters the Large Foot. 


Made of fine Black or Brown 
Kid—13 edge back soles, full 
leather English Kip quarter lin- 
ings, solid leather construction. 


“Spring-Step” 
Rubber Heel 








University Special 


A style sure to be heavily 
demanded for Spring 
and Summer 


Modified Brogue pattern and 

last, fine White Elk with Brown 

or Black Calf trimming, 
“USKIDE” or leather sole. 
















More than 
Good Looking’ 


We know you want de- 
pendable quality, as well 
as good looking shoes, to 
sell at moderate prices. 


Here are two typical 
value examples that must 
be seen to be fully ap- 
preciated. 







They may be profitably 
retailed at from 


P40 mn 















LINSCOTT 
TYLER 
WILSON 
CO. 


Manufacturers of 
Men’s and Boys’ Welt Shoes 


167 Lincoln St. 
BOS TON 
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am) 
NEW 
ARRIVAL 


WUNDUAUUEAOUOAUACUOUEOOUADUAOEDOOUENIADORUODOOORONAHEOa® 


EN-JOIE 


Offering 
$4 and*5 RETAILERS 


with an 


AVERAGE 37% MARK-UP 


A complete assortment of patterns 
including Fifty-Six numbers. 


CARRIED IN STOCK IN ALL 
WIDTHS. 


FIRST SHOWING AT 


HOTEL JEFFERSON Room 638 


DURING THE 


N.S.R.A.-CONVENTION, JAN.6789 


Or write us and without obligation on 
your part we will be gladto show you. 


DON BOLI TORR CKO OR ete 


SUBSIDIARY CF ENDICOTT-JOHNSON 


Makers / EN- JOLIE Health Shoes 
Opa i DE Ot 6 id hid Ree ee 


Boot AND SHOE RECORDER ; 191 
combining THE SHog ReTaiLerR, Dec. 28, 1929 








VOGNDDEDDDUOUONEUDODDEDEESUGNGU EAU aanuaceoeEneaatOND 


HUUNEOUNUUNO OA ONENOEREEDGAUOCEUNOOM OOO IONOHINT 











“THE POOR 


Se ee 


Srundcan lobar nmainaaae anaemia aaa 


66 IFTY million Goai- 
skins annually im- 
ported into the United 

States alone! Where “you 

may ask” do such vast quan- 

tities come from?” 


Roaming the earth are mil- 
lions of herds of goats—yet 
the average tourist seldom 
sees them. They are far in 
the rough interior of such 
tropical countries as India, 
Africa, China and Brazil. 
Here the goat is rightly called 
“the poor man’s cow”—a de- 
pendable source of milk, 
meat and leather. 


Goatskin—the most supple, , ) 
fine-grained and desirable of A dainty kid shoe, dancing on a 
leather omes to the United gleaming floor, may have come from 


. the shadow of a Bedouin tent—a deli- 
States from all that is harsh cate kid bag from the mystery of the 


and crude to make merchan- Mongolian desert—a soft, luxurious 
dise which is truly delightful. glove from the everlasting snows of 
the Himalayas. 

7 d 











The Romance of 50 Million Goatskins 





LEATHER COMPANY NORTH PHILADELPHIA 


Tanners of Black and Colored Kid Black Kangaroo Colored Kid Linings 
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A NEW SHOE » » 
AT A NEW PRICE s » 
FOR A new ae 


BANISTER 


Creates a New Group of Shoes 
to Retail atu $12.50 


& new group of shoes 





» » 


















that enables the Banister dealer to offer Banister Shoes— 
at a price that will attract millions of men who have 
heretofore considered Banister quality beyond their means 

. And make no mistake. This group is characterized | 
in every detail— material, workmanship, finish and 
styling — by true Banister quality. 























yi | 
" JAMES A. BANISTER CO., NEWARK, N. J. 











few 























JAMES A. BANISTER CO., Newark, N. J. 


Gentlemen: I am interested in knowing more about this new 
group of Banister Shoes. 


{ ] Send Literature. 
{ ] Send Salesman. 


iia 


} 
j 
Add 


BANISTER'S FRANCHISE IS 
EVEN MORE VALUABLE 
THAN BEFORE ~- ~- ~- ~ 


SIGN AND MALL 
THE COUPON TODAY 























ee eee = 


City and State. 
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“Am ty" 
ERICA’S FOREMOST MEN’S FASHION AUTHOR! 


The roar of subways hurtling 
through dimmed spaces, elevated 
trains shrieking along narrow ave- 
nues, automobiles scurrying through 
traffic . . . buses, cars . . . people un- 
countable . . . all wending their way 
to the labor of maintaining New 


York as the leading industrial city. 


In this maelstrom of humanity, machin- 
ery, noise, there are large manufacturing 
shoe districts, vast wholesale outlets, 
shoe style salons, importers, leather tan- 


ners, fabric manufacturers, great findings 








industries, all comprising the Metropol- 


itan Market. 








No small wonder that this tremendous in- 
dustry of ours revolves around so powerful 
a mart. For as the architecture of this great 
city rises ever upwards, the shoe industry of 


the Metropolis keeps pace . . . a pace that 


has placed New York to the fore as the 


leader of a fast-growing industry. 
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TO INCREASE YOUR 
eee FRE GENUINE 


ALMOST UNBELIEVABLE —the popularity of 































Genuine Deauville Sandals. The vogue was N, 
genuine enough when it began a few years - 
ago. Now Deauville Sandals are so fixed in ae 
the mode for summer footwear, nothing stops - 
a their onward march. st 
BUT SOMETHING new is aiding their popular. § 2 
ity. Consumer advertising! A campaign of di- ar 
mensions and circulation unique in imported De 


shoes. Magazines like SATURDAY EVENING 


POST, VOGUE, HARPER'S BAZAAR, NEW Bp 
YORKER, LADIES’ HOME JOURNAL, SMART 7 
SET, PHOTOPLAY, COSMOPOLITAN. A reacer tie 
audience of 30,000,000 women who want Us 
new Deauvilles next summer. F( 
WHAT DOES THIS mean to you? More sales. vi 
More profits. More pairs per customer. More Cf 
customers. sc 

tr 

~ NOTE~ 





See DEAUVILLE LINE 


at St. Louis Convention ’ 


HOTEL JEFFERSON, JAN. 6—9th f 








Private Dining Rooms 1 and 2 






















N 
© © © C 
INSIST ON See the smart Golo Line at the R 
’ Toronto Shoe Style Show, Royal York § 
Hotel, the second week in January. Ff - 
TRADE-MARK 
—STAMPED ON SOLE 
{ 
i | 
: | 
| | 
i | 
| | 
i 
am | 
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~30,000,000 Readers Lies 
SUMMER SALES OF P. / 
DEAUVILLE SANDALS (EG 


NATIONAL ADVERTISING for the biggest 
months of the season — from January, for 
southern resort sales, clear through to June 
and the summer season at home. 


SNAPPY HEADLINES—modern, realistic pho- 
tographs of the exact models you'll feature, 
the styles of biggest consumer acceptance— 
and smart, selling text. You'll see the new 
Deauville advertising yourself, and agree. 


HAVE YOU? — Sent for the attractive new 
Deauville display cards, counter cards, em- 
bossed sign? Do it today! And for your further 
tie up—mats of newspaper advertisements fcr 
use locally. Send for them! They're free. 


FOR BIGGER Shoe Business in 1930, sell Gen- 
vine Imported DEAUVILLE SANDALS. None 
genuine without the famous trademark on the 


soles, which is fully protected by U. S. Regis- 
tration. 


GOLO 


SLIDPER CoO. 
NEW YORK: 129 Duane Street 


CHICAGO: Rooms 1634-5 
Republic Bldg. f LOOK for TRADE-MARK 


BOSTON: Room 515 Statler 
Office Bldg. 


ON EVERY 
GENUINE PAIR. 
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OCCASIONALLY 


INA 
BUSINESS 


LIFETIME 
COMES AN 
OPPORTUNITY 
UKE THIS/ 











Vice-President and General Manager 


SUITE 802-3-4, LENNOX HOTEL 
during the 


N. S. R. A. CONVENTION 
ST. LOUIS 





See GEORGE W. BAKER, JR. 














_)eccccecececececceccccececececececcccccecececece< 


T HAS, of course, to do with shoes. 


A new market for shoes has been uncovered. A large ses- 
ment of the feminine population, representing a hm uying 
oe has been up to now ignored. With the money to 

these countless women have been forced to resort to 
nakeshit—to buy what they did not want, because what 
they wanted was not being made. 


A group of intensely practical, outstandingly able shoe 
men, pooling years of successful manufacturing and merchan- 

ising experience, have met this very definite need—and 
simultaneously created for one alert, aggressive retailer in 
each city of the country a rare opportunity for more profit 
and prestige. 


Briefly, a shoe breathing Fifth Avenue and Paris, utterly 
feminine in design, superb in craftsmanship and materials, 
that restores the joy of walking, brings back buoyanéy to step 
and carriage. 


This shoe creates a new market of its own. It has had its 
try-out and has made good. It has been store-tested and 
customer-tested. It has made loyal friends, assuring the repeat 
sales in which profits lie. Its performance as a winner of cus- 
tomers has been proved in the market-place. No hopeful 
experiment is offered, but an enterprise that knows where it 
is going—and is going there fast. 


Behind this new shoe are immense resources, and men 
ready to apply them to its exploitation. Plans are made, and 
approved, for seeing through as complete a job of merchan- 
dising as the industry has witnessed. Plans in which the re- 
tailer and his good-will, his turn-over and his profit have 
always been to the fore. 


This is an opportunity. Not often is there one so good. 
A valuable franchise is in the offing. It will be awarded to 
the one dealer in each city best qualified to treat it well 
and, with our co-operation, make it richly. profitable. 


If interested, bay or wire George W. Baker, Vice-Presi 
dent and General M anager fed Shoe Company, Inc., 
Marbridge Building, New York, N. ¥ 


‘ADAPTO. 


THE ACTION SHOE 
FOR WOMEN 


ecddddcddcccdccdccccccccK< 
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The strongest, most 
complete line in Amer- 
ica today, offering 
high grade turn shoes 
which profitably retail 








$10.50 


The 
RICKARD SHOE 















With the power of capital and the 
contact with far-flung markets— 
with the ability to create styles and 
sway eager markets to those styles— 
with the daring to be different and 
the prestige of a generation of leader- 
ship . . . with these factors to control 
and direct toward the profit of 
I. Miller Agencies, it is not surprising 
that the I. Miller dealer is usually the 
most prosperous shoe merchant in 


each community. 


LONG ISLAND CITY, N. Y. 


LMILLER 
Beauliful Shoes 


I. MILLER Wiles 


Ze Gare Sr0% MODES 


war MILLER 
I, MILLER & SONS, Inc. Beanifil INGA 
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NEW-~> DIFFERENT~~ UNUSUAL=-:NEW-~DIFFERENT=~ UNUSUAL 





"A CORKING GOOD SHOE" 


To those high grade merchants who seek the new 
and unusual, with an eye to profits, we offer this 
striking beach or street shoe made of cork. It 
is the only one of its kind made, and is patented 

at U. S. Patent Office. 


Not a fad of the moment .. . not a freak 

shoe to meet a passing whim. . . but a 

practical shoe lined and trimmed with 

kid to make a very comfortable, cool, 
and stylish shoe. 


The cork is soft and pliable, being 

made of a special composition, 

and can be easily dyed. Trim- 

mings are of high grade kid 

and come in red, green, 

blue, purple and beige 
colors. 


Exclusive agency 
given to only one 
fine department or 
high class retail 
store in a city. 


MR. FISHBEIN WILL BE SHOWING AT THE THE LENNOX HOTEL, ROOM 50l, 
ST. LOUIS, DURING THE CONVENTION 


SABSCO SHOE MFG. CO. 


34 W. 17th STREET | NEW YORK 


_DIFFERENT.~UNUSUAL-~NEW-~DIFFERENT-~UNUSUAL~-NEW 
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FUNK & WAGNALLS DEFINE AN 
Importer:—One who introduces from abroad— 
Become an Importer; introduce to your cus- 
tomers Your Own McKay and Moulded Shoes, 
_ Braided Sandals se. em from Abroad 


net a 


“SONA 
— 536 8 


Sample case Ray? for the ane gs large volume 
buyers can shipped immediate rom New York. ' 
awaits acl aesee The R. Stern Company are direct factory representa- 





tives offering to large volume buyers in the United 
States and Canada tremendous profit making possibili- 
ties in QUALITY braided Sandals at popular prices. 
Compare our braided sandals with others; you will be 


convinced that our values and prices are best. 


Irwin W. David will be at Room 220, May- 
fair Hotel, St. Louis, during the N. S. R. A. 
show and at Rooms 440-442, Hotel Essex, 
Boston, during the Boston show. 











The R. STERN COMPANY 


IRWIN W. DAVID, General Manager 


303 FOURTH AVE. NEW YORK 
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Sensational Values 


Imported Czecho 
Sandals 


ce 


Fe oT NNN TO 


i O97G—Nateral with brown trim...........ccccccccsccccccccceses $2.25 
4 ©76—Natural with white trim...............ccccccccccecceccce 2.25 
ft ee ee NEE GOURD. 8 ssn. ccvesecvncecsoesocsceeseees 2.35 

NDE IN oe 6 ou sn Seeacsins pccndicadioiinaddg Coemedlacawiemueta 2.35 


In Stock 


J. WEISS SHOE Co. 


137 DUANE STREET NEW YORK CITY 


BU IN The NE 




























DEAUVILLE SANDALS 
DOMO SLIPPERS— 
FRENCH MULES 
In Big Display, 
St. Louis Convention 











One of the feature exhibits of the annual 
convention will appear in dining rooms 1 
and 2, Jefferson Hotel from January 6 to 9. 
See it! Newer, smarter styles and colors, 
= dealers who recognize profit merchan- 
ise. 


GOLO SLIPPER COMPANY 
129 Duane Street, New York 





































Women’s Brown Elk 
Sport Boots 


Height, 15 inches. 

Stock Tongue. 

In Stock. Widths, C &'D. 
Sizes, 2% to 7. 


PRICE $4.85 


We prepay carrying charges on samples. 


POWELL & CAMPBELL 


122 Duane Street, 


Established 1879 









rs D? unto others as you would have others 

do unto you” was the policy adopted 
by the late Jacob Weiss when he founded the 
J. Weiss Shoe Co., Inc., 
ten years ago, at 1|(6 
Reade Street. As the busi- 
ness soon outgrew these 
quarters under this poli- 
cy, an opportunity came 
four years ago to acquire 
the present quarters at 
137 Duane Street, where 
this policy and practice 
has been continued in the effort to serve the 
trade. A strict adherence to this motto has 
helped to build a successful business. 








‘A Happy and Prosperous 








TWO BLUE RIBBON 
NUMBERS FOR SPRING 






No. 438—Pat. Leather Oxford—Katffe 412 — Fancy trimmed T-str 


Kid Overlay. underlay of black Kaffe Kid 
Same in Brown Kid—Same in Same in Brown Kid. Same 1 
Field Mouse. terns in opera 


$2.25 $2.25 less 5% in 18 pr. k 
Get Aboard With These Two Winners 


LEVEY BROTHERS SHOE CO. 


145 DUANE STREET 



















Wishing All Cur Friends 
the Compliments of the Season 


Meet us at the Style Shows, where we will have our display— 
| the snappiest line of women’s novelty footwear we have ever 
ae: | shown to retail at $2.95. 
q | Will be on display at 
| Hotel Jefferson, St. Louis, Mo. Hotel Adelphi, Philadelphia, Pa. 
! 
! 


January 6, 7, 8 9%. January 20, 21, 22. 
Room 1032 Room 718 


Max J. Dryzer im attendance Harry Kronig in attendance 


DRYZER & ROSENBERG, Inc. 


181 Duane Street “Shoes under Market Prices” 
Headquarters for Mail Order Houses, Department Stores and Bargain Basements 
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AT IT AGAIN 







B. FRIEDMAN SHOE CO., Inc. 
' 109 READE ST. ESTABLISHED 1880 
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t shall be our purpose to continue serving 
our trade in the best manner possible, dis- 
tributing the best values obtainable at popu- 
lar prices in the latest 
creitions and quick sel- 
ler: of Ladies Novelty 
Fo. twear. 


‘She year just ending 
ha: been the most suc- 
cessful in our career, and 
we wish to take this op- 
portunity of thanking 
our many friends who 
by their patronage have made this fact pos- 
sible, and we also extend to them our best 
wishes for— 


New Year” 





Start the New Year Right 


Saks announce their offering of early spring shoes. 
Genuine Python and Genuine Snake. 


Already in stock in widths from AAA to C. Patterns in 
straps, oxfords and pumps, in all heels. 


Ask to see them. 


KK r 


SUANE ST NE 
144 ets = HASir” YORK 











To all shoe buyers we extend a cordial invitation 


to visit us during the Eighth Annual Boston Shoe 
Style Show. 


You will see an array of the latest shoe styles— 
all that is new in patterns and materials. No 
effort has been spared to make the Bleecker Line 
for Spring bigger and better than ever. 





BOSTON OFFICE—216 ESSEX ST. 
Rooms 514-16-18 Hotel Statler 
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MULL 
IMPORTED ENGLISH MADE 
LEATHER BOUND BROADCLOTH SPATS 


Four Hole Buttons 


Carried in stock in the following 
colors: 

Light Gray, Medium Gray, 
Light Fawn, Medium Fawn. 
SIZES 6 TO 12 
$2.25 PER PAIR 
IMMEDIATE DELIVERY 
Also domestic Spats in stock 

from $1.00 per pair up. 


BLOG SHOE COMPANY, Inc. 


147 DUANE STREET 























































THE FAMOUS 
VOLGA BOOTS 
D WIDTHS ONLY 


Patent Leather, Gun Metal Calf 
——— Brown Cal 

Volga Boot for the Junior Miss i ie Th casguteiaseswnnnd $3.35 
10/8 COLLEGE HEEL SIZES 3 TO 7 ey ae aadeessqateits: 3.85 
$4.50 = —=«-_- «BRD Bac ccee cece cceeececceeenes 4.50 


3 te 
CONCORD SHOE CO., Inc. — yo 














In the belief that friendship ts one of the 
rewards of business, we approach this 
holiday season with genuine apprecia- 
tion of your good will. 





am 
GRESGANT OE CO. 








159 DUANE STREET NEW YORK 





“Queen of all operas” 


Due to greatly increased volume, 
we are now offering the Original 
“Dancette’”’ Pump at $3.25, in patent 
leather, black satin and Kaffor kid 


Widths Sizes 


3.25 
AA to C 2% to 8 % 25 
“Imitation is the sincerest form of flattery!” 


‘Duane_Shoe (Company; ‘New vorx crry 


Our Line on Display at Ritz-Carlton Hotel, Boston, Jan. 13, 14, 15. 

















A. S. BECK SHOE STORES “BUILT BY GREENB AUM” MACKTA BROS. SHOE STORES 
EMPIRE SHOE STORES 


ANSONIA BOOTERY SHOPS 
HAUSMAN SHOE STORES “The Stores We Build DIAMOND SHOE CO. 
—Build Our Business’’ BOND SHOE STORES 


PETOT SHOE STORES 





MAKERS OF 


DESIGNERS AND 
mre GREENBAUM Sian worx 


DISTINCTIVE STORE BUSINESS INTERIORS 


FRONTS WOODWORKING CO., Inc. 


ESTIMATES FURNISHED 138 East Twenty-fifth Street, New York SERVICE 
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Be Sure to See Our 
Exelusive Patterns in 
Imported Woven 
Footwear 


To Retail from 
$2.95 to $18.50 


weet 


CHG ay 


Made in France 
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Exclusive ideas, woven by SA | 
hands, which display the finest 
of French individualism. 

















| During the 
St. Louis 
Convention 
Displaying 
at 
MADE IN CZECHO Hotel Lennox 


Suite 507-508 


Molded sole and Mc- 
Kay effects, carrying 
out Parisian ideas at 
popular prices. 


The Jeff ersonlmport Co. 


1328 Broadway New York, N. Y. 











Originators of Woven Sandals 
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_— all that 
you once knew about 


hee you've seen it within the past four oe 
weeks—you can't know Boroso Baby S h a r k S k 1 nh ] 
@ 


Shark! The grain is small, delicate and even- 

















textured. It has the gleamingly brilliant sheen of 
moiré silk. It is as soft and delicate in appearance 
as Kidskin. Amazingly flexible. Unbelievably 
strong. 

Yes—Boroso Baby Shark is an entirely new 
leather! It is one of the Boroso Sea Leathers — 


tanned in Austria and sold in America exclusively a model by 
by the House of Hecht, who are America’s fore- BERGDORF GOODMAN 
most stylists in leathers. _— Baby St ol, é 


For stimulating mid-winter business—feature 













models in Boroso. Immediate deliveries in Black, 
Brown, Navy and Pastel shades. 


Write us for further information. 


F. HECHT & CO.,, Inc 


44 East 32nd St. ° New York City 


(Sole American distributors of Boroso Genuine Sea 
Leathers and Alpina Genuine Reptile Leathers) 


See us at the 
ST. LOUIS SHOW 


Hotel Jefferson — Room 320-322 














Mr. Hecht 

Mr. Ziegler 

Mr. Hungler 
in attendance 


(REG. U. 8S. PAT. OFFICE) 


BOROSO 






SET SE eS 
vo wa ame se 


ea Leathers 
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Gbenuine pearls do not compete 

with the kind that Woolworth 

sells! Real diamonds have a market 

despite the glass that is sold at 

$1.98! Just so, with reptile leathers. 

Today, Alpina genuine Reptile 

eee aft er all, an Leathers are going stronger than 
ever before, while imitations of rep- 

tile leather have never had Fashion’s 


4 < . approval. 
Imitation Today every smart shoe shop 


features a variety of styles in Alpina 
° Watersnake — Lizard — Python. 
¢ » jus t t h a t ! Through season after season of style 
success, these finest of reptile lea- 
thers continue to be the choice of 





knowing shoe men. 

Alpina genuine Reptile Leathers 
are tanned abroad under an ex- 
clusive process that retains every 
lovely glint and gleam of the living 





skin. Alpina leathers are soft, flex- 
ible, easily worked—yet they are 
enduring and long wearing. 
New-season shades have just been 
collected. Write for your samples. 


. F. HECHT & CO., Inc. 

ina 44 East 32nd St., New York City 
(Sole American distributor of Alpina 
Genuine Reptile Leathers and Boroso 


ge eee a me Genuine Sea Leathers) 


REPTILE 
LEATHERS 


A Model by STEWART in 
ALPINA genuine Calcutta Lizard 





See us at the 


ST. LOUIS SHOW 


Hotel Jefferson—Room 320-322 





Mr. Hecht 
Mr. Ziegler 
Mr. Hungler 
in attendance 
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Three Important Announcements 


By Jefferson Shoe Co. 








Owing to the increased demand for our shoes, 
and in order to fully take care of necessitated 
increased production, we purchased the factory 
building at Newton, N. J., formerly occupied by 
M. W. Merriam & Co., makers of high grade 
juvenile shoes. 100,000 square feet of daylight 
factory space under one roof. New machinery 
of the latest type—new, up-to-date lasts and the 









last word in patterns. 








At St. Louis 





We will be at the Jefferson Hotel, Rooms 1040-1042 


during the National Shoe Retailers’ Convention and 












Goeee peat ee Se 
tile, Made in any - conceivable Style Show, January 6 to 9. At that time we hope 


combination of leathers. 


to meet all our old friends and make many new ac- 
quaintances among the buyers of juvenile footwear 


who are keen to sense values. 





A smart sports pattern in smoked Also at Boston 
elk, trimmed with brown elk, 


rubber sole. Can be made in all 
leathers as specified. 


Boston Style Show, Jan. 14 to 16. 


We'll be there—at the Hotel Statler, in Rooms W613 
and W615. New styles, new patterns, new ideas in 


stitchdown shoes will greet the buyer who sees this 





line at the Boston Show. Make a memo of our room 


A 7 Byelet tie pattern in chrome 
patent leather inlaid with smoked 


ta Mg fA number and don’t fail to see us. 


JEFFERSON SHOE MFG. CO. 


NEWTON, N. J. 
- High Grade Stitchdowns and Sandals 














— 














Boot AND SHOE RECORDER 
combining TH SHOE RETAILER, Dec. 28, |') » 































All eyes will be tocused on 


BOND SHOES 


at the 


N.S. R. A. 


they are the choice of those who 
iead— 


This should interest YOU 


For your convenience at 


HOTEL JEFFERSON 
Suites 519-21-23 


January 6-7-8-9, 1930 


Sond 


132 DUANE st. NEW YORK. ny. 


Factory — LYNN, MASS. 
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PYTHON . <= WATER SNAKE 
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DOMINANCE 


IN 


GENUINE 
REPTILIAN LEATHERS 


ok ite 


Leather De Luxe will continue to dominate the 
Genuine Reptilian field with an even greater supply of 
reptilians to fill the greater demands being made for 1930. 


Reigning Suprenie in the field of Genuine Reptiles entails 
direct contact with the sources of supply. Leather De 
Luxe buy Raw Skins direct from the Tropic Natives 

and sell finished leather direct to you. 


Mr. S. Buckner will be at Hotel Statler, St. 
Louis, during the N.S.R.A. Show. 


FOR GENUINE 
“REPTILE” SEE 
LEATHER ) 

CALCUTTA DE LUXE 


LIZARD 
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AN EXHIBITION OF EXQUISITE 
FOOTWEAR CREATIONS FOR THE 
COMING SEASON AT THE ST. LOUIS 
CONVENTION OF THE NATIONAL 
SHOE RETAILERS’ ASSOCIATION, 
JANUARY 6th, 7th, 8th, and 9th. 
ANDREW GELLER SHOES WILL BE 
SHOWN IN SUITES 334, 336 
AND 338, AT THE 
JEFFERSON 
—™ HOTEL /;~ 
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IMPORTED SANDALS 


MADE ON AMERICAN LASTS 
IN STOCK 






5060 Natural Kip Brown Calf Trim $2.60 
5061 All Natural Kip....... 2.60 
5062 All Rose Blush.... 2.60 
5063 Rose Blush-White Calf Trim 2.60 
5065 All White Kip....... 2.90 
5066 White Kip Black Patent Trim 2.90 


Sizes B-4/8, C-3/8 





The following is embossed on the heel 
pad of each pair of sandals 


STYLED IN VIENNA 


Expressly for us 








10% READE ST. NEW YORK CITY 
ESTABLISHED 1830 






MITZI 
5070 All Natural Kip $2.85 
5071 Natural Kip Brown Calf Trim 2.85 
5072 All White Kip... 3.25 


All C Wide 3/8 
White Sandals have white soles 


Natural and Rose-Blush have natural soles 
Terms—2% 10 days, Net 30 days 





NOTICE: 


These prices are based on our early pur- 
chases which we own free of tariff. All 
our later shipments will be subject to 
whatever tariff that goes into effect, and 
our prices based accordingly. 














These are high grade sandals made on American lasts according to our 
rigid specifications. For the past few seasons it was almost impossible to 
supply the great demand for these sandals. However, our customers were 
taken care of at the opening prices all seasons. 


Get in the Friedman parade and insure yourself of advantageous oppor- 


tunities for profits and excellent service. 


B. FRIEDMAN SHOE CO., Inc. 


109 READE STREET 


NEW YORK, N. Y. 
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SPATS 


IN 1930 


From a recent issue of a Trade Paper*— 
“Spats Enjoy New Popularity 


Men who were decidedly scornful of spats 
a few years past are beginning to recognize 
the practical side of them. Sales in most 
sections of the country have been very 
good this season and it is thought that they 
will soon become a definite part of the 
average man’s wardrobe, ‘They are being 
favored particularly by men who like to 
wear silk hose throughout the winter.” 


*National Retail Clothier, 
December, 1929. 


—and watch “Standard” Spats. 


During 1930 the greatest advertising campaign 
for Spats that has ever appeared will appear in 
magazines of national circulation. 


1929 was a record Spat year— 


1930 will be still greater. 


“Standard” representatives will soon be calling 
on you with the new line, the details of “Stand- 
ard” advertising, with practical, brass-tack sug- 
gestions to help get your share of this business. 


Watch Spats in 1930. 


S. RAUH & CO., 650—6th AVENUE, NEW 


c AIS dandaidg; 
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ENGLISH BOOTS ARE FEATURED 


How I. Miller featured 
Colt-Cromwell riding 
boots and accessories dur- 
ing the recent Horse 
Show, one of the impor- 
tant events in the world 
of fashion. 


NVARIABLY, in their display of riding 
boots and accessories, the foremost re- 
tailers feature the Colt-Cromwell line. 

These English-made boots of 


high grade leathers, perfect 
fit and graceful lines have de- 














veloped an ever-increasing de- 
mand from the patrons of the fi 
‘ King of Sports. 


With the largest stock in the 
world of English-made riding, 
field and Jodhpur boots, put- 
tees and all riding accessories, 
we are prepared to offer im- 
mediate service for your every 


want. 


New catalog on the press. 


COLT-CROMWELL CO., INC. 


Established 1899 


1239 BROADWAY 
NEW YORK, N. Y. 
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For That Volume Business Which 
Brings You Increased Profits Buy 


Stonewall Jackson Shoes “as 
reliable as a stonewall.” 


Children’s High Grade 





Stitchdowns 
213 — Bive -_— For the Large Volume No. 483 — Blend 
elk ‘“T’’ strap ° blucher oxford, 
sandal, cut owt vamp, unlined, oak Buying Trade Only— alligator saddle, perforated wing tip 
sole stamped Stonewall Jackson. and back stay, lined, crepe sole. 


Stonewall Jackson Stitchdowns are designed for large vol- 
ume operators who desire to appeal to those who appre- 
ciate value, quality and comfort. Discriminating 
buyers of stitchdowns have made it possible for 
us to operate a modern daylight factory 
with the newest equipment, having an 


output of 5000 pairs of shoes daily. 






No, 483—Smoke Vamp, Patent Trim No. 464—Olive with Lizard Trim, 
Oak Soles. I. Sundell Oak les. 
«ce : » Tenn Al. A. Epstein 
aa gp ~~ _ ~ et Ben Schachter At Boston, the “Stonewall Jackson” 
ready for spring. Large volume buy- in line will be exhibited at the Statler 


e7s are invited to view the line at 5, 16 d 17, 
St. Louis, week of N. S. R. A. show, Attendance — ree Weel, ~~, 


at the Jefferson Hotel, Room 935. 


TRACE MARK 


692-694 Broadway New York 
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164 TILLARY ST. 


Mildred Customized Mc- 
Kays, embodying the es- 
sence of traditional Brook- 
lyn shoemaking and fine 
styling, instantly register 
with discriminating buyers, 
because they also atford 
the most advantageous 
mark-ups. 


You will enrich your view- 
point and your business by 
seeing 


MILDRED SHOES 
Shown at St. Louis 
Rooms 430-432-434-436 
Hotel Jefferson 


In Attendance 
* William C. Braster 
A. C. Stewart, Jr. 


BROOKLYN 


TURNS 





Done by 


(nom 





Pn 











BROOKLYN 
LITTLEWAYS 





Hiutiuu otoe Go; Inc. 
Brooklyn, N. Y. 











While many will character- 
ize their product as “qual- 
ity,” the Mildred Shoe Co. 
rely on the shoe itself to 
express that rare combina- 
tion of fine craftsmanship, 
the best of materials, and 
designs of the highest 
order. 


The wise retailer who seeks 
profits and satisfied cus- 
tomers will have the 


(than Putéas 


signature in his 1930 line ' 
of turn shoes. 





BROOKLYN, N. Y. 






New York Office 
Marbridge Bldg. 
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They say. “There is nothing new under the sun.” 


3 Ot eae Wita woe be something new al 


the SHOE CONVENTION! 














Don’t Fail to Visit Our 
© Display of Specially 
Designed Samples at 


, HOTEL LENNOX 
Room 1301 


Direct from factory to you... 
Altstadt & Waldner Sandals offer 
merchants a great profit oppor- 
tunity for 1930. 


IMPORTED WOVEN SANDALS 


Littleway Soles Hand Turned Soles 
Molded Soles McKay Soles 





“J 712. 














oa 


eee ine lt asi PNM elG 


Manufactured According to the 
Highest Standards of Craftsmanship 





Our prices range from the lowest, 


PRICES: to meet the popular trade, to the 


highest quality demanded by the 


most luxurious taste. 





We shall also have a comprehensive showing of our 
line at the Statler Hotel during the Boston convention 


ALTSTADT & WALDNER 


55 West 42nd Street 
NEW YORK, N. Y. 
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Progressive Merchants 
Are Earning Extra Profits 


It was for smart women that we created the 





Be , esa 


Bradka Bag, opening for merchants a new As a shoe case the Bradka Bag is 
unexcelled | _mmamanees Sat ew 
d t tility, 

avenue for extra profits. es ON -tK — 


door with shoes ready for selection. 
Bradka Bags are made for men and 


Dust proof, beautifully made of selected women, in six or 12 pair sizes in 


black or brown cowhide. 


leathers, with steel spring wire and solid brass 





fittings . . . . Lined with fine corduroy and 


nee 


velour lining . . . Convenient, Chic, a neces- 


a 


sary part of the complete luggage ensemble, 
Bradka Bags are having remarkable success 
in establishments that retail shoes. 


*Unsuccessfully imitated by other manufac- 
turers, Bradka Bags reign supreme in their 
excellence. 


For further information regarding the distri- 
bution and profit making possibilities of 
Bradka Bags write, 


BrADKA BAGN 


SCHMICKL-BRYON, Inc., 873-9 Broadway, New York 


Are the Exclusive Licensed Manufacturers and Distributors 
of Bradka Bags , 




















Patented under U. 8S. patents 1505149-50. 
Other patents pending. Protected by 
Amer. Pat. Pro. Corp. 
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BOSTON SHOW os A so OO od 


ROOM OO! 
PHILADELPHIA SHOW ADELPHIA HOTEL 
ROOM 705 A 





“WHITE KID SHOES” 


WASHABLE GERMAN 
WHITE HORSE KID 





NEW SOURCES of PROFIT for You 


Room 321—Jefferson Hotel 
St. Louis—Room 661 
Statler Hotel, Boston 


©. ¢ 10) 3B) 


“. P @ Wen) 
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WALTHER LOEW EN 


101 West 3lst Street 





“TROJAN SANDALS” 





— 
- 
= 


- a 

= . - e 

= - - . 
OO << —— e 


o- 
eee 
--. 
=e. 
=<. 
a =. 
See 
-.. 
_— 
ee. 
= 


NANWESS 


PLE ROR RRO RRR Ra 
' 












MILLIONS of PAIRS Will be Sold 


$180 


Smartness, quality F.O.B. Steamer 
NEW YORK 


and price will set White Base 
Trojan Sandal 
a new selling record 10 Cents 
Per Pair 
Additional 
Also Made 
With Covered 


DAHL SHOE CO., Inc. 


New York 
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Perplexing Shopping Lists— 
Doubting Shoppers — 
Harassed Salespeople — 


You can help them all, and put back 
the Christmas spirit into holiday 
selling, by featuring and advertising: 


Silk Stockings by 
VAN RAALTE 


When these always-welcome Stockings 
are included on the shopping list, de- 
lighted Emmy Lous, and Ann Graces, 
Frauleins, and Private Secs are sure 

to follow—on Christmas morning! 


“Because — of course — they, 
too, love nice things!“ 


VAN RAALTE COMPANY 
295 FIFTH AVENUE, NEW YORK 
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MURIEL 





IN-STOCK 


Black satin mule lined with six assorted colors, 
bow to match lining, satin back strap with sil- 
ver kid back piece, goring on both sides. 


Colors as follows: 
All black vamp lined with coral bow and lining, 
turquoise bow and lining, Nile green bow and 


lining, lavender bow and lining, peach bow and 
lining, gold bow and lining. 


Half Louis 13/8” heel 


Paristyle Footwear Mfg. Co., Inc. 


FACTORY AND SALESROOMS 


40-46 West 25th St. New York City 
BRANCH OFFICES 
CHICAGO CALIFORNIA DENVER 
218 S. Wabash Lankershim Hotel Albany Hotel 
Avenue Los Angeles 


To Retail at About $4.00 




























lr IS IMPORTANT as we close our most 
successful year that we express our thanks 
and appreciation 
of the good will 
of our many 
friends who have 
contributed _ to- 
ward this suc- 
cess. 






ang 
A COMPREHENSIVE LINE has been devel- 
oped for Spring, comprising many new de- 
vel opments 
in patterns 
and mate 
rials that 
will help you 
to a_ great 
1930. 





TUPPER SLIPPER CO. 
- 200 TILLARY ST. BROOKLYN, N. Y. 
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WOVEN 
oE LABELS 






































431 FIFTH AVE: "27 99"Re ST. - 








OOTWEAR SUPREME ‘al 


YZES AS CREATED 
Set 








“If it’s worth labeling at all, 
It’s worth labeling well.” 


F. 


Designs created — latest 


in development of MOD- 
ERNISTIC 


and text and colors. 


He. KLUGE 


execution 


WEAVING CO. 


Showroom and Sales Office 


33-39 W. 34th Street 
New York, N. Y. 


Mill and General Office 


721-29 Hudson Avenue 
West New York, N. J. 








greater 
BEAUTY 


greater 
STYLE 


greater 
DEMAND 


IZARINE 


The very newest sensation in French materials now 
introduced for the first time in America by Zapon. 
Colorful, waterproof and durable. Send for samples. 


The ZAPON COMPANY ce STAMFORD, CONN, 


See our 
Exhibit 
at the 


St. Louis 


Show 


for slippers made of 


apon 


The BIGGEST 


sales appeal ever offered! 


Haven’t you retailers time and time 
again wished for a real “trade puller” 
—an article that carried its own sales 
punch direct to the customer? 


The utility of the slipper and the new- 
est application of Zapon for use in 
uppers gives you exactly this long 
awaited combination of sales appeal 


and profit. 


Zapon has the soft and pliable texture 
of Rea that makes for extreme wearing 
comfort. Its attractive patterns an 
brilliant colors not only meet the mode 
but give the instant appearance of 
a luxury at a modest price. 


For over 30 years the superiority of 
Zapon for use in other fields has con- 
tinued undisputed. It now comes to 
the assistance of every alert retailer 
seeking new buying appeal as a busi- 
ness stimulator. 


Ask your slipper manufacturer about Zapon 
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Shoe Style 






















MADE IN NEW YORK 




































What! No Competition !! 


Strange as it may seem in this 
highly competitive era and indus- 
try, Clarendon shoes have no com- 
petition. When the price of our 
shoes is duplicated, the quality is 
inferior, and when the quality is the 
same, the price is not duplicated. 


372 CLASSON AVE. 











CLARENDON SHOE CO. 


Mr. Ixon H. Shapack will be in attendance at the Jefferson Hotel, St. Louis, Room 421-423 


A feature that distinguishes a “Clarco” shoe is the 
exclusive three-in-one idea—and unbreakable box 
toe, an extra long counter and our own adopted 
arch support shank, Step in to see our display at 
the convention . .. or if you can’t be there, see us 


in New York Show Room, Marbridge Bldg. 


TO RETAIL AT $10.50 AND $12.50. 





OUR OWN ADOPTED 
ARCH SUPPORT SHANK 


BROOKLYN, N. Y. 































QUALITY SLIPPERS 


AT POPULAR PRICES 





No. 866—Men's elk—turned No. 40—Women's Zapon, 
edge — moire lined — colored lizard effect — turned edge — 
sole to match—cushion heel. sateen lining— rayon’ sock, 
Colors Red, Blue, Tan and molded fibre counter. Made 
Black. in all popular shades. 

No. 952—Same in kid with No. 41—Same with metallic 
metallic binding, rayon lining. binding. 


The experience of many years in the manufac- 
ture of slippers has proven our product to be of 
consistent quality, giving satisfaction wherever 
used. 


Our products include a general line of men’s, 
women’s and children’s slippers made in felt, 
leather and fabric. Let us show you our 1930 
line of new designs and patterns, which will be 
displayed at the Essex Hotel in Boston. Will 
submit samples on request. 


_ UNITED SLIPPER CO. 
70 Wyckoff Avenue Brooklyn, N. Y. 














Barney’s Toe Slippers 


Your customers will appreciate 
our four cardinal features: 

1 — Comfort 

2—Support 

3—Flexibility 

4—Style 


“Worn by the Better Dancers” 
BARNEY’S 


304 West 42nd Street 
NEW YORK CITY 
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ee 


= DIAMOND SPATS 
MADE IN ENGLAND 


Why accept an imi- 
tation when you can 
buy the genuine arti- 
cle for less? 













Diamond Brand 
is 100 years 
old— None 
Better ! 

In Stock—4 
Popular 
Shades 

Tailored 


Perfect Fit 


Fashionable KEENE BROS. CO. 


47 WEST 34th ST., NEW YORK 
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DIANA SHOE CORPORATION 


70 WYCKOFF AVE. BROOKLYN, N. Y. 


Women’s novelty turns for $10 retailing that outstrip 
competition and whose ever-growing popularity is well 
merited. 


NATIONAL SHOE RETAILERS CONVENTION 


In Attendance 
BEN BATTERMAN Rooms 805-806 New York Office 





MIKE ODES 
LEWIS ENOW 


HOTEL LENNOX 











MERCHANTS 


Vanity Leather Bows on a 


model are a guarantee that 
that model is distinctive and 
different, for Vanity is un- 
usually particular about the 
kind of bows they make, 


never cutting Quality for 
Price. 
Be sure to specify Vanity 
Bows when ordering Spring 
Shoes from your manufac- 
turer. 








MANUFACTURERS 
We take advantage of this 
opportunity to thank you 
with deep appreciation of 
your good will and your 
business during 1929. 

The 1930 Spring line of 
Vanity Bows is complete and 
it will be our pleasure to send 


you a comprehensive showing 
to view at your own office. 


1261 ATLANTIC AVE., BROOKLYN, N. Y. 
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612 Marbridge Building 
47 W. 34th St. 











Pauline, our pet python, placidly posing, 
enjoying an 18 day diet of preferred pig. 
When thin and in trim she presides over 
our big stock of fine imported 














Photo by Ewing Galloway 


WATERSNAKES 


AND OTHER REPTILIAN LEATHERS 
SAMPLE LOTS AND PRICES AT 


D. C. Kennedy, 1709 Locust Street, St. Louis, Mo. 
Corey Leather Co., 179 South St., Boston, Mass. 


MARCUS A. HEYMAN 


15 E. 26th STREET NEW YORK 





3-Way 
Ticket 








$3.85 
3.95 
4.00 
4.25 
4.45 
4.50 
4.75 
4.85 
4.95 
5.00 
5.45 
5.50 
5.85 
5.95 
6.00 
6.50 
6.75 
6.85 
6.95 
7.00 


ABOVE IN STOCK 


HAND LETTERED 





Cv) _ 


$ oe 6 doz.— $1.50 12 doz.— $2.50 1 doz.— $0.35 
oa (CHECK WITH ORDER—PLEASE) 
8.00 a+ epee mas 
on YOUR CHOICE OF EITHER OF TWO COLOR 
oa COMBINATIONS 
9.00 Purple with gold edge trim on white Red with black edge trim on white 
9.50 pasteboard with black figures. pasteboard with black figures. 
em Available in 72 different prices: IN STOCK 
10.00 
10.50 If other than in-stock prices are specified in orders, 
11.00 the rate per doz. is 50c. 
mae (A variety of two color tickets with hand-lettered prices carried in 
: stock, 15c. per doz. Samples on request) 
12.50 
13.50 
<a MERCHANTS SERVICE DEPARTMENT 
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Sellers 


HE true worth of OVER GLOBE 
shoes is best measured by the ever- 


“Trafit” Last 


No. 1100—Black Kid, 
“Spring Step’’ rubber heel, 
EEE widths. 


No. 1300—Tan_ Kid, 
‘Spring Step’’ rubber heel, 
sizes 5 to 12. 


increasing demand for this outstanding 
line of distinctive shoes for men. Smart 
in appearance . . . well-made on scien- 
tifically designed lasts . . . at prices that 
warrant VOLUME BUSINESS. It is a 


good line on which to concentrate your 





$5 and $6 retail shoe. purchases. 


“Frenchy” Last 
No. 1610 — Black Calf 
Oxford, “Spring Step" 
rubber heel, sizes 5-12. 


At The 
BOSTON STYLE SHOW 
HOTEL STATLER 
ROOM 446 


ee 6M = 


A cordial invitation is ex- 
tended to all shoe buyers 
attending the Boston Style 
Show to inspect our display 
of new 1930 OVER GLOBE 
styles. It will take only a 
few minutes and will be 
worth while. 








BRIDGEWATER WORKERS’ STEP” heets \ Work and Outdoor 


standard Barbour Welting — Heavy 


CO-OPERATIVE ASSOCIATION — sole— "Spring. Step’. rub- 


ber heel—Black or Tan— 


BRIDGEW ATER, MASS. Union made. 





Re EEE cc ccc MN MeOMACaG 
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Satisfied Customers 


SATISFIED customers mean repeat sales. The 
ieee many advantages of LACING HOOKS make 
satisfied customers. LACING HOOKS are con- 
venient, comfortable, easy to lace, and allow a 


When you order 
specify 
visible eyelets 


snug ankle fit. 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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With 1930 destined to be the biggest 
sport shoe year in the history of the 
industry, it is but fitting that in mak- 
ing your selections you specify the 
product of Brockton, and more espe- 
cially consider the selected line manu- 
factured by the Brockton Shoe Mfg. 


MMe 





This smart two-tone com- 
bination of Elk and Bottle 
Green Calf with novel per- 
forations, carries with it 
the Spring Step heel made 
by the United States Rub- 
ber Company. 


CUMMMMMM@CE@/@eYC@E@!A@ ECW 





WL A 


Wedd 


Wa 


In the above oxford, as well as many 
other striking patterns manufactured 
by this well-known Brockton firm, you 
will find “Spring Step” heels made by 
the United States Rubber Company 
playing a leading part, in attaining 
the acceptance enjoyed by this firm 


WWHHH|#WAW0tOWU!=:-x throughout the country. 


BROCKTON 
SHOE MEG. CO. INC. 


Stock Department 


14 No. 4th Street, Philadelphia 


Harry Adler Marbridge Bldg. 239 Peach Tree Arcade 
1931 Republic Bldg. New York City Atlanta 
Chicago 
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Hayward Hotel, Los Angeles 
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Now You Can Foca, nr oe 


COLORE 
SPORT SOLE 


For Effective Matching or Contrasting 
Colored Sport Leathers 


HESE new colored soles 
are booming the sale of 
sport footwear. They 

are opening new merchandising 
avenues that have long been 
dormant in the sporting end of 
most shoe departments. 


Beautiful in design . . . smart in 
appearance . . . and long wear- 
ing. For colorful sporty soles 
—specify DRYDEN. 


*“COLORS+ 
BLUE 
GREEN 
PINK 
BROWN 
WHITE 
The BLACK 


SPORT TRED NEUTRAL TRU-GRIP 


Men’s, Women’s and Boys’ Sizes Men’s Sizes Only 


There's Double Wear inevery Pair” 


DRYDEN RUBBER COMPANY 


CHICAGO 


9909090090000 0OO 
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Number $608 

eRoy Last 
Black Imported Calf Lace 
Oxford. Single Sole, Rubber 


eel. 
Number $607 
Same in ro imported 
alf. 


The Brennan Shoe will receive its many cus- 
tomers and friends at Room 434, Hotel Stat- 
ler, during the Boston Show. 


Here you will find a full line of Brennan 
Footwear for Men. One of our In Stock 
numbers is illustrated above. 


The line includes a complete presentation of 
style and sport models—many of course, 
ready for at-once delivery. 


May we have the pleasure of seeing you at 
Room 434? 


RICHARDS & BRENNAN CO. 


RANDOLPH, MASSACHUSETTS 
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‘and You'll Agree You 
Never Wore a Sole 
Like GRO-CORDS!” 


“ TACK, the soles on these shoes 
are the finest I ever wore. 
They never slip, and are really 
comfortable. And do they wear? 
Seem to last forever!” 


“What do you call them?’ 


“GRO-CORD non-skid Soles 
and Heels. They are made of 
balloon tire cords fused on end 
in live rubber. Our whole family 
wears them. There’s nothing like 
GRO-CORDS for kiddies, Ruth. 
They stand up wonderfully 
under rough play.” 


“Where do you get these soles?” 


“The next time you buy shoes just 
tell your dealer you want a pair 
with GRO-CORD Soles and 





WARNING: Those 
persons infringing 
our patents or naming 
their product to mis- 
lead in any way the 
public on the GRO- 
CORD trade mark 
will be prosecuted. 











“Cord Tire 





Be sure to see the GRO-CORD 
exhibit at the National Shoe 
Retailers’ Convention in St. 
Louis, Jan. 6-9. Our booth will 
be on the mezzanine floor, 


Booth 50 























- 
7-7" 
- 
- 
- 
- 


- 
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Illustration shows the tire 
cords that are fused on 
end in our GRO-CORD 
Soles and Heels. Notice how 
cords are embedded in sole. 

































- veal 


Ladies’ Sunbeam 


Exceedingly novel checkered 
design —colored all the way 
through. Sole has brilliant 
Sunbeam Inlay—a striking 
combination. This checkered 
design comes in five colors. 





The Kicker Toe 


Arrow points to unusual con- 
struction to withstand severe 
abuse. Roughest play has little 
effect onthis sole. It wears long- 
er. Parents want it for the boys. 





NON-SKID 


SOLES and HEELS 





Wear in Every Pair” 


LiMA CornD SOLE AND HEEL Co. 


Department 124 - Lima, Ohio 


Heels. Leading manufacturers put 
them on dress, sport and work 
shoes. All sizes for everyone. 
Once you wear a pair nothing 
else will do.” 


That’s the way customers talk 
about shoes that have GRO- 
CORD Soles and Heels. After 
the first pair they are never 
satisfied with any other sole and 
buy again and again. 

There is a non-skid GRO-CORD 
Sole and Heel for everyone. The 
line is complete. Fibre cords on 
end bring wear against the grain. 
Severe abuse has little effect on 
GRO-CORDS. They are water- 
proof, comfortable and stylish. 
Ask your manufacturer. 








A few who wear 
GRO-CORDS 
Business people 
Farmers + Carpenters 
Mail Carriers 
Boy Scouts - Golfers 
Factory employees 
Steel workers 
School children 
Policemen 
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feature line 

of smartly styled 
women’s welts 
retailing from 


$7 to $8 


for every merchant who needs a thor- 
oughly satisfying and genuinely correc- 
tive shoe with more sound comfort 
features and fitting qualities than 
any other. 


NINE 
REASONS 
WHY 


ONE 
A Perfect Fitter. 


TWo 
Air-O-Heel Rest. 
THREE 
Air-O-Pedic Snug Fitting 
Arch. 


FOUR 
Support for Metatarsal Arch. 


FIVE 
Room for Cuboid. 


SIX 
Ankle Hugging Patterns. 


SEVEN 
Special Steel Shanks. 


EIGHT 
Non-Binding Throat Line. 


NINE 
Smart Styled Welts. 





WIDTHS SIZES 
AAA to EEE 2% to 10 


AIR-O-PEDIC SHOE COMPANY 


MANUFACTURERS , 
612 ATLANTIC AVE., BOSTON, MASS. 





WALK ON AIR IN AITIR-O-PEDICS 


—~— 





Boot anD SHOE RECORDER 
combining Taz SHoms Rerattar, Dec. 28, 1929 238 








i ae 


OIOIAYTL Got 





NPS AN Convention 


I Wofesee) Ls ae ot | 


Blastanopmelaae 
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The 


SEATFTON'S 
GREETINGS 


from the makers of 


AMERICA’S 
BEST KNOWN 
SHOES 




















JUST ONE OF 


294 


W. L. DOUGLAS 
Style No. 1063 sg T Y iL if s 


“Douglas Clog” 








Imported Black Gun Metal 
¢ Blucher Oxford with USKIDE 
+ seme Toplift, made by the United A 
States Rubber Co., and metal 











‘ heel plate. 

9 Also carried in rich Russia 

Calfskin at same price, style IN STOCK 
— JANUARY 1, 





1g 3 O 
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WHILE ATTENDING NATIONAL SHOE CONVENTION 
YOU ARE CORDIALLY INVITED 
TO VISIT AND INSPECT 
OUR NEW FEATURE LINES 
OF QUALITY FOOTWEAR 
AT OUR CONVENTION HEADQUARTERS 















HOTEL MARYLAND 





HOTEL JEFFERSON 












Room 333 Room 106 ‘ 
PROPR-BILT SHOES THOMPSON SHOES ; 
“The Correct Shoes for Growing Feet” for Men Z 
ARISTOCRAT PLAYFAIR Style Shoes at Popular Prices d 
Riding Boots Shoes for Children for Keen Buyers f 








O°DONNELL SHOE CORPORATION i 
ST. PAUL, MINNESOTA | 

















Turned = 
Comfort! 


This light-weight 7 











<SUNB EAM) 


Wed 4 oy ) 


eg Hits TENA SES | 
Supply 
- Your Wants | 


in » 
Rochester - Made §§ 
Quality Shoes in § 
















Knights-Allen Turn with 1 
its cut-out quarter, saucy 4 
bow, and extra comfort 
in a rubber heel, is just t 
what many of your cus- x 
tomers want for 5 
an every-day shoe. 













a! 





KNIGHTS-ALLEN CO., Inc. 
HAVERHILL, MASS. 


Makers of women’s turns 
“Put together a little better.’ 


Boston Office: 207 Essex Rene f 


* | 
POST-MoVEY “x | 


BU EUEOEOTO ROE OTEROAA A T AT 








+ a 





RY 
o 
2) 
3 
5 
2 
; 
= 
5 
&, 
4 
of 
2. 
oy 
& 


g <A Turns,Compos % 
. PF and Stitchdowns. COMPANY 
5 Cutters of 


B145 — Patent Lace Turn; IN STOCK 


Vamp and Quarter Underlay. 
1 1-5, $1.15. 


FINE QUALITY TOPLIFTS 
of every description 
BEST OAK TOPLIFTS 


AVON OO 




























:, Maize Shoe Co., Rochester, N. Y. for the 

°. ’ 

° SALESMEN: You can make REAL money with NEw Wom EN’S LEATHER 
2 this ee commissions and prompt pay- “4 EEL 

he sa eal ews 347 CONGRESS ST., BOSTON, MASS. 
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This remarkably fine calf tannage is a new 
type of leather, setting a new standard in 
; mellow softness and high lustre—a non- 
I scufing, wrinkle-resistant leather of sur- 
4 passing lightness and charm. 


E You may depend upon it—Rueping’s 

. Glace Calf will bring a new and joyous sen- 

ie sation to the eyes and feet of style-minded 
women. 


See it—feel it—study it—before placing i 4 ry [ CE Ss 


your next big orders. ; a y| Jf ei 


Swatches on request. 





A TRIUMPH 
Blacks, browns and colors. IN AMERICAN LEATHERS 












FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


CINCINNATI ROCHESTER SAN FRANCISCO 
NEW YORK LEICESTER, ENGLAND 
MILAN, ITALY FRANKFURT, GERMANY 

















BOSTON MILWAUKEE 
MONTREAL ST. LOUIS 
PARIS, FRANCE > 































~ 
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RUF-TRED \ 4 
- 

} . 

TEE-CUP | 





me Du-Flex 


eee SCOTTEE 


The Popular Choice 
for All Footwear 


A wide range of styles for Sports and also 
general wear as well, making them practic: 
for all seasons of the year. 


Made with different treads, and in a variety 

- of colors, always light in weight, and abso- 

| \W lutely damp proof, they are ideal for women 

RIB COL! (ae \ and children’s wear. Our Bunny and Grid 

' ' Gristle help to increase sales. There are many 

imitations but the genuine Du-Flex Gristle 

is the safe sole to use for durability. They are 
guaranteed. 


WAFFLE 


Send for a Du-Flex animated movie card. 
Free—No obligation 


FAIRWAY 


‘, { ye BIRDIE 
ay 


\ ‘ 
\ AT 

Fhe 

. ‘ m/s f 
ALWYN bia, 5 Y 


Oty ING X 
\ reve . 
: Veh MOA ON | t ‘ ‘ 


wr 
\ 





\ 












gue. ee | 


-GRID GRISTLE 


AVON SOLE CO-AVON: MASS: 
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riety 
abso- 
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SF }| 












tee Santa oe 





‘SPIER I ay FAAS ee gr NI 








“Born to Mr. and Mrs..... ” 


Every birth announce- 











@ ment means, accordingto © 
| our records, the sale of 
twenty pairs of Soft- 
Soles! When it comes to 

gifts for baby, shoes 
come first and fast! 

Because of their super- 





fine quality, Mrs. Day's Mrs. Day's Ideal Baby 
Id 1B b Sh l- Shoes are made in a wide 

-_ —y wus aes & . variety of types and 
ways chosen when the styles, covering every 
finest is desired. **Soft- baby footwear need. 


*” = Price List gladly sent 
Soles for the infant— 


“Toddlers’’ for the 
creeper — Semi-Hard 
Soles for the first 
steppers. No wonder 
this line is noted for 
turnover. 

Our catalog will be 
promptly and gladly 


sent at your request. 















MRS. DAY’S IDEAL BABY SHOE CO. 
DANVERS, MASS. 


Chicago——325 W. Jackson Blvd. New York——387 4th Ave. 
San Francisco—49 4th St. St. Louis—1307 Washington Ave. 








@- 
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HAVERHILL MASS 


J] AVERHILL. SHOE NOVELTY CO. 


St. Louis Representative: Columbia Leather Company, 2501 Sullivan Ave. 
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3090—"‘Sonya’’—Patent step- 
in pump. Steel buckle. 
A to D and EEE. 






3430—“‘Pelham’’—Patent cut- 
out tie, black calf collar. 
AA to EEE. 

3434—Same in tan calf—sun- 
tan kid collar. 

3441—*‘Pembroke Tie” —Black 
kid, whole quarter. AA 

to EEE. 









30983—Same in black calf. 

























3490—‘‘Jane’’—Patent center 
buckle, one strap. AA to 
EEE. 





3400 — “Enid”— 
Patent cut-out tie. 
AA to 


EEE. 
3404—Same in tan calf. 
8401—Same in black kid. 


RETAILING AT °O—~ 


Come in and inspect this wonderful line of shoes 
to be displayed at the various style shows during 






3491—Same in black kid. 












SPA a 


Pre Selah: 











; the month of January: 
e 
St. Louis Boston Philadelphia 
7 Statler Hotel Statler Hotel Adelphia Hotel 
¥ Rooms 448-450 Rooms 618-620 Room 801 
: M ~ K ] N Carried in Steck at Besten 
é New York Office P By Fashion Shee Ce. 
144 Duane St. 190 Lincoln St. 
Puaetéshte Ot SHOE COMPANY hs Catan 
Forrest Building By Chas. Longini & Sens 
419 E. OLIVER ST. $12 Vine St. 





BALTIMORE MD. 
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We invite you to inspect the longest 
and broadest line of samples we have 
ever displayed. 


You will see—made up—samples re- 
flecting originality and present day 
models—Hurley Shoemaking—visi- 
ble evidence. It will pay you to in- 
vestigate. 


MAY RETAIL AT 
































i] 





40 NUMBERS 
IN STOCK 


Send for catalog 











See Hurley’s First 
At the Boston Show 


Hotel Statler 
Room No. 427. Booth No. 18 
JAN. 14-16-30 






Besto 
10540—Tan 
10552—Gun Metal 




















Hi Gear 
10436—Tan 
10548—Black 


HURLEY SHOE (CO. 


ROCKLAND, MASS. 


Custom Shoemakers Since 1856 




















Rosa Lee 
Arch Shu 


For Women 


To Retail $5 and $6 


A Perfect Combination of Style, Fit and Wear 


Sample pairs Prepaid Post on request. 





No. 337 
Widths AAA to EEE 





Rooms 110-112, Mayfair Hotel, 
St. Louis, Jan. 6-7-8-9 


A. M. LEGG SHOE CO. 


Pontiac, Illinois 











—— | 


== ARCH SHOES —— 





SUREp 


Ne. 108 
Black kid 
vamp and 


IN STOCK 


ae” cas AA TOE 

net las. ONE OF 25 
14/8 leath- 

“peop MADE IN PHILADELPHIA 
{4 *% >? BY MASTER CRAFTSMEN 





C. S. GIBBON CO. 














50-54 No. 4th St. Phil., Pa. 















STOCK 


36 Pair Cases 


WOMEN % 
LIKE THEM 


Women like these practical 
everyday slippers for household 
wear. Greeley Boudoirs are 
made with leather or rubber 
heels. Black or colored 
kid. If your jobber can- 
not supply you—write us. 


A. W. GREELEY 
12 Duncan St. - Haverhill, Mass. BR 








242 
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TRE 
BIG SPECIALTY FEATURE 
FOR 1930 


ADJUSTABLE 
ANKLE 
SUPPORT 


U. S. Pat. Office 
1683465 






























in 
Metal 


FOR DRESS OR SPORT! 


—Entirely Overcomes Loose Fitting at the Ankles— 





Suess rly lla Raa ARTA LAA HEL Revell bees hea ra 


Exactly as worn by leaders of society and sport. 





— Ask any of the under-mentioned manufacturers to send you their 
— samples, embodying the above patented feature, since by stocking 
shoes with this device you are enabled to fit completely and quickly 
K : anyone coming to your store, and each one is going out a satisfied 
¥ and contented repeat customer. 
‘4 
uA | 
EN 4 The following firms are licensed to use this patented feature. 





nae BARNEY, CAPEN & DENHAM CO., A. FREEDMAN & SONS, Inc., 
Brockton, Mass. Brockton, Mass. 
— BROWN SHOE CO., HAMILTON BROWN SHOE CO., 
ite St. Louis, Mo. St. Louis, Mo. 
CAMBRIDGE RUBBER CO., PAUL J. RICHARD CO., 
< Cambridge, Mass. Farmington, N. H. 
EDWIN CLAPP & SON, SHERWOOD SHOE CO., 
East Weymouth, Mass. Rochester, N. Y. 
CONRAD SHOE CO., STONE TARLOW CO., Ine.. 
Brockton, Mass. Brockton, Mass. 


WATSON SHOES, Inc., 


Stoughton, Mass. 








- 8 fhe PE De ee 








| x ATLASTA SHOES INC. * 


168 LINCOLN STREET - - - BOSTON, MASS. 
















Boor AND SHOE RECORDER 
combining Taz SHom Reraiier, Dec. 28, 1929 243 





1929 




















COLOp, " 
O 











: i NU-TONE F a 
SPORT SOLES | T 


SEND FOR | S$ 





NU-TONE 


Made in Men’s, MEN’S 
Boys’, Youths’ and 
Little Gents’ sizes, 
with heels to 
match, in follow- 
ing colors: 


Black 
Tan 
Red 


Blond (leather 
shade) 


sera oe Gem PANTHER]! | 


Blue 
Green STOUGHTON, A&A 


























oe A Quality Sole For 
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YOUR SPORT 
on SH 
Le APS | OFS 


~~’ 


EP | AHEAD WITH 
NE f and WAVERLY as 
ES | THEY’RE RIGHT. ae 










YR | SAMPLES. 








WAVERLY 


Made in Women’s 
and Misses’ sizes, 
WOMEN’S with heels to 
i match, in follow- 
' ing colors: 
Black 

3 Tan 

t Red 
Blond (leather 

shade) 


RO | DB w) |B |B r ED Cc © - ane Pure Gum 


Ni) MASS. is 














Volume Buyers ee > 
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KING. 


HARD ENAMELED 
SHOE BUCKLES 
AND ORNAMENTS 














Manufacturers, dealers and_ the 
“buyers” are cordially invited to visit 
our sample rooms at the St. Louis and 
Boston Style Shows. 


There you will find the most complete 
line of beautifully cloisonée enameled 
buckles and ornaments in the season’s 
new colors at our much talked about 
low prices. 








You have had better prices for better 
hard enameled buckles in 1929 than 
ever before. If you do not know why— 
ask any manufacturer who knows 
“KING” buckles and shoe ornaments. 


The exacting demands of our cus- 
tomers for soft enameled buckles in 
large volume is being met by us. 






For the benefit of our customers as 
well as for our own protection we are 
design patenting our many original de- 
signs of shoe buckles and ornaments; 
and we will promptly proceed against 
those who are known to be deliberately 
making cheap infringements of our 
buckles and ornaments. 





Sample Room No. 354 
St. Louis 
HOTEL JEFFERSON 
Jan. 6-7-8-9 


Sample Room No. 522 
Boston 





HOTEL STATLER 
Jan. 14-15-16 


C. G. KING 
& CO., Inc. 


Manufacturing Jewelers 


PROVIDENCE, R. I. 








* 













GOODYEAR 
WELT RS 


$3162 Patent Leather 
5/8, 8%/11, 11%4/2. 

















$3375 Coffee Elk 5/8, 
8%4/11. 

$3376 Black Elk 5/8, 
8%4/11. 


in stock. 


sell at a satisfying profit. 


BooT AND SHOE RECORDER 


ON DISPLAY 










$3312 Coffee Elk 
ofl, 114%4/2, B, 


All of these shoes carried 


HESE three shoes illustrate the fine, 
upstanding value of the Humpty- 
Dumpty line—long favorites with the 
children and easy for every merchant to 


WILLITS SHOE CO. 


Halifax, Pennsylvania 
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COMPLETE 
LINE 


AT THE 
COPLEY- 
PLAZA 
JANUARY 
14—16 











AMOrn <9svsco <9Vvscrt 

















a oe of ool 





AA RBS OS ARAT NONE | a. 


0u/1 WANT TO 


ORDER 
THESE 
SHOES 


THE PARAMOUNT 

TWO TONE SPORT GLASSBORO 
A CHOCOLATE AND CREAM 
COMBINATION 


THE NEW YORK 

GENUINE WHITE BUCK 
WITH TAN CALF TRIM 
ALSO GENUINE WHITE 
BUCK WITH BLACK CALF 
TRIM 
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The ag foe 


wowesT ALL 
T 


See them at 


ST. LOUIS, HOTEL JEFFERSON, ROOM 937 
AT BOSTON, HOTEL STATLER, ROOM 400 


“All right”—from toe-cap to back- 
stay! Emerson Shoes as designed 
for Spring and Summer will get 
the hearty O. K. of every buyer 
who knows value and appre- 
ciates style. Old customers 
and new will find the Emer- 
son salesmen at the Emer- 
son booth ready to make 
their convention trip an 
unqualified success. 


EMERSON SHOE MFG. CO. 


ROCKLAND, MASS. 


UNION MADE 


Makers of Kumfort-Arch Shoes 





































THE NEW 
SPORTSTER 


OFFICIAL 
GIRL SCOUT SHOE 





STANDARD MATERIALS 
WILO ELK UPPER 
SCHMIDT ERIC CALF UPPER 
DUFLEX GRISTLE SOLE 
SPARTAN GOLD SPOT SOLE 
LEATHER COUNTERS 
SOLID LEATHER HEEL BASE 
GOODRICH RUBBER HEELS 







IN-STOCK 


Growing Girls’ 2% to 16 AAA to D 
Misses’ 11% to 2 AA to D 
Children’s 8% to 11 A to D 


Every Size Is Available in Every Width 








A Successful New Shoe 


In A New Field With 
A READY-MADE MARKET 


RETAILING AT $5.50 


Hundreds of thousands of Girl Scouts are eagerly 
accepting the “Sportster”—Official Girl Scout Shoe— 
because their great organization has given it a hearty, 


official O. K. 


Every Girl Scout in your district is sold on the 
“Sportster” even before you stock a single pair. Sales 
figures also show that four pairs are sold to non- 


members to every pair sold to actual Scouts. 


To this live, ready-made market add these advantages: 
a short, easily handled line of three shoes, each style 
in 160 different sizes and widths for your convenience. 
Nationally and locally advertised—a franchise offer- 


ing both prestige and profit. 


An extraordinary value to retail at $5.50 in growing 
girls’ sizes and proportionately less in misses’ and 
children’s. 


Progressive merchants everywhere are asking for this 
franchise to sell “Sportster” Official Girl Scout Shoes. 
Why not ask if there is one still open in your locality ? 


Mayfair Hotel Rooms 116-118, Jan. 6-9 






Brown § Elk, 
“Gold Spot” soles, 
Goodrich Rubber 


A. SANDLER 


GIRL SCOUT DIVISION 
154 LINCOLN ST. 


BOSTON 
MASS. 





blac 
Calf,” “Gold Spot” 
soles, Goodrich Rub- 


ber heels. 
a oe... “<a No. 125 — Same in 
Smoked Elk, Duflex Schmidt’s Brown 


Gristle Sole and tennis heels. 


Calf.” 


“Eric 
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No. 1005 
Always In Stock 


An eyeful of style—that’s what Hill 
Bros. shoes give to young men. They 
are built for young men by young 
men for merchants with young ideas. 


Hill Bros’. line in your window tells 
every young fellow in your locality 
where he can get his favorite foot- 
wear. 


No need to guess or gamble. A very 
small initial order—a few models in 
your window—and the boys them- 
selves will do the rest. 


And it retails at the young fellow’s 
price of Five Dollars. 


If you want our 
catalog and prices, 
why not tell us so? 


15 ER i ED ESL APM NR ag 


Int Bros.Co. 
HUDSON AoE 
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Stock No. 17 Steck No. 375 
Black Boarded Elko PP nang Whole Quarter, Tan Moccasin, Uskide Sole. 


Goodyear Stitched. Uskide Sole. 


=, Boys’ $2.60, Youths’ $2.45, Little Gents’ 
a CARRIED IN STOCK 


CARRIED IN STOCK 


We are illustrating on this page a few of the 
styles we are carrying in stock for fall in Boys’ 
shoes. . 


Live merchants demand Quality, Style, Price, 
Discount, and Prompt Instock service. J.P.S. 
shoes meet all these requirements. 


_ Our terms of 5% 10 days make our proposition 
a very attractive one. Dealers who confine 
their purchases of children’s shoes to J.P.S. 
lines appreciate this additional profit. 


Concentrate on J. P. S. shoes and save money. 





Stock No. 301 
Gun Metal Blucher, Whole Quarter, Goodyeer 


ee ee se SY coub uch odevdonensdeaed $2.10 Stitehed. Ustan Sole. 

RTT Sasnatnensiosedon esos oo ST teint ashi ebietabensensesses 1.95 SEED Sink kata geveeceessevess $2.2 
Ge Git BOSEORs occcscccccccce 2.15 Little Gents’ 10/13%... eee eeeseees 1.80 Youths’ ...ccccccccccccccccsesccees 2.1 
Terms: 5% 10 days. Net 30 days. Terms: 5% 10 days. Net 30 days. Little Gents’ 10/13%.....-+-++eeeees 2.0 
Stock No. 176, Same as above with leather Steck Ne. 370.. Same as shove in Black. Terms: 5% 10 days. Net 30 days. 


Stock Ne. 300. Same as above with leathe- 
sole. 


CARRIED IN STOCK 





The complete line of John Pilling 
Shoe Co. will be on Display at 
Room No. W-608, Boston Shoe 
Show, Hotel Statler, wonton, Jan. 
14, 15, 16. 









LOWELL, MASS. 


soy JOHN PILLING SHOE COMPANY iss; 








Spring Step Heels and Uskide Soles Made by the United States Rubber Co. Are Used Exclu- 
sively by the John Pilling Shoe Co. 








BULL DOG WEAR IN EVERY PAIR 










250 
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. stad 


The Style Note at 
ST. LOUIS and BOSTON 


will be 


LEATHER HEELS FOR 
DAYTIME WEAR 














De sections of the country report the growing popularity of Built-up leather 

heels for daytime wear. Sales Managers all say, “We must have some 
Built-up leather heel samples for the St. Louis and Boston Shows.” 

Dealers visiting the sample rooms will see a most attractive array of walking and 

ling ; daytime shoes with styleful, pretty, Built-up leather heels, that won’t break, peel, 

pat or come off the shoe, and will outwear other types of heels. They give a satisfac- 


: oe tion that is pleasing both to the dealer and the consumer. 
an. . 


WHEN YOU ORDER SHOES SPECIFY RENTON LIGHTFOOT LEATHER HEELS 











write to the 


RENTON HEEL CoO. 
63 Allerton St., Lynn, Mass. 


:| RENTON 
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K SANDALS AND SLIPPERS | ad 
<NANS 
= 


HAVE YOU SEEN ROOMS 905-906 


THE NEW HOTEL LENNOX 
“DUN DEER” | 
SANDAL ES | 
SOMETHING W. R. SHRIGLEY 


VERY DIFFERENT GEO. T. CUMMINGS 


KEEP IN TOUCH WITH 
THE L. B. EVANS SONS COMPANY 


WAKEFIELD, MASS. Ys 





VICTORY 


IMPROVED 





DETACHABLE BUCKLE HOLDERS 





EFFECTIVE DECEMBER 1, 1929 


| 
| 
NEW PRICES TO RETAIL STORES 
\ 


$ .90 a dozen pair 
10.00 a gross pair 
9.50 in 5 gross pair lots 


IF YOUR JOBBER CANNOT SUPPLY YOU WRITE DIRECT TO US 


Every good article is imitated. The PATENTED Victory De- 
tachable Buckle Holder is no exception. Infringers will be 
prosecuted. 


Manufacturers and Jobbers write for new prices. 


FLEMING & KEEVERS CO... INC. 


Manufacturers 


NORTHAMPTON MASSACHUSETTS 
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NOW ¢ 
= ee = WwoRK 
“Genuine Mino OO? OXFORDS 


Last—Blucher Ox- 
ford — Single Oak 
Sole—Rubber Heel. 


Work shoes have been steadily improving, 
so what is more natural than the workman 
demanding a work oxford? He wears oxfords 
for dress and likes them—here is a work 


oxford that he will like. 


“Herman quality” throughout—the identi- 
cal standard of workmanship and materials 
which you naturally expect from Herman at 
a price you will be glad to pay. 


If you come to Boston, Mr. R. A. Longmore, 
Sales Manager, will be glad to see you at our 
sales office, 186 Lincoln St. 


JOSEPH M. HERMAN SHOE CO. 


186 Lincoln Street 
Boston, Mass. 


QUALITY 
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THE 


COMBINATION 














CUSTOM 


The success of the Edwin 
Clapp Shoe and the repu- 
tation it has enjoyed for 
more than _ seventy-five 
years could only be built 
upon the solid founda- 
tion of absolute integrity 
in manufacture and ser- 
vice. 


The quality which has 
thus established our 
men’s footwear so firmly 
in the confidence of the 
trade and public will be 
again exhibited at the St. 
Louis Show. 


We hope you are coming 
to St. Louis and most cor- 
dially invite you to make 
your headquarters at 


Rooms 740-742-744. 
Hotel Jefferson 





ESTABLISHED 1853 HOE 
EAST WEYMOUTH, MASS. 
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LIGHT LIGHT 
WEIGHT WEIGHT 
KID REPTILIANS 





























TUFSTA DOUBLER 





We do not believe that a kid or a kangaroo skin can be successfully backed 
by the hot iron method without showing pipe wrinkles. 


Tufsta Doubler is the remedy for this backing problem. 


Tufsta Doubler will allow you to use light-weight skins of fine texture, and 
give you the desired feel of a plump hide. 


Tufsta Doubler is porous and will not draw the feet. 


Tufsta Doubler will tend to eliminate water stains on light-colored leather over 


the box and counter. 


Specify Tufsta Doubler to be used in the next lot of shoes that you order. 


Samples and information furnished on request. 











LIGHT 
WEIGHT 
CALF 





























AMERICAN REPRESENTATIVES 
St. Louis, Mo. JULIUS GLASER & CO. 1113-1115 Locust St. 
Cincinnati, Ohio J. LEVY SONS 107 East Third St. 
Milwaukee, Wis. K. 0. SCHNEIDER 630 East Water St. 
Rochester, N. Y. ELMER W. DAY 24 Andrews St. 
Haverhill, Mass. BAILEY & BAYLEY 18 Granite St. 


Representative for Great Britain and Colonies except Canada 
LIVINGSTON & DOUGHTY, LTD. MILLSTONE LANE, 
LEICESTER, ENG. 


CENTRAL EUROPE REPRESENTATIVE 
ALBEKO, G. M. B. H., Frankfurt a/M, Germany, and Vienna, Austria 


RESPRO Inc., Provivence, R. I. 
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JACK-O-LANTERN SHOES 


Boot AND SHOB RECORDER 
combining THz SHom Reraiumr, Dec. 28, 1929 











8, 1929 


LL-RUBBER 
GAITERS... 

hold fashion’s fancy 
for Winter and Spring. 
In the Converse ENSEM- 
BLE you'll find a concealed 
fastener all-rubber novelty 
that not alone embodies the 
delightfully graceful lines of 
today’s style demand but — and 
it’s a most important “but” from the 
merchant’s viewpoint—which also fits 
a wide variety of women’s lasts. If 
you've struggled mightily to fit shoes that 
just wouldn’t, you instantly appreciate the 
ease and readiness with which the ENSEMBLE 
slides on over the shoe. 


The Converse 1930 Footwear Catalog is just from 
the press and shows, besides a number 

of quick-selling novelties, the complete 
Converse line. Your copy awaits your 
request. Why not write for it—today? 


Converse Rubber Company, Dept. BS-16 
— Malden, Mass.; 101 Duane Street, New 
York; 3932 So. Lincoln Street, Chicago; 
646 Stinson Blvd., Minneapolis. 
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Slim, shapely, 

light weight, all 

rubber gaiter, 

moiré design... 

Talon concealed hook- 

less fastener... silky 

lining won't mark stock- 
ings... in the desirable colors 
—gunmetal, chocolate and black. 


OnVCTSe 


BIG'C *’ LINE 
WATERPROOF FOOTWEAR 





A Bunion Foot Before Fitting 
Dr. Scholl’s Leather Bunion 
Protector 


Bunion Foot With Deformity 
Concealed by Dr. Scholi’s 
Leather Bunion Protector 


Dr. Scholl’s 
Leather Bunion Protector 
Solves A Shoe Fitting Problem 


Fitting the bunion foot becomes 
a greatly simplified task with Dr. 
Scholl’s Bunion Protector. This 
is a self-conforming device that 
fits closely and snugly over the 
disfiguring joint, relieving all 


shoe’pressure and friction, thus ” 
- and scientific shoe fitting is made . 


ensuring long sought comfort. 

Likewise it fills in the hollow 
spaces around the deformity con- 
cealing the unsightly bulge and 


preserving the shape of the shoe. 
Dr. Scholl’s Bunion Protector 
is made of fine quality tanned 
leather and padded with wool 
felt. It can be worn over or under 
the stocking. 
This new aid to foot comfort 


in sizes for men and women, 
rights and lefts. Price $6.00 a 
dozen. Retail 75c each. 


Visit our booth (Space 26) Main Floor, Hotel Jefferson, dur- 
ing the S. N. R. A. Convention, St. Louis, January 6, 7, 8, 9 


THE SCHOLL MFG. CO., Inc. 


Largest manufacturers of Foot Appliances in the World 
213 W. Schiller Street, Chicago 


62 W. 14th St., New York. 112 Adelaide St.,E., Toronto Granville Square, London, W. C. 1 


Branches in the leading cities of the world 
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cSend for Latest Cutalogue 
——- all ins in stock 


M.A. ACKARD COMPANY 


ROCKT MASSACHUSETTS 
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ARCH-O-THENIK 
THE AUTHENTIC ARCH SHOE 
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SHOE DX COMPANY 
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SIX MILLION READERS 


SOMETHING MORE THAN 

JUST SHOES 
Trade Builders are an advertised 
Standard of Value. We tell the 
men in six million homes about 
them every month of the year. 
Thousands of these men are in 
your trading radius. Buy Trade 
Builders. Serve these men and 
take the profit. 


TRADE BUILDERS WEAR 
ON THE INSIDE TOO 
The Grain Leather Combination 
Counter Pocket and Back Stay is 
an Exclusive Trade Builder Pea- 
ture. Men like it. It saves the 
lining and saves the sox. Our 
super fitting Last with the pat- 
ented special steel shank provides 
comfort men demand today in 

footwear. 


TOM 
A soft, easy fitting, genuine Black 
Kid Shoe with all the exclusive 
Trade Builder features at $3.50 
per pair. 






Write for a sample 
pair in your own 
size. 
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notice will be given. 






239 West 39th Street 


COLDWATER - 


No More Copies of the 


Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lezi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
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merchandising 
features of 
“Trade Builders’ 
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If you sell Men’s $5.00 sho: 
your stock is incomplete witho.! 
TOM.’ 








M. T. Shaw, Inc. 
MICH. 





















New York, N. Y. 














































Did you ask about 


SPORTSHOES? 


Let us give you a real answer 














Complete sample line 
on display 
at 
BOSTON SHOE 


STYLE SHOW 
N Room 444 


EE 


Rosse Tr 
ie Shoe /}E 
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HOTEL STATLER 
Jan. 14-16 
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Ruepings White Elk—Black 
or Brown Calf trimming. 
Made with leather sole and 
heel or “‘Uskide’’ Golf Sole 
and “Spring-Step” Rubber 
Heel. 





Sport Shoes did you say . . . Let Crossett 
give you a real answer. 


The Crossett “Sport Shoe” line for Spring 
H. . represents months of preparation and study 
/ of the many different territorial preferences 
of our widespread customers. 


Result—a variety of design and pattern that 
covers a very broad scope of demand. 
m 6OCOA enlarg i 50 t 

5 510.08, ed eed —- of $7 30 - Ruepings White Elk—Black 


atid White or Brown and 
White weave. “Spring-Step”’ 


. Crossett shoes were never better worth your Rubber Heel. 
| inspection. Samples or our nearest sales- 
man at your request. 





CROSSETT SHOE CO. FACTORY AT Augusta, me. 
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Educating the Customer 


OME mighty good common sense is 
written in a copyrighted article en- 
titled “Foot Talk” that the Coward 
shoe stores put out to their trade. 
Things of this nature build up a store’s 
reputation. Some 62 years of constantly 
striving to elevate shoe fitting to an art 
have given Coward an international re- 
tail trade. In this little leaflet, “Shoe 
Talk,” the Coward firm tells its cus- 
tomers, among other things: 

“Many people go hobbling through 
life—nervous, irritable, only express- 
ing half their real power—knowing 
only half the real happiness of life be- 
cause of half-sick feet. 

“A wise general knows that sore feet 
will do more to disrupt his army than 
the bullets of his enemy. 

“The whole magic of foot health is 
expressed in the one word ‘circulation.’ 

“Water that does not ‘circulate’ be- 
comes stagnant and impure. Air that 
does not ‘circulate’ becomes foul. Blood 
that does not ‘circulate’ becomes dis- 
eased. This is the law of nature. 

“The feet should be bathed daily, not 
only to keep them sweet and whole- 
some, but because the sweat glands can- 
not properly perform their function, 
unless the pores are kept open and free 
to excrete the waste material from the 
blood. 

“The next vital thing is to wear shoes 
that do not strangle the arteries, and 
impede the free circulation of the blood 
throughout the feet. 

“The shoes should be long enough to 
permit the toes to rest in a normal posi- 
tion, and wide enough so that the foot 
can have an adequate easy tread. 

“And, finally, a shoe should be so 





HARRY R. TERHUNE 
Field Editor 


designed that the weight of the body is 
properly poised and balanced so that 
the pressure is not exaggerated at any 
point. 

“The nails should be cut straight 
across—not too close, as they afford a 
protection to the toes. 

“There is a vitalizing and exhilarat- 
ing sensation in standing and walking in 
the right shoes—a sense of power, you 
can go and not be footsore and weary. 

“There ista science and art in shoe- 
making as in other things. What we 
have learned in our 62 years is at the 
service of every one of our customers.” 

2 


Cardinal Rules of Display 


HERE are five cardinal principles 
of window trimming, Unity, Pro- 
portion, Balance, Eye Direction and 
Color Harmony, says Dick B. Dale, 
display man for the Robinson shoe 
stores in Kansas City. Check them in 
window illustrated on the next page. 
To quote Mr. Dale: “The necessity 
for unity is quite apparent, especially 
when circumstances require one to 
show a large number of shoes at one 
time. In this window are three units. 
The right has the shoes at $10 to $16.50, 
the center the hose and the fast styles, 
while the display at the left is for the 
downstairs department. 
“Direction simply consists in placing 
shoes in the window in such a position 
as to cause a looker’s eye to travel from 
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one shoe to another until one that hits 


the fancy has been discovered. That 
means, too, that the travel must be 
toward the store door and not away 
from it. 

“Proportioning the window space so 
as to bring out the good points of every 
shoe and so that one shoe or unit will 
not confuse the one next to it is almost 
an art in itself. 

“In well balanced windows, any shoes 
may be shown and at the same time not 
give the impression of being crowded. 
A symmetrical window is easy to look 
at and easy to buy from. 

“Here the metallic effect so much in 
vogue is used in with the fall brown 
tones. The motif is dark brown old oak 
trees with a lighter brown background. 
Color harmony is a deeper study than 
just a pleasing combination. It must 
not only reflect the mood of the season 
but the type of merchandise shown.” 


* * * 


Getting Rid of Old Shoes 


ERE is a thought for some of you 
big hearted fellows that comes 
from Dave Petty, of Pittsburgh. in- 
stead of having a cut-priced sale in the 
winter, an offer is made that $2 will be 
allowed on any pair of new shoes when 
the customer leaves the old shoes with 
the store. Last year between seven and 
eight thousand pairs were collected. 
The next step is to have these old shoes 
put in wearable shape by the store’s 
repair department and then give them 
to the various city charitable organi- 
zations, 
With each shoe sale and each repair 
job, every customer receives a ticket 
that entitles him to ten free shines. 


Boor AND SHOB RECORDER 
combining THs SHog Reraruer, Dec. 28, 1929 








He 
we 
the 
see 
po: 
it 1 
tor 
wi 
to 

bu 
of 


me 
fo 
wl 


in 
th 
mi 








ia 


|} 


jat 
be 


$O 


ry 
ill 


es 
ot 


ik 





Here is the reason for it. “Even though 
we do our best to satisfy a customer, 
there is a chance that we may never 
see them again. Just a slight chance, 
possibly, but we do all we can to bring 
it to the vanishing point. If a new cus- 
tomer, or an old one, for that matter, 
will have some reason for coming back 
to our stores before they are ready to 
buy new shoes, we stand a good chance 
of becoming better acquainted.” 

In a recent quarter page advertise- 
ment the Petty store boasted of having 
fourteen members of the sales force 
whose years of service totaled 136 
years. Not a bad idea, that, either. 


* * 


Shelving on Wheels 


AW a clever little trick in the 
Sterling Shoe Store in Providence. 
It was a temporary shelving on wheels 
which could be placed in any position 
in the store in a moment. When I was 
there, late in November, these four 
mobile reserve forces were filled with 
rubbers, waiting for the first snow 
storm. Each one holds 100 pairs. They 
are four section affairs, with 25 pairs 
to a section. I. P. Pearlman, the pro- 
prietor, told me that he had them made 
to his order by a local metal worker. 
There are great possibilities in this 
idea. 
Exchanges are not the old sore here 


Keeping in touch with new trends in 





that they are in many stores for the 
Pearlman method is based on the as- 
sumption that an exchange is brought 
back because of a dissatisfied customer. 
The policy that has worked out well in 
this store is entirely different from the 
usual. A customer bringing back a re- 
fund is not given the same salesman 
who originally sold her. A new man is 
assigned to the sale. A refund is made 
out on the first sale, so that it is washed 
out. The second man proceeds as 
though the customer was making a new 
purchase. Ducking exchanges is a 
thing of the past; more careful original 
sales are made. Both result in more 
satisfied customers, says Mr. Pearlman. 


* * * 


Snake Shoes in ’61 


NOTE from A. Wachenheim of 
the Imperial Shoe Store, New 
Orleans, says: 

“Inclosed I beg to hand you copy of 
an article which appeared in the New 
Orleans Bee, newspaper, on March 1, 
1861, which speaks of shoes made of 
reptiles almost 70 years ago. 

“This article was quite a surprise to 
me, since I was under the impression 
that this material has only been used 
for shoes in latter years; it is my be- 
lief that most people connected with 
the shoe industry have the same im- 
pression and may therefore be of con- 


merchandising 


siderable interest to your readers.” 

The newspaper article, published in 
1861, read as follows: 

“Dr. Cloquet, of the French Academy 
of Science, Paris, presented to that 
learned body a pair of boots made of 
the skin of a boa constrictor, tanned by 
the usual methods. This novel species 
of leather is said to be remarkably 
strong and supple, and the Doctor 
strongly advises the employment of the 
skin of this creature and other reptiles 
in place of skins usually employed in 
the manufacture of boots and shoes. 
The boot in question is of a dark brown 
color the scales; are on the inside, but 
show through its substance, making a 
black pattern.” 

* * * 


MIGHTY clever way of racking 

boudoir slippers was noted in the 
Famous Barr store. All the forward 
stock is kept in cabinets similar in size 
and character to glove selling cases. 
These cases keep 800 pairs of boudoirs 
on tap at all times. Then by having the 
slippers out of the cartons wrapped in 
clean tissue, the stock may be kept in 
a much better shape, especially the 
delicate colors. Sales are speeded up, 
for one girl can serve several custom- 
ers at once. If she was waiting on the 
trade in the regular shoe store fashion, 
one at a time would be all that could be 
expected. 


Leading the Customer Into the Store 





Placing the shoes in the window in such a way as to cause a looker’s eyes to travel from one shoe to another and always 
toward the entrance, not away from it, is one of five cardinal principles in display emphasized by Dick B. Dale, of the 
obinson stores, Kansas City 
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RAJAH CREPE 
This genuine plantation crepe rubber sole has been so long 


in general use on all types of sports footwear that we need 
not emphasize its fine and durable qualities. 


ER ea aE 





RAJAH HEMP 


The smartest sport sole of the season. The hemp insert in 
sole and heel harmonizes with the several voned eofors. it 
will not slip or crack and is light and flexi 


| 
| 


WEB GRIP 


An exclusive golf shoe sole—scientifically designed for firm 
stance and complete satisfaction to pro’s as well as amateur 
golfers, both men and women. 





GOLF SPORT 


Another Rajah product widely known and extensively used. 
It is designed for general sports wear and is made in all popu- 
lar colors in women’s, men’s and boys’ sizes. 





a 


SULTAN 


j Original ‘non marking” composition soles for boys. and grow- 
| ing girls, has no equal. Growing folks can wear rubbers over 
shoes soled with Sultan. No noise or slipping in the house. 








—— SUAS Heise iB Sn oS at ice Pe - 
| RUBBER PRODUCTS 
In addition to the above specialties, we manufacture under the 
Rajah quality mark the well known GUM CREPE SOLES— 
Plain Sport Soles—Rajah Ropes—Rajah Tennis Shoes—Rajah 
Beach Shoes and others. 
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\LFRED HALE RUBBER COMPANY 


NORTH QUINCY, MASS. 
ESTABLISHED 1837 
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Some of the new models now being offered in rubber footwear 


rofits Thrown Awa 


A Lesson in Unpreparedness in Buying of Rubbers 


FTER months devoted to the most attractive pro- 
gram of advertising rubber footwear to the pub- 
lic ever participated in by leading manufacturers, 

streets are peopled with women wearing every example 
of out-of-style overshoes. It does seem a bit discourag- 
ing that this condition should exist. The rubber indus- 
tries have spent hundreds of thousands of dollars to per- 
fect overshoes correct in color, weight and fashionable 
outline. Protective footwear has now become part of 
the ensemble as well as a foot protector. 

This geason’s rubber footwear is cleverly styled and 
fashioned. The correctness of the 
lines put out by most companies is 
very unusual. Yet Fifth Avenue 
is walked by more old styles of 
footwear than were ever seen be- 
fore. This may be because we are 
now rubber overshoe conscious, 
and we demand 100 per cent style 
and color as well as fit in heel 
heights. 

The West sold 75 per cent all 
rubber footwear this season and 
has done a splendid work in seeing 
that the retailer had the colors and 
types which fashionable women 
wear as a protection from colds, as 
well as from storms. The East 
was not prepared with the current 
advertised modes. Many buyers 
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were slow to accept the all-rubber overshoe. Hence they 
sold everything and anything they had in old merchandise 
and antiquated patterns of two and three seasons ago. 

Some of the smartest shops that boast of their keen 
and forehanded buyers neglected to take in their rubber 
When the first storms broke, the 


with dissatisfied customers who 


stocks early enough. 
stores were crowded 
were frankly told that nothing over size five was avail- 
able, and what was on sale was in unwanted and passe 
colors. 

This condition existed in many specialty shops, as well 
as department stores, and profits 
were lost, as well as prestige. 

With the first sign of muddy 
weather the rubber stocks should 
be moved up on the line. So that 
when the storms break it should 
not be necessary to employ taxi- 
cabs to move merchandise from the 
warehouse to the shelves of the 
retailers. When overshoes are 
wanted, they are wanted for imme- 
diate use, and no woman will sit in 
the shoe department for hours 
waiting for delayed merchandise. 

Retailers would never think of 
practicing the same method of 
stocking leather footwear that they 
follow in the rubber field. It does 

[TURN TO PAGE 296, PLEASE] 


4 new thought 
that has been de- 
veloped for a 
lined, all rubber 
boot. May be 


worn high or low. 
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gegen SAN SOPHIA 

gELIOKA | This great temple dedicated 
to Wisdom is the greatest 
achievement of Byzantine 
architecture. It has hardly 
been surpassed in the sound- 
ness of its construction by 
any edifice raised by the 

hand of man. 
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DURING 


THE United Cushion Heel is notably 


long-lived because of the exceptional 





quality of its materials and the sound- 








ness of its structural idea... It is out- 








standing for its beauty of design and 





shoemaking advantages. 

















— ” CUSHION 


WUNITED SHOE MACHINERY CORPORATION 


ae ‘Ww, BOSTON, MASSACHUSETTS 
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GRAND RAPIDS STORE EQUIPMENT CORPORATION 
store planners, designers and manufacturers of fine store equipment 
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Gaanp Rapiws Store Equtrwent Conr., Grand Rapids, Mich. 

—— We are interested in your new line of store equipment. 
Please send further information and a free copy of your new book, 

“The New Way Method in Merchandising,” 

Name 


State. 


City. 





N November we announced a complete 


new additional line of Grand Rapids Store Equipment. 

Old in its adherence to the Grand Rapids standard 
of quality and service, but new in design, construction, 
and—most important to thousands of merchants the 
country over—a new low price. 

This new line was designed, built and priced to meet 
the requirements of store owners whose appropriation 
for store equipment is necessarily limited but who 
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STORE EQUIPMENT 


= ddition of a 
completely new and conservatively priced line of store equipment 
which should be of the greatest int Cconaneindeainedae it is 
designed end priced to o meet the needs of those merchants whose 
ily limired, but who desire 
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desire the acknowledged advantages 
which have always characterized Grand 
Rapids products. 

Today no comparable equipment is 
available anywhere at the price level of 
this new line. Nor can there be, because 
only 30 years fixture manufacturing ex- 
perience, only 30 years experience in 
store planning, and the savings made pos- 
sible from standardization and large 
scale production in nine great plants 
could accomplish such revolutionary 
values. 

In its field, like the standard lines of Grand Rapids 
Store Equipment, this new line represents the greatest 
value obtainable anywhere. 








» » » 


If your store is not all that it should be, in appearance, display 
value and merchandising efficiency but the cost of new fixtures 
has made you hesitate, take advantage of this new opportunity. 
The line is ready and there is an executive representative near 
you who will be glad to give you prices and complete infor- 
mation without obligation. Simply fill out and mail the coupon. 





GRAND RAPIDS STORE EQUIPMENT CORPORATION 








Executive Offices: Granp Rapips Store Equipment Corporation, Grand Ragin, Beteht ion Factories: 
Grand Rapids, Gentlemen: We are interested in your new line of store equipment. Please sen Geand Resid 
ich? further information and a free copy of your new book, e New Way Method aecthen ry 
Rewh ie e : and o Merchandising.” Z-12 Bal +o 
EE a - . 
every territory Gi wes : New York City 
ity : 














STORE PLANNERS, DESIGNERS AND 
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MANUFACTURERS OF FINE STORE EQUIPMENT 
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SHOE STORE 
SERVICE SECTION 


Devoted to -Matters of Display and —Merchandising Methods 


Start the 
Shoe Year Right 


in January 


January |-ll 


The sale period is here or on the way. What you should do with respect to 
sales should be determined by your present stock and local conditions rather than 
solely on precedent. The fewer sales you put on, and the shorter time you run 
them, the more effective they will be. When folks feel that they don’t have to 
hurry to get bargains, they don’t get “het up” about them. Why should they? 

In planning a sale, select a name for it and design a style of lettering to be 
used for that name. Then use the design on show cards, price tickets, window 
streamers, posters, etc., and in your ads. Don’t let ads, window or store interior 
look “junky.” Desirability of the merchandise is quite as important a selling factor 
‘as saving in price. Both must be emphasized to make the sale attractive. 

Lose no time in getting “all set” for your sale or sales. 





January 13-18 


Work ahead on preparation for your spring ads and windows. Spend some 
time with the catalogs of equipment and decorative houses. Figure out what you 
will need in the way of fixtures and ornamentations for windows and interior, 
and get these ordered. 

If the weather is right this week, and your stock warrants it, make a drive 
on “overwears.” Under this head can be included rubbers, galoshes, and over- 
shoes of all sorts. In displaying them, group together the pretty ones that have 
a style appeal, as distinct from the heavier types that are solely utilitarian. If 
the weather doesn’t favor this, get ready for it. 


January 20-25 


The party shoes bought early in the fall are beginning to show signs of wear. 
Many folks are about ready to buy some more. Bring this type of footwear to 
the fore. 


January 27-31 


You have one item that is always seasonable—hosiery. Give it a whirl this 
week in window and ads. And see to it that something is said about shoes to 
every customer who comes in for hosiery. Also spread some propaganda about 
the proper care of shoes and boost the sale of the right creams, etc., for the shoes 
that the people have. Establish your store as the source of supply for these items 
and for helpful information on shoe care. 








Oe tim 
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COMPLETE 
SHOE 
- STORES 


by 


Goodwin 
Service 
insures 


added sales 








Uniformity in appearance adds tre- 
mendously to the sales-power of 
group stores. A similarity of de- 
sign, made smart by good taste and 
novel treatment, distinguishes the 
highly successful group shoe stores. 7 
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r 
F 


A large percentage of these affiliated stores 
have been entirely designed and built by the 
Goodwin organization. What we have done 
for others in every section of the Union we 
can do for you. 


Why not talk it over with Goodwin before 


you build or enlarge? 








C. L. GOODWIN & 


CO., INC., MASS. 
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Contacting 
Customers 
with 
Systematized, 
Personal 


Follow-Up 


OMEONE is always after your customers. 
S Are you? ' 
If not, why not? 

Have you sold them everything in your store that they 
should buy? If not, have you tried? And how have you 
tried ? 

Have you followed them up as aggressively, as sys- 
tematically as your tailor, your furniture house, your 
car dealer and others have followed them? 

Reflect a moment on what these folks do to hold your 
trade. 

When your tailor has made a suit for you, and deliv- 
ered it, and collected the bill, does he just say “that’s 
that” and let it go at that? Not if he’s a live one. 
Shortly afterward he sends you a note expressing the 
hope that the suit is proving entirely satisfactory and 
asking you to let him know if there is anything about it 
that’s not quite right. As the next season approaches he 
will send you some information about new styles and 
materials. He keeps a record of your measurements and 
your purchases and lets you know that you can order 
from him when not in the city. He circularizes you sys- 
tematically and likely calls you up sometimes when he 
thinks you should be about ready for some new clothes. 

After buying some furniture you hear from the fur- 
niture house in much the same way. 

The dealer from whom you bought your car sets a 
good example as regards follow-up. He is heard from 
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Customer Sales Record 


Nome 
Address 
Telephone 











Others in family 











Date Pairs | Number Style Make Price 








Follow Up 





























at the beginning of the winter season, when he asks you 
to come and have the carburetor set for cold weather, 
have the oil changed, anti-freeze put in the radiator and 
necessary matters of servicing attended to. Later, when 
work is slack in his service department, he will make 
special offers on certain repair work for a limited time. 
When warm weather is due to set in again, you will get 
a letter from him about preparing the car for it. And, of 
course, when new models are brought out, he will send 
you literature about them. 

These business men realize the importance of contact 
in holding your trade. They take it on themselves to 
maintain that contact. And the more direct, the more 
personal it is, the closer it binds you to them. 

Why shouldn’t the same principle of customer follow- 
up be applied to the shoe business? 

Here is a suggestion for a customer follow-up data 
and tickler system all on one card. The actual form 
shown is meant only as a thought starter and can be 
completed in accordance with the ideas of the individual 
merchant. 

The basic plan is this: 

Keep a record of purchases of each customer, and 
with it keep a tickler system of follow-up, the salesman 
or manager selecting the follow-up units and dates for 
that customer individually. 

The follow-up should consist of some or all of the 
following : 

[TURN TO PAGE 296, PLEASE] 
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® 
in NON=STREARING 


"s ATIN DYES 


White Satin Slippers easily dyed to match the gown— 
AND THE COLORS DO NOT STREAK! ! ! 


The fact that our Dyes are self-leveling makes them non-streaking. 





Cc — 





Each Cinderella Satin Dye Set contains 72 carefully selected shades. 
Produced by 


EVERETT & BARRON COMPANY J) 


PROVIDENCE RHODE ISLAND, U. S. A. 





1930 Suggests These Smart Onli-wa Designs 
- in Moderne Walnut and Maple 


Study the illustrations . . . then write at once for new Catalog No. 15 containing dozens 
of snappy ideas for the improvement of your displays and of your sales for the new year. 


Card Cubes, an 
Onli-wa idea in 
moderne unit set- 
tings. Featured in 
Catalog No. 15 
with many other 
smart designs. 


Attractive shoe 
stand helps _pre- 
sent your foot- 
wear in the best 
light. Strong, 
sturdy, beautiful. 





Card Cubes 


Shoe Stand 


Complete Unit, as shown, consisting of Plateau, shoe stands, 51 75 
hose stands, adjustable card holders, heel rests—featured at $ ° 


Members of National Display Equipment Assn. 


1440 Broadway, THE ONLI-WA FIXTURE CO. 


N York Ci oo 
tes = Dept. BS, St. Paul Ave., Dayton, O. Reg. U. 8. Pat. Off. 


Display Center, 
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YRINCESS 


SHOE and HOSIERY 
BENCH’ 


*Patent Applied For 


Two views . . . how the PRINCESS BENCH 
looks in your store, and how women use it at 
home. 


Do you see its double appeal? 


Your patrons want to fill it with shoes and 
hosiery. Thus, greatly increased shoe sales for 
you. 


They also acclaim its beauty and utility . 
because it serves as a dustless shoe and hosiery 
cabinet and a vanity bench . . . and it retails 
at a very attractive price. 


Write today for a complete, descriptive catalog 
of the entire line. PRINCESS SHOE and 
HOSIERY BENCHES come in every popular 
period design. A wide range of colors to select 
from. 


Wellington Piano Case Company 


Leominster, Massachusetts 







































































3 Important Essentials 
For Successful Shoe Store Operation 
Now Given You In 
American Interlocking Shoe Store Chairs 


er = 





} More and Better Trade—Customer Confi- 
dence—Greater Profit— American Inter- 
locking Shoe Store Chairs contribute these 
3 major essentials to build up your shoe 
store business. Your store takes on an air 
of distinction when “American” equipped. 
Is made attractive—inviting to more and 
better trade. For “American” Chairs 
‘4 provide that.atmosphere of refine- 
} vs ment which discriminating shop- 
pers seek. Build that customer 
confidence so necessary to repeat 
business. Reflect sound manage- 
ment and better values. The result 
will be a bigger profit that makes 
possible successful shoe store 
operation. 
For fifteen years we have been 


1060 Lytton Bldg. 


BRANCH OFFICES 
Philadelphia: Mm. 706, 1211 Chestnut St. 


|. RGSS s Sate 











ne 
Be 





a Be 


See Our Exhibit at 





“New Styles in Shop 

Seating’ shows many 

attractive styles and 
arrangements 


American Seating (Ompany 








building beauty, comfort and utility into 
shoe store chairs. Our engineering and | 
drafting departments are at your disposal. 
Write us, furnishing dimensions of your | 
store and general layout. We will submit to ; 
you, without obligation, a seating plan that 
will give you greater seating capacity and 
add greatly to the decorative effect. 


Free 32-Page Book 

A free copy of this helpful and 
practical book, “New Styles in 
Shop Seating,” will be mailed to 
interested shoe store owners and 
managers. 32 pages of seating sug- 
gestions for modern shops. Shows 
the way to better trade and pres- 
tige. Write for a copy, today. 
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Chicago, Illinois 
New York: Rm. 600, 119 W. 40th St. 
Boston: Rm. 304, 68 Canal 8 
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Room 220, JEFFERSON HOTEL, N. S. R. A. Convention 
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2. 7° 
STENTED Apri 
DA 






THE 
ENDS OFTHE 


PERFECT 


SHOE BOX 
ARE 


Laminated 


FOR STRENGTH 


Ly 






The Box 
with the 
Laminated 
Ends 








Much is expected of an automatically produced 
box. 


Here’s an automatic box offering you features 
you do not expect! 


Man-handle it on your shelves as you will! The 
bull dog strength of its laminated ends resists 
breakage and bending, while protecting your 
stock inside. 


And it can be covered in any color combination 
—stripped or wrapped if desired. 










7) PROFIT by 
=/ DROPER 
PACKING 








Price? Another unexpected surprise! It’s 


mighty reasonable. 


Fibre case strength in a shoe carton! Double 
laminated ends show a Mullen Test as high as 
200 Ibs.! In Claff Process Laminated Double- 
End Boxes manufacturers are insuring perfect 
deliveries of shoes to well-satisfied merchants. 
In appearance and performance this unbeliev- 
ably sturdy box has made a hit with the most 
exacting of shoe manufacturers. 


Speak to your manufacturer about Claff Boxes. 
He'll cooperate. 





Boxes Available 
In standard MEN’S AND 
WOMEN’S SIZES. 
M. B. Claff & Sons, Inc. 
Factories 
Randolph and Brockton, Mass. 


Claff Machine 


manufactured and sold by 

Pneumatic Scale Corp., 
Ltd. 

Norfolk Downs, Mass., U.S.A. 




















Boxes Available 
In Standard MEN'S AND 
WOMEN’S SIZES from 


Boxes Available 
In MEN’S AND WOMEN’S 
SIZES 
A. George Schulz Co. 
Milwaukee, Wisconsin 


Fownes Manufacturing 
Co. 


Rochester, New Hampshire 
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q FATTEN THE SET 








©. A. MILLER 
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PROFIT 


)DROFIT FASTEST FASTEST 







Cy result from those “inter- 
. mediate sales” to regular cus- 
} tomers who are drawn to your store 
for something besides footwear. 


Miller Shoe Trees and Cordo Hyde 


Laces are sure producers of such 







extra profits. 





Customers call for Miller Accessories 






—and remain to buy other merchan- 





dise in addition. 







And because Miller merchandise is 
not dependent on style for sales, it 
can always be carried on inventory at 





full valuation. 


NOUVELOID 
TREE 








TREEING MACHINE COMBDARY BROCKTON, MASS. 


Boor AND SHOE RECORDER 
combining Tue SHop RetTaier, Dec. 28, 1929 

















invite 
our shoe 


TREADE 
That takes t 
TREADEASY 
That shows popu 


TRE ADEASY 


lar 


ble asset f 


he guesswork , 
SHOE ship 


dealer and co 


y MERCHANTS 


or succes 


b uy in 
ASY SHOES are In-St 


ut of buying. 


ments are inct a 
nsumer acceptan 


sful mere 


ock available for i 


easing eaeiil 


i Dealers’ 
receive unsurp - 


—_ 


surpass all 


ing competition. 




















THE BETH 
Treadeasy Welt Construction 
8 be No. 657—Almora Kid with Sierra ewe 


MD ccccccesoncoceeasascees Price $6. 
AAAA 6-9. ase 74 AS Ses. A 4-9, B 3-9, 
Last 7, Heel 15, Louis Wood 





THE AUDREY 
Treadeasy Welt Construction 
le Ne. Pm with Black Pip Beal, and 

m 


Style 


tee eeeeesees 


ee 

Style. Ne. 65i1—Sun Tan Beige Kid with 
De MD coccsceeseceoeuseseseees Price $6.00 
AAAA 6-9, AAA 64, Of Sn A 4-9, B 3-9, 


Last 7, Heel 15, Louis Wood 


9.78 


For increased profits 
mail 
this coupon 
NOW. 








Style No. 


Eleven New 


vo 


IN-STOCK NOW 





THE MERNA 
Treadeasy Welt Construction 


No. 751—Black Satin Kid.... 

Style No. 656—Sierra Brown Kid... 

AAAA 6-9, AAA 5-9, AA 4%-9, A 4-9, B 8-9, 
C 2%-9. 


Last 7, Heel 


Style No. 655—Sun Tan Beige Kid.... 
682—Steel Grey Kid 
AAA 5-9, AA 4%-9, A 4-9, B 3-9, C 2%-9. 


Last 49, Heel 





For Spring 


THE NITA 
Treadeasy Littleway Construction 
Style No. 689—Sun Tan Beige Kid with Genu- 


Beige Python Trim........... Price $5.75 
No. 950—White Kid with White Lizard 
Price $5.50 


ine 
i 


Last 4, Heel 16, Louis Wood 


$s a a, eet Satin Kid with Genuine 
Python Trim Price $5.35 


one a ry 4%-8, A 4-8, B 3-8, C 2%-8. 
Last 4, Heel 15, Roman Wood 


Ooo 


See the complete line 
on display 


Priee $5.75 
Hotel Statler, Boston 


-Price $6.00 


15, Louis Wood 
Price $6.00 
Price $6.00 


January 14, 15, 16 


Room No. 419. Booth No. 11. 


16, Cuban Wood 


PW.MINOR & SON inc. BaTAviA, NY. 


P. W. MINOR & SON, Inc., Batavia, N. Y. 


Gentlemen: Please send us your large January Catalog showing 128 models 
that are ready for immediate shipment in a large range of sizes and widths. 
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Travelers Plan 


E TRAVELING 
SHOE SALESMAN 


News of the Road 

















Busy Program 


Election Contests and Important Business to Feature Conven- 
tion at Jefferson Hotel, St. Louis, Opening January 3 


FEATURED by 
an unusual num- 
ber of contests for 
various positions 
of trust, the Na- 
tional Shoe Trav- 
elers Association 
will meet in annual 
convention in St. 
Louis, at the New 
Jefferson Hotel, 
Jan. 3. There will 
be two whole days 
in which to thresh 
out the problems 
of the traveling 
branch of the shoe and leather indus- 
try, and sessions will last over into 
the evening if it is necessary to ac- 
complish the work which must be done. 

The morning of the first day, Fri- 
day, Jan. 3, will be given over to the 
annual meeting of the board of gov- 
ernors, who will convene at 10 a.m. 
This meeting is usually held on the day 
before the convention opens, but this 
year with an earlier date it would have 
been necessary for some of the members 
of the board to leave their homes on 
New Year’s Day in order to get into 
St. Louis in time for the pre-convention 
meeting. It was, therefore, postponed 
one day. 

The active work of the convention 
proper will begin Friday afternoon, 
when the first session will be called to 
order by National President Frank J. 
Larkin at 2 o’clock. Reports of officers 
will be read and accepted or rejected 
by the delegates from the various affil- 
iated associations. Other routine work 
will be concluded, and the real work of 
the convention—the drafting of resolu- 
tions, nomination and election of offi- 
cers, and other matters of importance 
—will follow in their order. 

Salesmen are requested again to be 
sure that they register as soon as pos- 
sible after arriving in the city, and 
are further requested to have their tick- 
ets validated at the same time. 

A feature of interest to all salesmen 
in the city, but which is not a part of 
the N. S. T. A. Convention, will be the 
Ernest A. Burrill breakfast, to be given 
Tuesday morning, Jan. 7, in the New 
Jefferson Hotel. Mr. Burrill, Educa- 
tional Director of the National Shoe 
Retailers Association, will be in charge 
and will be the principal speaker. The 
breakfast will be at 8 a.m., and it is 





Frank J. Larkin 
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the hope of the N. S. R. A. officers that 
every traveling salesman, no matter 
what his affiliations, will be present at 
this Dutch treat meal. Sample rooms 
are to be closed between 8 and 9. At 
the San Francisco convention last sum- 
mer this breakfast idea was given its 
first trial and was immensely success- 
ful. The St. Louis affair will be pre- 
sided over by Buford McWhirter of 
St. Louis, past president both of the 
National and of the Southwestern Shoe 
Travelers Association. 

The year just closing has been one 
of great growth in the ranks of the 
N. S. T. A. Not only have several lo- 
cal associations affiliated with the Na- 
tional, but there has been a healthy 
growth, as well, in individual member- 
ships in the local associations. Rivalry 
for the prize offered yearly to the local 
showing the biggest membership gain 
has been keen, and the outcome is still 
in doubt. 





‘THE thirty-ninth annual banquet of 
the Southern Shoe Salesmen’s As- 
sociation was held Friday, Dec. 27, at 
the Hotel Westminster with a record 
attendance—an affair given special im- 
portance by the presence of a number 
of charter members who have stuck 
with the association during its entire 
history. A feature of the banquet was 
the installation of the officers for 1930, 
previously elected at the annual meet- 
ing held some two weeks ago. Charles 
O. Quimby was inducted into the office 
of president; John McElhaney into that 
of vice-president, and Fred W. Stan- 
ton again took up the burden of 
the secretary-treasurership, a position 
which he has filled for many years. 





HARRY P. LYNCH, returning from 
a trip which took him as far into 
the Southwest as Dallas. as far West 
as Denver and up into the Northwest, 
reports retail business as having been 
good throughout his territory. Mr. 
Lynch is one of the well-known sales 
representatives of the Hoague-Sprague 
Corp. of Lynn, Mass., manufacturers of 
cartons. Similar reports have been 
turned in by George W. Cummings, who 
covers the Middle West, including the 
city of Chicago, for the L. B. Evans 
Co. of Wakefield, Mass. Business in 
slippers, he says, is holding up well. 
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San Francisco—For Example 


The kind of information you should 
have about your territory 


T is estimated that 775,000 men, 

women and children in and near San 
Francisco, metropolis of the West 
Coast, spend $11,550,000 annually in 
her downtown shoe stores. Of these 
stores there are 53, including depart- 
ment and clothing stores, specialty 
shops and exclusive shoe stores. 

A relatively large number of wom- 
en’s high-grade shoes are sold, while 
the percentage of men’s high grade 
footwear is low. About 1.4 pairs of 
shoes per year is estimated as the San 
Francisco man’s average purchase. 

The estimated number of shoe out- 
lets in the entire city is 152. 

The sales per capita for the entire 
city is $18.99. 

The sales per capita for the metro- 
politan part of the city is $15.78. __ 

Three concerns in the downtown city 
are each doing more than one million 
dollars a year in footwear. 

In shoes at $10 and up, sales to men 
constitute 3 per cent of the total; wom- 
en’s, 15 per cent. In shoes from $6 to 
$10, the men’s percentage is 27; the 
women’s, 45. Seventy per cent of men’s 
shoes sell at prices below $6; 40 per 
cent of the women’s. 

Of the 53 stores selling shoes in the 
downtown shopping section of the city, 
all but one subscribe to and read the 
BooT AND SHOE RECORDER. 





ENRY D. 
KUEHN was 
recently reelected 
president of the 
Wisconsin Shoe 
Travelers Associa- 
tion, after a year’s 
incumbency during 
which more than 
thirty new mem- 
bers joined the as- 
sociation. Mr. 
Kuehn is one of 
the veterans of the 
road, having sold 
Henry D. Kuehn shoes in Milwaukee 
and vicinity for more than thirty years. 
Retail merchants recall the days when 
he covered his territory in a single- 
seater drawn by a big bay horse. This 
was at a time when he sold the line of 
M. D. Wells & Co. of Chicago, with 
which firm he began his shoe career. 
Later he was identified with the Doven- 
muehle force and still later with T. G. 
Rhodes, also of Chicago. Today he car- 
ries the line of the Doerman Shoe Co., 
South Milwaukee, manufacturers of the 
“Great Scott” line for young folks. 



















There is a place 









in your store for 


METAPAD SHOES 











because 


The METAPAD is both a preventive 
and a corrective shoe and can be sold 
as either. 


The pad, moulded into the 
insole, is correct 
in shape and cor- 
rectly placed back 
of the heads of 
the metatarsal 
bones. 


—the METAPAD 
has a special insole 
construction giving 
maximum level 
tread. 





—the METAPAD will make repeat cus- 


tomers and word-of-mouth advertisers. 


—the METAPAD 
is a HEYWOOD 
GQUALITY.- 
BUILT SHOE 
over specially de- 
signed lasts. 


—the buying pub- 
lic is demanding 
shoes of this type. 























$6.25 


BLACK OR TAN 





X-Ray Photograph 
Note particularly the 
shape of the pad, its 
position in the insole 
with respect to the 
metatarsal heads 
and the’ tempered 
steel shank support- 
ing the main arch. 





want you 





If you are unfamiliar with METAPADS, we 
to see a pair. 
emphatically convince you of their good looks, 
and superior fitting qualities as the shoes them- 
selves. Our In Stock De- 
partment will fill your or- 
ders promptly. 


HEYWOOD 





— METATARSAL 
HEADS 


—- PAD SUPPORTING 
ARCH 


— SHANK SUPPORTING 
ARCH 










Nothing will so 


$6.40 BLACK 
$6.75 TAN 


IN STOCK 
EZYWOOD LAST 


70 WINTER ST., WORCESTER, MASS. No. 28. Black K ucher Oxfor 
sou eToS*, ast R20, Brown eld Bucher Oxford 
Re 3 Basolflcheatut oni “ee Bh SE 
Ko. 2t. Tan Call Circular Oxford SEE COMPLETE LINE HEYWOOD SHOES, CONVEN- $i%883 FP SH 
VIenowmensees TION, ST. LOUM, JAN. 6-9, ROOM 201, STATLER HOTEL 
w ¥v 
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OLLOWING a luncheon at the Hotel 

Statler on Saturday, Dec. 21, the 
Boston Shoe Travelers’ Association held 
its thirtieth annual meeting with a rec- 
ord attendance. Officers elected for 
1930 include John S. Whittemore, presi- 
dent; Charles I. Joss, vice-president; 
Dilliam Noll, secretary-treasurer; H. P. 
McNulty, member of executive com- 
mittee for two years; Arthur Spauld- 
ing, member for one year, and Charles 
Stuart for the same length of time. 

Important resolutions for presenta- 
tion to the N. S. T. A. were adopted. 
One calls on the president of every 
affiliated association to appoint a com- 
mittee of three to be known as the Lap- 
sation Committee, the job of which com- 
mittee will be to round up all delin- 
quent members and see if they cannot 
be brought back into the fold. An- 
other calls for another committee of 
three, to be known as the Insurance 
Committee, the members of which shall 
be charged with the duty of selling the 
life insurance idea of the National to 
all members. A third resolution re- 
quests that secretaries of all affil- 
fated associations be requested to ad- 
vise their regional governors of the 
time and place of their regular meet- 
ings, so that regional governors may 
plan to attend during the course of the 
year. A fourth requests that the sec- 
retary of each local association be 
placed on the mailing list of every 
other affiliated association, so that these 
secretaries will get copies of all printed 
material being sent to the membership 
of the affiliated associations. 

The following delegates to the Na- 
tional convention were named: 

John S. Whittemore, Thomas A. De- 
lany, William Noll, Harry P.. Lynch 
and Clarence N. Cogswell, the retir- 
ing president who presided over the 
deliberations of this meeting. 

A welcome honor guest was Thomas 
F. Anderson, secretary of the New 
England Shoe and Leather Association, 
who told of the part to be played by 
the shoe and leather industry in next 
year’s tercentenary celebration in 
Massachusetts. The members pledged 
their aid and voted unanimously to put 
their every effort behind the’ style show 
and exposition to be held in July, 1930, 
in Boston. 


~ 





BOUT 25 representatives of Endi- 

cott-Johnson Corp. attended the an- 
nual southeastern division sales meet- 
ing in Nashville recently. Salesmen 
were present from Tennessee, Ken- 
tucky, Alabama and Florida. L. D. 
Scott of St. Louis, a former Nashvil- 
lian, who is general sales manager of 
the St. Louis office, presided. Other 
managers from the St. Louis office pres- 
ent were: I. J. Bruegeman, advertising; 
F. H. Jackson, credit; W. R. Endris, 
style. This group, accompanied by Mr. 
Scott, went to New Orleans following 
the meeting. 





HE National Shoe Travelers Asso- 

ciation is emphasizing to its members 
the fact that all who are planning to 
attend the N. S. T. A. convention in St. 
Louis on January 3 and 4 must ask for 
a certificate at the point of departure 
if they wish to avail themselves of the 
fare-and-a-half privileges extended by 
the railroads for the round trip. 

“Ask for it at the time you buy your 
ticket,” says the statement. “Don’t 
wait until you get to St. Louis, be- 
cause you cannot get them there. 
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A. ALGAZE, 

* who _repre- 
sents the Diamond 
Shoe Co. in the De- 
troit district, re- 
cently was the 
guest of honor ata 
trade get-together 
at the Tuller Ho- 
tel, given by other 
members of the 
traveling frater- 
nity who make 
their headquarters 
in the Griswold 
Shoe Arcade, The 
dinner was in recognition of the quiet, 
but very efficient, work done by Mr. 
Algaze in the interests of other men 
in the group at all times when collec- 
tive effort is required. Speaking for 
his fellow-members, Herman Meyer 
presented Mr. Algaze with a handsome 
token of the esteem in which he is held. 





M. A. Algaze 


ARRY L. DuBRIN, sales manager 

of the Friendly Shoe Co., manu- 
facturers of men’s and children’s stitch- 
downs at Milford, Mass., who specialize 
in men’s Romeos, Everets and ventilated 
oxfords, has just returned from a suc- 
cessful selling trip in the West and 
South. He plans to be at the Boston 
Style Show, at Hotel Statler, January 
14, 15 and 16. 





FTER being on the road for about 

35 years and having become in- 
timately acquainted with most of the 
shoe buyers in many sections of the 
country, especially in the Mid West, 
Mare Baumoel is now maintaining a 
permanent sample room at’ the Hotel 
Jefferson, St. Louis, Mo., as represen- 
tative of several Eastern shoe factories. 





“Dutch Breakfast’? for 
Traveling Salesmen 


RRANGEMENTS are being 

made for a unique meeting 
during the annual N.S.R.A. con- 
vention at St. Louis. It will be a 
gathering of traveling salesmen 
only, at 8 o’clock Tuesday morn- 
ing, January 7, at the Jefferson 
Hotel. It will be a “Dutch” 
breakfast. 

At this meeting Ernest A. 
Burrill, educational director of 
the N.S.R.A., will give his fifteen- 
minute talk on “Merchandising 
Salesmanship.” Mr. Burrill has 
made a very close study of this 
subject, supplemented by much 
practical experience. It is be- 
lieved this message will be in- 
spiring, constructive and of real 
practical benefit. 

A letter is being sent to con- 
vention exhibitors with the sug- 
gestion that they bring’ the 
“breakfast meeting” to the at- 
tention of those of their sales- 
men who will be in St. Louis and 
urge their attendance. It is 
expected that this meeting will 
attract two or three hundred 
traveling representatives and be 
of value as another bit of co- 
operation helpful to manufac- 
turer, salesman and retailer. 
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I H. SHAPACK, secretary of the 
e« Clarendon Shoe Co., of Brooklyn, 
manufacturers of Clarco Beauty shoes, 
is to show his line at Room 421, Hotel 
Jefferson, St. Louis, during the U. S. 
R. A. convention. 


fy VERETT LALLY, who handles 
4 Mitchell-Welch’s popular novelties, 
is back from a trip among the automo- 
bile cities, made especially for the pur- 
pose of sizing up the demand for shoes 
by automobile people in 1930. 


OSEPH FOLEY, well-known travel- 

ing salesman, in our issue of Dec. 
14 was accredited to the sales force of 
the Jefferson-Rafter Co. of Norway, 
Me. This is an error as Mr. Foley 
travels for the firm of Walden & Perry, 
Inc., of Lynn. 


(; BORGE A. TWEEDY, formerly 
with the Shoe Form Co. of Au- 
burn, N. Y., and later with the Excel 
Shoe Form Co. of Lynn, has joined the 
sales force of the C. S. Pierce Co., lo- 
cal manufacturers of shoe specialties. 
He will sell the C. S. Pierce Co. com- 
plete line and will be operating out of 
both the Boston and Brockton offices. 


J. FITZSIMMONS, who has been 

e associated with the Charles A. 
Schieren Co., leather manufacturers of 
Boston, has resigned his connection, ef- 
fective Jan. 1. His work with this com- 
pany has had to do with the develop- 
ment and sale of Duxbak, one of the 
well-known trade-marked soles. Mr. 
Fitzsimmons has not yet announced his 
plans for the future. 


A W. SHAW is now handling the Vi- 
* tality line of the International 
Shoe Co. in New York City and New 
England, making his headquarters in 
the big city. At one time he was con- 
nected with Hanan & Sons, whose shoes 
he carried in the north and northwest- 
ern sections of the country. More re- 
cently he has been with the Stetson 
Shoe Co., traveling through the South. 


A. DELANEY, secretary of the 
e National Shoe Travelers Associa- 
tion, has received a letter from A. H. 
Geuting, president of the National Shoe 
Retailers Association, complimenting 
him highly for his suggestion that the 
retail shoe trade could well afford to 
back up President Hoover’s prosperity 
drive by placing orders immediately for 
all shoes which they consider to be 
staple. - 
“In this plan,” writes Mr. Geuting, 
“you have embodied a most excellent 
idea, and I am with you 100 per cent.” 
Another letter, also of commendation, 
has been received from Lawrence 
Richey, secretary to President Hoover. 


EORGE K. LAUTERSTEIN, for- 

merly salesman for Novelty Shoe 
Company of Chicago for 12 years, has 
taken over the selling end of the output 
of both Modern Shoe Company and 
Model Shoe Company factories of Lo- 
well, Mass., manufacturers of women’s 
fine turn and McKay shoes, and will 
call on the large trade throughout the 
country. 

Mr. Lauterstein is known for his 
keen sense of style and has been of 
great assistance to his friends and cus- 
tomers in helping them to build smart 
footwear. His headquarters will be at 
32 South Wells Street, Chicago. 




























nited States Rubber Company 


World’s Largest Manufacturer of Rubberwear for Feet 
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Points that really 








help you sell 


We doubt there is a person in the country who does not know of the United 
States Rubber Company and one or more of its products. 


And these people—your customers—know the careful workmanship and high 
quality in everything the United States Rubber Company makes. 


They are already spending their money with you for “U. S.” products—Keds, 
Gaytees and Blue Ribbon Rubber Footwear. 


When, therefore, you point out the shoes you are offering have Uskide Soles and 
Spring-Step Rubber Heels—made by the United States Rubber Company—you 
are establishing in their minds an assurance that quality is all-important in the 
construction of your line. 


You will find the ready acceptance that exists for all “U. S.” products a real 
help in winning sales from hesitant shoppers. 


Specify Spring-step Rubber Heels and Uskide Soles on all future orders from 
your manufacturers. 
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Soles -Toplifis 


SPRING STEP 


KubherHeels 


“They look to U. S. when they buy for their feet” 
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You are invited to see our 





Complete showing of New Spring Samples, both Menihan 
and Arch-Aid lines at 


St. Louis, Jan. 6, 7, 8 and 9—Hotel Lennox 


Boston, Jan. 14, 15 and 16—Hotel Copley-Plaza 








Menihan’s “Regent Pumps” In Stock 


Nu Mode and Special Process 


Terms, Net 30 Days. 
Twenty-five cents ad- 
ditional for orders of 
less than three pairs. 





SIZES 
> thay: OR ~2 ~ Beautiful and perfect fitting— “WONNY” 
A ese ° 4 to 8 Special Process 
_ peeetee aie 3% to 8 oa; aiik diese Un 
© cccccccccces 3 to 8 TIE. cccvcccctcecosess $5.25 
B 336—Nu Mode Process, white silk moire, suitable for tinting ............+++ $5.25 
B 335—Nu Mode Process, black silk moire ..........0.eeceesecceeeseseee 5.00 
B 170—Special Process, imported white crepe silk suitable for tinting any color .. 5.00 
B 171—Special Process, imported black silk crepe .........-.0eeeeeeeeeeees 4.85 
B 283—Nu Mode Process, silver tinsel cloth, suitable for tinting ...........++- 5.50 
B 345—Nu Mode Process, white kid ..........++-.+++00- Re See ee 5.35 
B 1GO—-Nu Mode Process, ment Bid oon nc cc ccc ccc ccc cccccccccccccescces 5.25 
B 174—Special Process, black satin ..........ccccccccccccccesccsssvcess 4.35 
B 176—Special Process, black calf (light weight) ...........---eeeeeeeeeees 4.35 
B 998—Special Process, silver kid ...........ccccveccccccccccccccccssees 6.00 
B 352—Special Process, Brown kid .........0.2ccccccccscccsccccssseees 5.00 
B 175—Special Process, Patent Leather ........--ceeccecsccccccceeccecces 4.35 
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THE MENIHAN COMPANY 


Rochester, N. Y. 
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NATIONAL NEWS 








SATURDAY, DECEMBER 28, 1929 





EVERY WEEK 








Men’s Ensemble 
Is Featured in 


Hub Shoe Store 


Boston—Slippers topped the list of 
a pretty good volume of holiday busi- 
ness. Play shoes, for the winter re- 
sorts of the snowy North, as well as 
of the sunny South, are coming along 
strong. Party slippers, for the holiday 
festivities, are in immediate demand. 
Why shouldn’t a multitude start the 
new year with a new pair of shoes on 
the feet? The shoes would outlast many 
a New Year resolution. Once get the 
custom started of putting on new foot- 
wear as the new year begins, and then 
New Year’s sales would rival Easter 
sales. 

At the School Street store of Coes & 
Young much is being done to smarten 
up footwear for men. This firm de- 
clares that men, instead of going drab 
on shoes when winter comes, should 
brighten up their footwear, and, so de- 
claring, are bringing out several and 
various ideas that are of interest to 
both shoemakers and shoe merchants. 

They offer a mannish ensemble, a 
stout pair of shoes to be worn with 
warm clothes of tweed, stockings to 
match the shoes, a tie for the collar 
to match the stockings, and even a 
muffler to blend with all three, as 
regards both design and color. Now 
here we have an approach to the store 
that will dress men from the feet up 
with accessories to the major apparel. 
Some go so far as to add vests, and 
leather goods, like card cases, cigar or 
cigaret cases, and belts. Some day we 
shall see fitted cases for men, built of 
good leather, and containing compart- 
ments for sport and dress shoes and 
traveling slippers, and toilet equipment 
and so on. 


Novel Sale Idea 


MiamI, Fia. (UTPS)—Sewell Broth- 
ers, the oldest shoe store in Miami, 
closed out a large surplus stock of odds 
and ends in a pre-holiday sale which 
was somewhat out of the ordinary. A 
refund of 25 per cent was made each 
purchaser. Regardless of what the 
price of the shoe might be, the cus- 
tomer paid the full amount and then 
was handed back the 25 per cent dis- 
count. The novelty of the transaction 
appealed to many women. 
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(sood Month for Shoe Stores 


Heavy Demand for Rubber Footwear Following Storms That 
Swept Over Wide Areas Contributed to December Volume 


NEw YorK—Reports on Christmas 
business from New York stores and 
from other cities of the East indicate 
that shoe stores shared liberally in the 
tremendous volume of holiday business. 
It is somewhat too early for compari- 
sons with other years, and estimates 
from various sources were somewhat 
confusing. The consensus of opinion 
among New York merchants seemed to 
be that Christmas business in all lines 
was about on a par with last year. 
Some retailers admitted that their 
total for December would probably be 
slightly under that of 1928, while on 
the other hand several of the big stores 
were running ahead. At R. H. Macy’s, 
for example, Saturday, Dec. 14, was 
said to have been the largest day in the 
histery of the store. 

While the shoe business for the 
early part of the month was said to be 
slightly under that of last year in some 
stores, an unusually large December 
call for rubbers brought the total up 
to a point that will enable quite a 
number of them to show an increase. 
The early part of the month witnessed 
an extraordinary demand for overshoes, 





Merchandising Keynote of 
Middle Atlantic Meeting 


PHILADELPHIA. — Plans are 
rapidly taking form for the six- 
teenth annual convention and 
Style Show of the Middle Atlantic 
Shoe Retailers Association, to be 
held at Hotel Adelphia here Jan. 
20, 21 and 22. 

“Modern Merchandising” is to 
be the keynote of the convention 
this year and one of the advance 
broadsides issued by the Conven- 
tion Committee declares that “an 
open forum will provide a gold 
mine of ideas.” There will be an 
attractive showing of spring 
styles in footwear and a list of 
leading manufacturers will show 
their lines. Early registrations 
point to a large attendance. 














following the first snowstorm of the 
winter. Snow and slush on the Mon- 
day before Christmas again brought 
throngs of customers into the stores 
for rubbers and arctics. The heavy 
call for rubber footwear thus served 
to offset a slight falling off in the gen- 
eral trade of the shoe stores and to 
make the month’s business very satis- 
factory to most of the retailers. 

In view of the fact that severe storms 
throughout the northern portion of the 
country and extending even into some 
parts of the South have resulted in an 
unusual volume of December business 
on rubbers, overshoes and winter types 
of leather shoes, stocks are much 
lower than appeared probable a 
month ago and accordingly an aug- 
mented volume of buying is looked for 
in January, with the probability that 
orders placed at the convention of the 
N.S.R.A. and other January trade 
gatherings will reach a high figure. 

Boston, Philadelphia and other large 
cities of the East reported a big holi- 
day business and a generally satis- 
factory volume in shoes, the same situ- 
ation, apparently, being found in the 
smaller communities and also in the 
Mid-West. Reports from other sec- 
tions were not available, but indica- 
tions earlier in the month pointed to a 
good December total. 

Holiday buying of footwear in Balti- 
more ran true to form, according to re- 
ports of representative shoe merchants 
and shoe buyers. The shoe shops and 
shoe departments were the scenes of 
brisk activity during the last two weeks 
before Christmas. 

It was especially brisk on the last 
Saturday before Christmas. Even 
though the shoe shops and shoe depart- 
ments employed extra clerical help, dif- 
ficulty was experienced in serving all 
customers as the customers would have 
wished. It is true, some of the shops 
did not find business up to expecta- 
tions, but generally the Christmas foot- 
wear trade in Baltimore compared 
most favorably with last year, while in 
a number of instances the stores ex- 
perienced a substantial increase over 
the same period of last year. 




























The 


DAYTIME 


Slipper 









A and C widths 
2% to 9 


Leather Sole 


Hand Turn 
IN STOCK 265 





5% 30 Days 


Red Kid, Black Kid, Green Kid, Blue Kid, 
Purple Kid, Black Satin and Patent 
First quality upper stock, genuine leather 
counters, turn construction; extra fine leather 
soles in natural finish, steel shank, lined with 
light colored satin. Made over combination 
last by skilled Italian turn shoemakers. Looks 
and fits like dress shoe with boudoir comfort. 
eA 


ALSO 


IN STOCK 


Black Kid — Blue Kid 
Red Kid Patent 


GENUINE KID LINING 


'% full Span. Heel 
A. B. CG Width $300 


SACHS &VIGORITH, Inc. 


Makers of hand turned footwear 


1401 Central 
CINCINNATI, 


Parkway 
OHIO 





Attractive 
Price Tickets 


———e Actual size, Light 
Blue, black 
figures — 32 dif- 
ferent prices— 


$1.50 to $16.50 
25c per dozen 


6 doz.— $1.25 
12 doz.—82.25 
24 doz.— $4.00 


Check with Order, 


Please 





MERCHANTS’ SERVICE DEPT. 
189 W. Madison St. Chicago, Ill. 

































PER MONTH 








8 Cards— 





2 
gach month, and 4 Card Holders. 
Samples sent on request 
Merchants Service Dept. 


Boot and Shoe Recorder 
Chicago 
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BACK TO 


NORMAL 


3 ay gene rously. .. without Extravagance. 
Sa ve regu larly. .. without Stinting. 


These are the Signs 
of Good Times 


PROSPERITY 





First Great National Gathering to 
Start 1930 Shoe Business 


[CONTINUED FROM PAGE 101] 


2:15 P. M. Round Table Business 
Forums, Crystal Room 

“Hosiery and Other Accessories for 
Shoe Stores’—John Schrader of the 
Senac Shoe Co., St. Louis, chairman. 
The leader of this meeting is eminent- 
ly qualified by his wide experience and 
great success in merchandising hosiery 
and accessories to make this meeting 
one of the most interesting of the con- 
vention. 

“Getting the Men’s Business”—Ar- 
thur W. Taylor of Hassell’s, Chicago, 
chairman. He will guide a discussion 
on merchandising, sales training and 
stimulation, arousing customer interest 
and other methods that contribute to 
building increased volume. 

Alcove, South Side, Mezzanine 
“Advertising for Small Stores”— 

Michael Murphy, advertising manager, 
Krup & Tuffly, Inc., Houston, Tex., 
chairman. A meeting where ideas will 
be brought out to help the merchant 
make his advertising more resultful and 
thus bring larger returns on his in- 
vestment. 

Note — Retailers interested in 
this subject should not fail to care- 
fully inspect and study the remark- 
able collection of retail shoe ad- 
vertising which has been grouped 
as an educational exhibit and 
placed on the north side of the mez- 
zanine. 

Meeting, Men’s Advisory—Special 
Meeting of Members of Men’s Advisory 
Advertising Committee. The members 
of this committee will meet at 2:30 
P. M. on the south side of the Gold 
Room, Jefferson Hotel, to review the 
work of the Men’s Advertising Cam- 
paign during 1929 and to consider plans 
for the campaign during 1930. 
Afternoon Style Show—4 P. M., Gold 

Room, Jefferson Hotel 
Admission by ticket only 
N. S. R. A. BANQUET 

Annual N. S. R. A. Banquet—Gold 
Room, 7 P. M. 

Toastmaster—Martin J. Collins, St. 
Louis. 

Speakers—“The Pot of Gold,” Josh 
nee University of Oklahoma, Norman, 

a. 


“The Greatest Business in the 
— Eugene Harlan Read, St. 
uis. 
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En-Joie Shoe Co. Organized 

Enpicott, N. Y.—A new factor in 
the manufacture and distribution of 
girls’ and women’s orthopedic health 
shoes has been launched at Endicott, 
N. Y., to be known as the En-Joie Shoe 
Co., which is a subsidiary of the En- 
dicott Johnson Corp. 

The En-Joie Shoe Co. will make and 
distribute the En-Joie health shoe for 
girls and women, featuring a complete 
line of McKays and welts in all leathers 
and colors, including both leather and 
covered heels to retail for four and five 
dollars. These shoes will be made in 
widths from AA to EEE and in sizes 
from 2% to 9. This movement has 
long been contemplated, and orthopedic 
experts have been working for more 
than eight months to perfect a wo- 
man’s shoe which will meet all the re- 
quirements of a correctly styled shoe 
and at the same time contain those 
features which make for absolute com- 
fort and health. A complete line has 
been sampled, and factories are now 
engaged in making these shoes. 

A complete stock of the En-Joie 
health shoe will be carried on the floor 
at all times, making prompt shipment 
a certainty. A distinguishing mark of 
the En-Joie health shoe will be a trade- 
mark in a shield and a copyrighted bot- 
tom finish, emphasizing the rigid shank 
with steel support. 

Experienced salesmen have already 
been picked to merchandise this line 
by James F. Eldon, the general mana- 
ger of the En-Joie Shoe Co. These 
salesmen will gather at Endicott during 
the holiday week to study the orthopedic 
and health principles built into this 
new line of shoes. The first showing 
of the line will be at the National Shoe 
Retailers’ Association convention at St. 
Louis Jan. 6, 7, 8 and 9. Immediately 
after this showing the twenty-two sales- 
men carrying the complete sample line 
will leave for their territories. 





Merge New York Stores 
NEW YorK—Dohm-Faulhaber, Inc., 
have discontinued their midtown shop, 
located at 11 West 37th Street, and 
have transferred the business and stock 


to their other New York store at 477 | 


Ninth Avenue. 
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heRgvenile 
meveor I Bago 


at the Lennox 
PARLOR B 


at the Statler 
ROOM 324 


St. Louis 6-7-8-9 


Catering exclusively to high class 
dep’t stores, shoe stores and 
volume buyers 


TWO FAMOUS 
Trade Marks 




















TRADE MARK The 
Highest 
Grade 
Shoes it 
is possible 
. REG-U.S.PAT.OFF.”  « for us to 

Scientific Health Shoes 

+  forChildren ,§ manufac- 

Insure Normal Feet 
ture. 





Goodyear Welts exclusively. 
Full grain calf and Elk. Popu- 


lar retail prices: 


3-5 $3.00 
A to D5%48 3.50 
84-11% 4.00 
12-2 4.50 








REG. US. PAT. OFF. 


MADE BY 
‘THe JEN SHor CorpoRATION 


A wonderful line of Kip shoes 
Goodyear Welts exclusively. 


Smooth Kips and Elk. Popu- 


lar retail prices: 


3-5 $2.50 
Ato D548 3.00 
844-11 3.50 
12-2 4.00 
THE JUVENILE SHOE CORPORATION 
OF AMERICA 
AURORA MISSOURI 
















See Them at St. Louis 


—the ONLY Tackless, Stitchless, Smooth Sole Shoes 


ee 


M P 





7059—Patent, Champagne Kid Inlay, 
7032—Patent, Lizard Trim, 
Elam-Compo. Elam-Compo. 


=] 


at Hotel Statler, Room 554, Jan. 6 to 9 
N. S. R. A. Style Show 


E will show you the new Spring Line of 
the Prettiest and Most Comfortable shoes 
ELAM for Infants You ever Saw. 


ELAM 
EE the Proven Process which also eliminates 
(me() channels and re-lasting—and moulds in- (me() 
stead the outsole and upper—so the outsoles just 


Trade Mark CANNOT COME OFF! Trade Mark 


OLES aitached by special du Pont Water- 
proof Pyroxylin Cement. 


Aw they COST YOU NO MORE! 


1 your jobber hasn’t them write direct. 


The Old Way F. S. Elam Shoe Co., Ine. The New Way 


Exclusive Manufacturers 


ROCHESTER, N. Y. 


Boston Sales Room: 532 Statler 
Bldg. See them during the Boston 
Show and compare them with 





others. 
Tacks, Gine and Thread to Hold And NOW smooth soles firmly at- 
Soles to Uppers. Yes, and wrinkled tached, light and flexible. Smooth 
linings. linings. 


Hundreds of Thousands of Pairs Sold—Not a Single Sole Off! 
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Bar 














French Salon in Oklahoma 











MUSEBECK 









Wear i wemalgent 


ASY to sell—corrects foot trouble. 

Scientific construction supports the 

inner and outer Longitudinal Arch 
with broad steel shank. The Metatarsal 
Arch is supported by an all-leather Insole 
shaped to the bottom of the foot. 


Meet us at N. S. R. A. Conven- 
tion, Room 222, Jefferson Hotel, 
St. Louis 


IN STOCK 





The French Boot Shop, 21 West Fifth Street, Tulsa, Okla., has as its 
trade catch word “Where Service is a Pleasure,” and built its place of 
business around the same idea. They have found that it is a success- 
& ful merchandising idea. The idea of making a salesroom look like a 
place of rest and visiting has been used by this firm in its Austin, 
' Tex., establishment. The shop there is designed to represent a French 


Police 


Shoe 








salon, and it proved so popular that when the Tulsa store was built the 
same idea was used. The architecture, the firm believes, lends em- 
phasis to the wares rather than distracting attention from them. 








Wise Company of Monroe, La., | Mid-West Looks 


Opens New Store | Y 666-DS—BIk, Rucping's leary’ Galt...."4.60 
. . | For Good ear 10-DS—BIk. Cif. Barbour Stormwelt 4.85 
MonroE, LA.—Opening of the Wise | N-DS—Bik. “Ci. Barbour Stormwelt | 





Shoe Co. in their new and luxurious 
quarters at 320 DeSiard Street took In Shoe Trade 
place Nov. 29. s 

For the past few months, Mr. Wise | CINcINNATI, OHIO—Shoe manufac- 
has realized that a location on DeSiard turers in this city are very optimistic 
Street would be far more convenient | about business for 1930. The general 
than his store on Jackson Street. With | business trend at this time denotes that 
this end in view he set about to secure | there will be a continuance of prosper- 
a location that would be second to none | ity next year, and that both the manu- 
in convenience of access in the city. | facturing and retail ends of most in- 
The new quarters to which he is re- | dustries are on a sound basis. 


| 


- = 
— ec rece eine 








' 

, moving have been prepared with great The sales manager of a large com- 
pains for beauty and utility. Fixtures | pany here recently wrote his salesmen, 
are specially installed and are of ma- | who are located in every section of the FO~M, Beene Bebe Wib.ccooccecesd $4.50 
hogany and hand painted. Carpets are country, and asked for reports on the S70—Bik. Kid Arch-Support Insole... 4.85 
Mediterranean blue, with blue velvet | outlook of the shoe business. In prac- sl ml a lp ES « 
and richly colored ones to match the | tically every instance the men reported 

" mahogany woodwork. Panelled mirror | the outlook good. Goniitead 

} doors are in abundance and aid in fa- Retail merchants do not seem to be peme~gespeneeens 

cility in viewing shoes that are being | the least bit backward about placing | Last 
fitted for clients. orders for anything that looks good to No. 2 





them. Some of the makers sent out 
samples early, and by the middle of 
December quite a nice volume of orders 





Attractive Shoe Section at 











Burdine’s were on hand. 

" MiaMI, FLA. (UTPS)—The newly 

opened shoe department in Burdine’s | 

Boulevard Shop in Biscayne Boulevard, ° r 

Miami, is one of the most pleasing de- Abe Stein with Seymour 
partments imaginable. The dominant | Store 60—Bik. Evans Kid.............0+00 $4.50 
color plan of light green harmonizes | yom ge > ~~. Senet 
with the light-colored oak panel con- PHILADELPHIA — Seymour Shoe 85—Tan Mellow Kaffor-Calf ......+++. 4.60 


struction in the natural finish of the | Stores, Inc., report an excellent busi- 
furniture. The lighting fixtures were | ness since taking over the store of M. 
especially designed for this department | Schwarzman last September. The store 
and have satin-silver finish with frosted | is at 16th Street and Susquehanna 
globes of original pattern beneath. Avenue, and a full line of shoes for the 
: Both men’s and women’s footwear is | family is carried. Abe Stein, formerly 
; carried in this department, and only | with R. & L. shoe store at Reading, 
high-grade shoes are featured. | Pa., is connected with the new firm. 


MUSEBECK 
SHOE, COMPANY 
DANVILLE, ILLINOIS 











J 








Boor AND SHOE RECORDER 
combining THe SHog RetatLer, Dec. 28, 1929 289 





























SHURE > DES, SHOWA SERVICE OFFER) Ce 
Including 100 Price Tickets 














Gold lettering on black—orange pumpkin 
(From our October Service) 





FREE PRICE 


are supplied with our monthly window card service. 
100 blank tickets printed on stock to harmonize with each month’s card service or 
72 with prices as wanted and as illustrated below. 








The annual card services include:— 


Modernistic card holders, gold with black trim (3-color interchangeable show card monthly service, y 
festoon base between frame and plateau) enhance the 14 all sales messages different, each month’s 
beauty of your window cards—harmonize with the finest cards of different designs and colors. 

of window display fixtures 





Annual Card Service is exclusive for one merchant in : 





Printed Price Tickets an average size town, suburb or metropolitan shopping 
center. 
Either of the tickets illustrated below will —lIt is the most valuable of window card franchises to own 


for your town, suburb or metropolitan shopping center. 


be supplied free to annual card service 

members in place of blank tickets each SAOTT WEEE, RATED SNES TSS em cee se 
: Bs os tee j coast now use it for pulling window-shoppers into their 

month in the quantity indicated in the stores. 


description of each monthly card service. Ask us if your town is or may be open. 














12 doz.— $1.50 


' 
3-Color Printed Price Tickets | 
/ Attracti All Regular and Clearance Sale. 
Sieaddeneeed Any prices wanted 25c to $22.50—Green Border 
fe) a) Price Ticket Any prices wanted 85c to $14.00—Orange Border | 
/ Actual size, blue and . 11 b 
4 reddish brown design, 6-doz odd lot assortment $ 0 
i black figures—80 dif- 12 doz.—$2.00 : 
ferent prices. i 
69c to $17.50 24 doe—$3.50 
25c per dozen 12 each of 6 prices 85c. ; 
athe 6 doz.—$1.25 

















12 doz.—$2.25 || \ iam ay 28830530, 24 doz.—$2.50 
24 doz.— $4.00 a eee aS 1 doz. of one price 15c. A 
Check With Order, Fi : 5 
Please (Actual Size) Cash or stamps with order. 











Several other varieties of hand-lettered price tickets carried in-stock. Sample on request. 
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(From our AUGUST service) 
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TICKETS 


Tickets with printed prices with any selection from 32 prices as 
wanted and which harmonize with each month’s window cards 
are supplied 100 for 50c. 


MANY WELL RATED MERCHANTS from coast to coast 
now use Recorder Window cards for pulling window-shoppers 
into their stores. 





NOW READY 


JANUARY CARDS 
(3 colors—Blue—Red—Black) 
White board—7 x 12 


60%. 


(Either with or without text) 


Check With Order, 


Please 
Select any subject below by number 


SINGLE SHOW 
CARDS 


Available to merchants in towns only 
where there is not an annual card 


service member. 





We otker the 
best Values 








Above illustrates one of January 


cards—dainty, colorful. 
, 7A? 
F WOMEN’S 8—January clearance sale! Best 
1 _~ iene ene oxford—very values— 
a chic with formal costume— 9—Sale! Special values— 
2—We fit better dressed women— 10—Realize your fond 
é B yOu c “Ss 
3—Smar. walking shoes. Look well! hopes for— woe anaes 
Wear well!— 11—W 
4—Styleful — Colorful protective werkt » nent, anes cepele 
footwear guards your health— 
12—Talk about real shoe _ value! 
MEN’S Look at these— 
5—If you are an ‘‘outside’’ man— Th ? 
Sesteh Grains HOSIERY 
6—High shoes for blust’ry days— 13—Beautiful Hosiery! Extremely 
protect ankles and arches— rare values— 
GENERAL CHILDREN’S 
7—Our business is good—We offer 14— Youngster need sturdy, warm 
best values— footwear for school and play— 


N. B.—The privilege of exchange of current month’s cards is 
available to annual card service members who may find listed 
above card texts, abbreviated here because of space require- 
ments, which better cover their merchandising program. 





Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 


Consisting 4 Cardholders « 12 Showcards 


ive in your town ortrading area 


c/s 





32 p 
prices to select from. 








pede 


Arent aa 
~ Interesting? 








Select the "No 


Service You Wish— 
Then Mail Coupon 


4 8 cards (7”x11”) 4 Card 
ae Holders. 100 Blank Price 
. Tickets, or 72 Printed Price 


Tickets, any prices wanted, of either de- 
sign illustrated below. 


$4.00 monthly ($48.00 the year) 





Service 12 cards (7”x11”) 4 Card 
No. 1-B Holders. 100 Blank Price 
Tickets, or 72 Printed Price 


Tickets, any prices wanted, of either de- 
sign illustrated below. 
$5.00 monthly ($60.00 the year) 





6 cards, 2 Card Holders. 
=" 50 Blank Price Tickets, or 
rvice 36 Printed Price Tickets, any 


prices wanted, of either design illustrated 
below. 


$3.00 monthly ($36.00 the year) 





(100) Printed Price Tickets 


To Harmonize with each month's showcards—cards may 
be had with each month's card service in place of the 
blank tickets indicated above at 50 cents per month 


additional. Sf? 
Mail the Coupon 


opular retail 
In the panel are brief descriptions Ba. 








the several Services we offer. Select 
one you wi 


COUPON 
BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIL 


Please enter our order for the Recorder “Sell- 
ing Messages” card service No. for one 
year, consisting of cards each month 
and art card holders, with the first 
month’s service, beginning with cards for Jan. 
for which we will pay $——— per year, pay- 











able per month. 
For cash in advance full year’s service, 5% 
discount. 


(If service be discontinued before expiration of 
order, we agree to pay $1.00 per month additional 
for each month’s card service delivered.) 

We sell Men’s, Women’s, Children’s shoes and 
hosiery. (Cross out lines not carried.) 

Printed Price Tickets :— 


Store Name 


Owner 


sik vvdncdenseenseneeeessesseasaeneveseben 


State 
























. 
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WHERE TO BUY 
Men’s Shoes 











The 


WOWEST ALL 


87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


ew 


90S oun cs mea 

















Me STEADY PROFITABLE 


BUSINESS IS WANTED SELL- ’ 
_ 











(P) M. A. PACKARD CO., Makers 
BROCKTON 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 

















Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 





















| Smart Store in Cleveland 














Petot Shoe Company 
Improves Store 


CLEVELAND—An attractive and invit- 
ing store front has been installed in the 
‘Petot Shoe Company’s store here by 


Greenbaum Woodworking Co., New 
York, creators of distinctive store fronts 
and fine interiors. The remodeled store 
presents an artistic and attractive ap- 
pearance, the decorative plan being 
worked out along modernistic lines. 





Golo to Have Display at 
St. Louis 


NEW YorK—At the National Shoe 
Retailers Association convention in St. 
Louis, Mo., Jan. 6, 7, 8 and 9, 1930, 
there will be an exhibit of the new line 
of Deauville Sandals, Domo bedroom 
slippers and French mules. They will 
be shown in dining rooms 1 and 2 of 
the Hotel Jefferson. Many new varia- 
tions of the mode will be shown in this 
line, including new styles in molded and 
regular soles. 

Special emphasis is being laid upon 

the new colorings and designs which 
are being introduced for the first time 
this season. 
Golo is planning a large advertising 
campaign to a reader audience of eight 
million women in magazines such as 
the Saturday Evening Post, Vogue, 
Harper’s Bazaar, The New Yorker, 
Ladies Home Journal, Smart Set, 
Photoplay and Cosmopolitan. This will 
begin in January for the southern re- 
sort trade and extend to June in the 
summer season at home. 





Production Increased 
in Brockton District 


BROCKTON, MASss.—Production was 
resumed throughout the district last 
week, but on the whole there are few 
factories which are working on busy 
schedules. Some of the larger concerns 
with in-stock departments more or less 
depleted by Christmas demands opened 
the new run fairly busy, but the ma- 
jority of the shops began slowly. 

While there is a prediction of good 
business, there is also a feeling that the 














increase will be gradual. 


| Dayton Shoe Retailers Hold 
Dinner and Rally 


DayTON, OHI0O—The Dayton Shoe Re- 
tailers Club, a live-wire organization 
for the betterment of the shoe business, 
held its first annual Christmas turkey 


dinner and rally, Tuesday evening, 
December 10. This club has been in 
existence for a number of years, and 
the members agree that this meeting 
was the best it has ever had. 

Following dinner the meeting was 
called to order by President E. A. 
Thirkield, who conducted a general 
round- table discussion on the better- 
ment of the shoe business for the com- 
ing Spring season. L. A. Miller, of 
the Elder & Johnston Company, made a 
very emphatit plea for the necessity of 
getting a sufficient mark-up to give the 
dealer a fair legitimate profit. Henry 
Hageman, of the Hageman Boot Shop, 
talked on the possibilities and advan- 
tages of having group meetings of the 
dealers with the manufacturers. 

It was then suggested by several 
members that, for the coming Spring 
season, all the dealers should hold a 
cooperative Spring showing and Style 
Show at one time. President Thirk- 
ield appointed the following committee 
to take care of this matter: L. A. 
Miller, chairman; John Schoenhals, 
Paul Johnson, Ed Hageman and George 
Emary. 


December to Break Even 
With Same Month in 1928 


CINCINNATI, OHI0O—Shoe sales for 
the first three weeks of December were 
fairly high, and merchants are of the 
opinion that sales figures for the en- 
tire month will be about on a par with 
those for the same month of 1928. It 
is reported that some departments in 
retail stores have suffered during the 
past few weeks, but practically all 
shoe department managers report busi- 
ness fair or better. 

Early in the season white moire was 
the best seller in the evening slipper 
line, but later on satin got to selling 
equally as well. 

Apparently black calf for men will 
cop a great deal of the business that 
has heretofore gone to black patent. 
Two or three of the high-class stores 
report sales on shoes for formal dress 
wear to be running about 50-50 patent 
and calf. Some of the new patterns 
which retail merchants got in a few 
months ago for men are showing no 
signs of life. One of these is a number 
that comes in patent, kid and calf and 
buckles instead of laces. Out of 48 
pairs received at one store the latter 
part of September, 43 pairs are left. 





Making Stitchdown Shoes 


BROOKLYN, N. Y.—Milrue Shoe Mfg. 
Co., Inc., formed about six months ago 
by Sam Gross and Charlie Melody, to 
manufacture stitchdown shoes, is en- 
joying an excellent business. Mr. Mel- 
ody for five years was superintendent 
of the Jefferson Shoe Company’s plant. 
Prior to that for many years he was 
with Rosenwasser Bros. 

Mr. Gross was a shoe wholesaler in 
New York. S. Kessler, well known in 
the stitchdown business, is also con- 





nected with the new firm. 
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Woman Secretary-Treasurer 
of Superior Store 


Superior, Wis. (UTPS)—Miss Mil- 
dred M. Loger has been named secre- 
tary-treasurer of the Family Shoe Store 
here. The two offices have been com- 
bined and placed under one head. Miss 
Loger will assume her new duties as 
soon as the new policy of the store can 
be brought into effect. 

The definite place of women in the 
shoe business, either clerical or official, 
will be tested, and the owners of the 
Family Shoe Store are hoping that Miss 
Loger’s advent into their business will 
facilitate the women’s trade. For being 
a woman and knowing a woman’s 
wants, Miss Loger will be in a position 
to serve them better. 





G. H. Warfield Dead 


BROCKTON, Mass.—George H. War- 
field, for many years one of the best 
known shoe factory executives in the 
Old Colony district, died last week at 
his home here after an extended ill- 
ness. For many years he served as 
credit manager for the E. T. Wright 
Co. of Rockland and later came to this 
city, where he served in the same ca- 
pacity for 27 years for the Preston B. 
Keith Shoe Co., continuing until the 
concern was liquidated a few years ago. 
Since then he had served as a sales- 
man and had acted as auditor for the 


Y. M. C. A. He leaves three sons, a 
daughter and his wife. Burial was in 
Plympton. 


Riley Directors Declare 
Dividend and Elect 


CoLumBus, OHIO (UTPS)—At the 
annual stockholders’ meeting of the 
Riley Shoe Manufacturing Co., operat- 
ing a plant on South Front St., Colum- 
bus, held Dec. 9, the former board of 
directors was re-elected as follows: J. 
Warren Murray, J. D. Ryan, Charles 
Shriner, G. E. Tetrick, John Zuber, 
George Yellig and Walter J. Andrig. 

J. Warren Murray was named presi- 
dent; John Zuber, vice-president, and 
J. D. Ryan, secretary, treasurer and 
general manager. The board declared 
the usual quarterly dividend of 1% per 
cent on the 7 per cent preferred stock, 
payable Jan. 1. The report for the 
year showed that business was equal to 
that of the previous year and prospects 
for 1930 are reported as bright. 





Di Pasquale to Enlarge 


ROCHESTER, N. Y. (UTPS)—Steps to 
expand his manufacturing and retail 
shoe business were taken last week 
when Angelo DiPasquale applied for a 
building permit to construct an addition 
costing $900 to his establishment at 313 
North Union Street here. Work will 
begin immediately. 

pecializing in children’s shoes, Mr. 
DiPasquale has done a thriving busi- 
ness in Rochester. Recently he launched 
a street advertising campaign which in- 
cluded a glass-covered truck displaying 
latest models in the residential dis- 
tricts. 

The addition will be built of brick 





and cinder block. 
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Production in 
Tanneries Is 


On Up Grade 


LYNN, Mass.—The tide continues to 
rise here. More cutters are at their 
benches in the shoe shops, and tan- 
neries and supply factories are gener- 
ally increasing their activities. New 
sample lines are ready for the January 
markets. Such samples as have al- 
ready been revealed show the influence 
of the long skirt. Vamps are longer, 
even up to 3% and heels are higher, 
being up to 20/8, and waists are more 
shapely, while shanks are pulled in. 
Vamps and quarters are plain, and the 
trim is on the front and center of the 
shoe. Pumps are first by far. Straps 
are light. New sandals show vamps 
with small cut-outs and basket weave 
inlays on either side of the cut-outs. 
The extreme sandals, of the barefoot 
type, will be saved until later. Punched 
effects in conventional designs are good, 
the punching, of circular perforations, 
being in either the vamps or the side 
walls of the shoes. There is a new 
fancy in the way of small bows, called 
“shoe string ties” by some, for they 
are of leather of scarcely more than a 
shoe lace width, with pipings on both 
edges. They are tied in unusual designs 
and are used for ornamenting Regent 
pumps. So much applies to the dress 
class of shoes. 

In the sport and street class of foot- 
wear, amps are shorter and toes round- 
er, and heels down to 8/8 and, in a few 
instances 6/8. 

As for colors, it will be buyers’ 
choice. Makers will show pull-over 
samples to illustrate the shape of last 
and design of pattern, and will display 
samples of leathers of many colors, 
and buyers will select colors and com- 
binations of colors according to their 
own good taste and requirements. 

It looks as if wholesalers were plac- 
ing more orders. Yet there is a de- 
termined effort on the part of leading 
firms to increase their sales to individ- 
ual merchants who’ desire shoes of a 
distinctive character. The main idea 
here is to give the public the style and 
the price it likes so as to maintain vol- 
ume of business. 





Timothy Corcoran Dies 


BROCKTON, Mass.—The Brockton dis- 
trict lost one of its most famous shoe 
manufacturers recently with the death 
of Timothy Corcoran, who for years 
has been noted for his making of sport 
and track shoes for all of the Harvard 
University atheltic teams and for 
athletes in many other colleges. Mr. 
Corcoran made the shoes James J. Cor- 
bett wore when he vanquished John L. 
Sullivan. Funeral services and burial 
were in this city where he had lived 
practically all his life. 





Increase Floor Space 


Boston—Schworm & Finke Shoe Co., 
distributors, will be located on or af- 
ter the first of the year at 72-82 Lin- 
coln Street, Boston, the entire block 
taking in Essex, Lincoln and Tufts 
Streets. This will give them fully 
three times as much floor space as they 
now have. 
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WHERE TO BUY 
Men’s Shoes 
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“A MAN’S DECISION” i 
THE é 
Ve” 
Men’s 
Fine 
Shoes 
SHOE Ola 
Colony 
Boston—183 Essex Street Shoe Co, 
rockton, 
N. Y¥.—915-917 Marbridge Bldg. Mass. 
er sr Ne i hi li dl 





WHERE TO BUY 


Women’s Novelties | 


he 
BONDWAY 


Produces footwear of remark- 
able lightness, smartness er 
flexibility. 


BOND SHOE COMPANY, 132 Duane St., Nr. York 














BIARRITZ SANDALS 
(ORIGINAL) 
FOR LARGE VOLUME 
BUYERS 
Write Direct 


BIARRITZ SANDALS 
33 W. 27th ST.. NEW YORK 





















WHERE TO BUY 


Women’s Shoes 


Did Reed 


FUR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, N. Y. STOCK 


—— 
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WHERE TO BUY 


Shoe Forms 


lil 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, Inexpensive and 
Practically Invisible 
Linings and case num- 


bers easily seen when 
transparent form is in 
shoes. Write 








THE SHOE FORM CO.. Auburn, N. Y. 

















De el 


WHERE TO BUY 


Men’s & Women’s 
Slippers 


1 a rs 











Lt} 1) Hii AH j'! 
GENERAL. FOOTWEAR CORP'N 
tory and Offices 
476 Broaowav. New YORK 











PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 





High Grade Turn Mules and D’Orsays 





Terns only— 
request. 


a 


Me. 447 
$238 











4s L. B. EVANS’ SON O0., Wakefield, Mass. 








MEN’S FINE 
HAND TURNED 


SLIPPERS 
Manufactured 
by 


Prices from 
W. 8. CHASE & SONS 
Haverhill, Mass. 


$2.15 to $8.50 





Boston Office: Room 501, Statler Bldg. 
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To Direct Selby Publicity 


CINCINNATI—The appointment of 
Horace W. Karr to direct its publicity 
department has just been announced by 
The Procter & Collier Co., advertising 
agency, Cincinnati. Mr. Karr will give 
special attention to the activities of 
The Selby Shoe Co., well-known manu- 
facturers of women’s and children’s 
shoes. 

Mr. Karr has been in the newspaper 
and publicity field for more than 
twenty years and is widely known in 
both. He has been identified with some 
of the country’s largest newspapers, 
and for several years was publicity di- 
rector for the National Cash Register 
Co. and other big industrial concerns. 





Pledges Co-operation to 
Hoover 


DAYTON, OHIO—In a special report 
sent to President Hoover’s committees, 
The Onli-wa Fixture Co. of Dayton 
not only pledged itself to a substantial 
construction program for 1930, but 
gave its assurances that additional men 
would be given employment throughout 
the new year. The Onli-wa Fixture Co. 
js considered the largest factory in 
America devoted exclusively to the 
manufacture of wood window display 
fixtures. 

“We are glad to report the largest 
i. a in our history for 1929,” said 

J. H. DeWeese, president, recently. 
“We made a 40 per cent increase over 
our previous record year. We are now 
making plans to erect a new and 
larger factory for 1930, in spite of the 
fact that our present plant is only a 
few years’ old.” 





Co-Operation Is Urged 
In Brockton District 


BROCKTON, Mass.—Moved by the 
fact that practically every local shoe 
manufacturing establishment in the 
past year has enjoyed the most pros- 
perous period in history, Walter P. 
Field, president of the Field Bros. 
Shoe Co., of East Bridgewater, last 
week issued an appeal for the shoe 
manufacturers in the district to get 
together and work for closer co-opera- 
tion and prosperity. 

No move has been made to pick up 
the suggestion as yet, but very favor- 
able comments have been made on the 
idea and shoe men in the district, 
banded together in the Brockton Shoe 
Manufacturers’ Association, are ex- 
pected to make it the source of discus- 
sion at their December meeting. 





Production Increased 
In Haverhill Plants 


HAVERHILL, MAss.—Improvement in 
cutting room activities is noted this 
week in local factories, with indication 
that some of the plants making the 
cheap and medium grade McKays have 
limited orders for immediate delivery. 
Future business is not yet a factor. 
Sampling of shoes for the new run is 
going on, but actual booking of business 
awaits the passage of the holiday sea- 


son. The new light leathers figure 
conspicuously in the new _ season’s 
samples. 
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Holds Successful “Serve Self” 
Sale 


MiamMI, Fia. (UTPS)—Cornell’s, 
located at 158 East Flagier Street, has 
just closed its annual “Serve-Yourself” 
sale and cleaned out many odds and 
ends, so as to make way for the new 
season stock. Their plan is to place one 
shoe of each size and style on tables. 
Sizes are plainly marked of the shoe. 
The customer chooses her size and 
style—a clerk provides its mate and 
wraps the purchase. This procedure 
facilitates sales and greatly reduces 
overhead, the saving going to the cus- 
tomer. 

The store is closed for an hour dur- 
ing the middle of the day for two rea- 
sons: to enable all the clerks to eat 
at the same time, and thus not cripple 
the sales force by having a part of them 
away during the busy hour, and also to 
enable them to straighten the stock a 
little before the afternoon shoppers ar- 
rive. All sales are final; no exchanges, 
no refunds, no charges. A blanket price 
of $2.95 covers values up to $16.50. 
Women of Miami have learned to look 
for Cornell’s “Serve-Yourself” sale, 
knowing that splendid values may be 
had if their particular size and style 
is offered. 


Lynn Firms Organize 
New Trade Association 


LyNN, Mass.—The Lynn Shoe Man- 
ufacturers’ Association has been or- 
ganized to succeed to the Lynn Shoe 
Manufacturers Bureau, and to work 
in a wide field for the development of 
Lynn’s shoe manufacturing industry. 
John H. Goldberg, of the Bond Shoe 
Co. is president of the new organiza- 
tion. William O. Atwill, secretary of 
the Bureau, continues as secretary of 
the new Association. Mr. Atwill did 
valuable work for the shoe trade at 
tariff hearings in Washington. Harry 
D. Linscott is treasurer and attorney. 
Arthur Leopold, of the Bender Shoe 
Co. and Sam Chaves, of the Chaves 
Shoe Co. are vice-presdents. The offi- 
cers, and these, make up the board of 
trustees; Wallace B. Burdett, of the 
Burdett Shoe Co., M. F. Costigan, of 
the Bender Shoe Co., M. P. Clough, of 
Clough & Horn and Hyman Shockett, 
of the Federa] Shoe Co. 


Louisville Stores Showing 
Increases 


LOUISVILLE, Ky. :(UTPS)—The Bos- 
ton Shoe Store reports better business 
conditions and an increase over this 
time last year. Suede, reptiles and 
kid in the ever popular blacks and 
brown are still the smart shoes. 

Mr. Hern, manager of the John C. 
Lewis shoe department also reports a 
good business, with an increase over 
October and November of last year. 
Black suedes hold first place in public 
favor, also brown suedes. Next come 
black or brown kids, with lizards still 
good. Satins in both black and white 
are being sold for evening wear and 
the holiday trade. Both stores sell most 





pumps. 
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I. Sabel in New Store 


PHILADELPHIA—I. Sabel, who has 
been in the retail shoe business at 929 
Chestnut Street, carrying orthopedic 
shoes, has moved to new quarters in 
the Jefferson Building, 1015 Chestnut 
Street. 

The new store has been equipped for 
the efficient handling of prescription 
work and is extremely up-to-date and 
attractive in appearance. 





Change in Form Firm 


LYNN, Mass.—The Enterprise Shoe 
Form Co. has been purchased by G. A. 
Tufts, Daniel W. Benham and Herbert 
W. Farnham, who will carry it on 
under the old firm name and at the 
old stand at 25 Harrison court, Lynn. 
It makes shoe forms of wood, fibre, and 
celluloid. It also makes shoe trees. 





To Continue Pattern Business 


BROCKTON, Mass.—Royal C. Apple- 
ton will continue the business of Earle 
Shoe Pattern Company, in which he 
was associated with George R. Earle, 
prior to the latter’s death. Mr. Apple- 
ton will manage the business and as- 
sume full ownership. An announce- 
ment to this effect has been sent to 
the trade. 


New Edison Stores 


Edison Brothers Stores, Inc., operat- 
ing Baker’s Shoe Stores and Chandler 
Boot Shops, opened in December at 
Houston Street corner Jefferson, San 
Antonio, Tex.; 417 S. Main Street, 
Tulsa, Okla., and also 114 Main Street, 
Jacksonville, Fla. Leases have been 
closed for 1508 Elm Street, Dallas, 
Tex.; 235 Fifth Avenue, Nashville, 
Tenn., and also for location on Fifth 
Avenue, Pittsburgh, Pa. 





Al Forster, Philadelphia Shoe 
Man, Dies 


PHILADELPHIA—A] Forster, a pro- 
gressive and successful retailer for 
many years, conducting stores in Rox- 
boro and Manayunk, Philadelphia, died 
Sunday, Dec. 15. The funeral services 
were held Wednesday afternoon. Mr. 
Forster was a member of the Middle 
Atlantic Association since its infancy 
and was a very active director for a 
number of years. 





New Store Front Helps 
Business 


Fort WortTH, TeEx.—Henninger & 
Groves have one of the most attractive 
shoe store fronts in Ft. Worth, now 
that the work of installing new and 
modern display windows has been com- 
pleted. In fact one gets a new and 
finer impression of the type of store he 
is entering and it is in keeping with the 
spirit of progress of this firm. The 
store reports a splendid mid-season 
business and it is the firm’s belief that 
the beautiful new front is helping a lot. 


Boot AND SHOP RECORDER 
combining THp SHOP ReTalILer, Dec. 28, 1929 














Detachable Rubber Heel 














AN interesting improvement in heel 
design has been announced by 
Harry Lavin, capitalist of Canton, 
Ohio. Mr. Lavin made his discovery 
on a recent trip to Germany and 
promptly purchased the patents for the 
new heel. 

The feature of the new heel is that 
it is readily detachable, so that rubber 
heels may be substituted for leather, 
or vice versa, left and right heels may 
be interchanged when they begin to 
wear unevenly, etc. Anyone can make 
the change merely by pulling out a 
tiny metal plunger, slipping off the heel 
and putting the new one in place. 
Pushing the plunger then locks the heel 
——— so that it cannot possibly work 
oose. 





Stetson Employees Have 
Christmas Party ~ 


New YorK—The employees of the 
New York Stetson retail shops held 
their annual Christmas Party Thurs- 
day evening in the 15 West 42nd Street 
store with their wives, sweethearts and 
Santa Claus. Entertainment was fur- 
nished by the\shop’s personnel, with 
music supplied for the dancing by piano 
and radio. Presents were distributed 
from a large Christmas tree, and a buf- 
fet lunch served to the seventy-five 
guests. 

George Harger, general manager of 
the chain, addressed the gathering and 
expressed his thanks to the employees 
for their fine cooperation during the 
past year. 


Saad Bros. Launch Chain of 
Repair Shops 


SPOKANE, WASH. (UTPS) — Paul 
Saad, senior member of the firm of 
Saad Brothers, operators of three shoe 
stores in Spokane, has left for Seattle 
to supervise the opening of the first of 
a series of chain shoe repair stores. 

The Seattle store is to be opened 
about Jan. 1. Eli and John Saad have 
remained in Spokane and will jointly 
manage the stores here. 

Later in 1930 the firm plans to open 
shoe repair branches in Portland and 
Tacoma and expand their business over 
the larger cities of the Pacific Coast. 





Levey Named Manager 


BIRMINGHAM, ALA. (UTPS).—S. B. 
Levey, who has been with the Guarantee 
Shoe Company for years, has been ap- 
pointed manager of the ladies’ shoe 
department. 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


Om Oe mee ee res - 











TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 























ALL LEATHER IMPORTED CZECHO SANDALS 
72 PAIR TO A CASE 





Sample Cases of Berta, Sonia and Riga can be shipped 
now for your inspection from New York. 


Irwin W. David, General Manager 
THE R. STERN CO., 303 Fourth Ave., New York 











Nationally Advertised 


Year-Round In 
SERVICE 







SHOE CO. 
N. Reading, Mass. 
Boston Offeo—Reem 502, Statler Bids. 











SO TS 


WHERE TO BUY 


Shoe Ornaments 
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SHOE 
ORNAMENTS 


for 


MANUFACTURER 
and 
RETAILER 
TRE 





























WHERE: TO BUY 
Ballet Slippers 








BALLET SLIPPERS—IN STOCK 


ef the unusual kind 
Bie2 Bik. Kid Hand Tura 
Soft Tee 










~ Child’s 6 to 11—$1.35 
11% to2— 1.40 
Women’s 2 . 
Also 
SCHWARTZ & HERDER, Inc. 
Spectattets in Ballet and Comfort Slippers 
241 No. lith St., Philadelphia. Pa. 











Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 





\/ 
Coast Representative: 
MR. A. F. WINSLOW 
| 5205 El Rio Avenue 


Eagle Rock, Los “Angeles, 
California 

















M 
Pati 
Rights and Lefts 

Two Grades 







Wos. Miss. Chi. 
$1.60 $1.45 $1.40 
1.85 1.80 1.25 
In Stock 
325 West Monroe Chicago, Ill. 

















* 
w 
In Ne. 100—Regular ....00 $1.50 $1.40 
600—Buck Sole..... 1 90 
H. F. MALOTT SHOE CO. Manufacturers 
1915 Girard St., Chicage 
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BLACK KID 
ADJUSTABLE STRAP 


IN STOCK 


Women’s $1.75 
Misses’ $1.70 
Children’s $1.65 















SEND FOR CIRCULAR DEPT. C. 


Hi 
fe OR Semin’ 

















Im Stock Black Ballet 
Slippers 


Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Childs’ $1.15 pair 
BLOG SHOE CO., INC. 
14 Street 


7 Duane 
New York City 

















Blyn to Open in Cleveland 


New YorK—I. Blyn & Sons have 
leased the store at 210 Euclid Avenue, 
Cleveland, Ohio. Plans call for both 
a ground floor and mezzanine to be 
finished in modernistic design, and to 
be ready next March. It will have 
seating capacity for 100 persons, and 
a line of women’s shoes retailing at $6 
will be handled. Nicholas Parker has 
been appointed manager. 





Nunn Bush on the Air 


MILWAUKEE, Wis., (UTPS).— Fol- 
lowing the example set by some of the 
largest manufacturers in this country 
of advertising over the radio, the well- 
known Nunn, Bush & Weldon Shoe Co., 
of Milwaukee, is letting radio audiences 
know all about their product. These 
broadcasts go out over station WTMJ, 
the Milwaukee Journal station, and are 
heard all over the country, the station 
being a very powerful one. Nunn, 
Bush & Weldon have shoe stores in all 
parts of the United States. 





Contacting Customers with 
Systematized Follow-Up 
[CONTINUED FROM PAGE 271] 


A letter about 10 days after pur- 
chase, expressing interest in cus- 
tomer’s satisfaction and advising that 
you have records which will enable 
you to duplicate the order or fill others 
when customer happens to be away. 

A small booklet or pamphlet on the 
proper care of shoes. 

Two or three pieces of direct-mail 
advertising and one or more ‘phone 
ealls during the estimated “life” of 
the shoes last bought. 


The direct-mail pieces should be got- 
ten out in a series of three or four for 
each season. There might be one on 
men’s shoes, one on women’s, one on 
children’s and a general piece. These 
needn’t all be sent to the same customer. 
With this in mind it should be ascer- 
tained what others are in the immediate 
family of the customer—that is, if there 
are men, young men, young women, 
boys or girls—and this data put on 
the card. 

The cards could be filed vertically or 
could be designed for use in the new 
tray type of filing system, and by means 
of signal tabs could be instantly lo- 
cated for the follow-up work of the 
day or for.use in selective mailing lists. 





Footwear Fancies of 1930 
[CONTINUED FROM PAGE 167] 


9.00-10.00—“Fashion’s Footwear 
Fancies of 1930.” 
10.00-11.00 P. M.—Inspection of sam- 
room exhibits. 
Tuesday, January 15, 1930 
9.30-10.00 A. M.—Registration of buy- 
ers and exhibitors. 
10.00 A. M.—Opening of sample room 
exhibits. 
10.30 A. M.—Opening of booth ex- 





hibits. 

7.30-8.30 P. M.—Concert in the grand 
ballroom. 

8.30-9.00 P. M.—Inspection of. booth 
exhibits. 

9.00-10.00 P. M.—“Fashion’s Foot- 
wear Fancies of 1930.” ° 

10.00-11 00 P. M.—Inspection of sam- 
ple room exhibits. 
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Celebrities to Broadcast in 
Brownbilt Hour 


St. Lovuis—The Brownbilt Footlites 
will, on Friday evening, Jan. 3, be 
focused on such celebrities as Heywood 
Broun, the celebrated columnist; 
Madame Hamilton Jeffries, fashion 
editor of Boot AND SHOE RECORDER, 
and Jimmy Reilly, the comedian. They 
will also be trained on William Wirges 
and his Footliters and upon Buster and 
Tige who are finding life quite a prob- 
lem since they made that New Year’s 
Resolution to be models of good be- 
havior. The program will go on the 
air at 8 p. m. Eastern Standard Time 
over station WABC and the associated 
stations of the Columbia Broadcasting 
System. It will be broadcast again, 
with a different set of principals from 
station KHJ, Los Angeles. 

Besides being a columnist of note, 
Mr. Broun is also dramatic editor of 
Vanity Fair. He contributes articles 
on books and the theatre to other 
magazines. During 1921 he delivered a 
series of lectures on drama at the 
Rand School, Columbia University. He 
is also the author of several books. 

The stations over which this program 


will be broadcast are as_ follows: 
WABC, WADC, WCAO, WNAC, 
WMAK, WJJD, WKRC, WHK, 
WGHP, WOWO, KMBC, WLBW, 
KOIL, WCAU, WJAS, WEAN, 
KMOX, WFBL, WMAL. WAIU, 
WFBM, WHEC, WCCO, WWNC, 
WTAR, KOIN, WBDJ, WBRC, 
WDOD, WREC, WLAC, WDSU, 


KRLD, KLRA, KFJF, KFH, KLZ, 
KHJ, KDYL, KFRC, KVI, KFPY, 
KMJ. 


Profits Thrown Away 
[CONTINUED FROM PAGE 265] 


seem as if a conference between the re- 
tail buyers and rubber executives might 
be a solution. A greater understand- 
ing is necessary as to each other’s 
problems. The story which the retailer 
tells of the “why and wherefore” of the 
condition is very plausible. Equally 
plausible are the stories of the rubber 
companies. Why not try a conference? 
In production at this time are some 
of the celverest footwear fashions which 
the overshoe trades have yet manufac- 
tured. The possibilities of selling pro- 
tective footwear are innumerable, not 
only for violent storms and deep snows, 
but to keep out cold and dampness. 
The acceptance of pump stylings and 
light, airy footwear for winter wear by 
America and Paris shows how styleful 
foot covering is first in the woman’s 
mind. However, she must not be al- 
lowed to forget that one cold in the 
winter might terminate a brilliant ca- 
reer or make her a semi-invalid for life. 
Neither must she be allowed to ignore 
the fact that spattered stockings and 
muddy boots are as reprehensible as 
soiled clothing or unkempt hair. Hence 
it might be an excellent idea to sell the 
customer the thought that overshoes, 
especially the all-rubber ones, are not 
only a winter protection, but an all- 
year-round styleful foot protector 
which, when worn, becomes a lively 
part of a clever and correct ensemble. 





Boot AND SHOE RECORDER 
combining THe SHog ReTalILer, Dec. 28, 1929 














’ - hak oP t 


. 


~ 


‘ 


INA QQAGA 


+ 


a 


Oni ct 


a 


,wyv 2 aw ee 








ee 
abla 


— 
inne 


















in July and the 500 in June are dis- 
tinctly not meant for new styles. They 
are for size-ups on year round sellers, 
shoes that will not be affected by the 
seasonal dead-line. The April and May 
budgets are only partly for new lines 
and partly for size-ups. 

And here’s a very serious thought 
about the February shoes. They should 
be bought with April in mind more than 
February. Figure it out. Suppose we 
receive 1250 pairs in February and sell 
700. The older stock is not entirely 
stagnant, and probably not more than 
450 of the 700 pairs sold will be from 
the new shoes. That leaves 800 of the 
February receipts still on hand in 
March. And there will doubtless be 
half of these February shoes on the 
shelf in April, nor will they all be gone 
by June. 

So it pays to think way ahead when 
buying early shoes. Every woman who 
buys in February expects her pur- 
chase to be suitable for April wear, 
not February alone. 

The Joint Style Conference is doing a 
great work, but it should never class 
January along with February and 
March. January is_ house-cleaning 
time. The shoes sold then belong in 
the November and December classifica- 
tion. Along toward the last of Janu- 
ary comes the dead-line from which 
there is no escape. 

Then comes February, and with it 
the customers expect to see an entirely 
different complexion around the shoe 
store. It may not be spring on the cal- 
endar nor on the thermometer, but it 
is spring from a shoe style standpoint. 
The Style Conference should move its 
dividing line forward one month, and 
it will be more in tune with the actual 
shoe style calendar. 

Just what is the immediate, practi- 
cal application of this discussion? The 
early order is not the time to curtail 
purchases. That’s it! 

Last fall, just when the shoe retail- 
ers of the country had their spring 
buying all mapped out, came the late 
lamented lamb shearing. 

These merchants immediately divided 
themselves into three classes. Some 
said, “No confirmations till January.” 
Others reasoned, “Better be careful and 
cut down the order.” Still others said, 
“T’ll take a chance on my planned or- 
der. If I have to retrench, I’ll do it 
on my later orders.” 

It is difficult to say how much a 
temporary setback should affect future 
policies. It would seem reasonable, 
however, that if the fall sales turned 
out to be 200 pairs less than was ex- 
pected, then the entire spring budget 
should be reduced by that amount. And 
since the early buying is one-half of 
the total, then it should be lowered by 
100 pairs. 

One surprising thing about retailing 
is how similar each year is to the year 
previous. And months too. Last April 
was not so different from April, 1928. 
It, too, was very much like April, 1927. 
The chances are that even the weeks 
in these Aprils were larger or smaller 
in about the same order. Nor will April 
1930 be especially different. 

The temporary obstructions to the 
natural course of business look insur- 


Boor AND SHOE RECORDER 


combining THe SHog ReralI_er, Dec. 28, 1929 








The Early Buy Is the Good Buy 


(Continued from page 97) 


mountable only to the merchant who is 
not big enough to see over them! 2 

Careful, sensible, orderly planning is 
perfectly possible in the shoe business. 
Stock records are a useless expense 
unless we are willing to accept what 
they show as being a reasonably sure 
guide for the future. 

One thing is certain. The retailer 
who still says, “I’ll wait till I see what 
sells, then place my order,” is knowingly 
throwing the bulk of his business into 
the almost-certain-loss period. 

The customer has many, many wants 
—always more than her money will 
buy. She never buys shoes nor any- 
thing else till that particular article is 
presented to her with such an appeal 
that it makes her crave just that one 
pg right then more than anything 


e. 

People will not come begging us for 
shoes next spring. The war’s over! 

But there will be plenty of good 
profitable shoe business for the shoe 
man who snaps into action and gets 
into his store the very best line-up of 
shoes he possibly can; who puts his 
best brains into the merchandising of 
these shoes; who makes them so at- 
tractive the public can’t resist them; 
and—who does it early! 


Ground Gripper Income 
Shows Gain 


New YorK—Retail sales of the new 
Ground Gripper Shoe Company are 
showing a steady increase, according to 
Norman K. Winston, chairman of the 
board of directors. 

“This showing is particularly grati- 
fying,” said Mr. Winston, “as it indi- 
cates earnings for the first year of com- 
bined operations should be at least $4 
a share on the common stock, during 
what is usually considered the most 
difficult period for merged companies.” 

Combined net income is reported at 
$201,598 for the eleven weeks ended 

Oct. 31. After reserves for interest, 
federal incomes taxes and preferred 
stock dividends, this amount was equal 
to 84 cents a share earned on the 168,- 
000 shares of common stock outstand- 
ing, for the eleven weeks. This is the 
first report of the merged orthopedic 
companies, including the Dr. P. Kahler 
Shoe Co., the Physical Culture Sales 
Co., The Crittenden Company, The Can- 
tilever Corp., and the original Ground 
Gripper Co. 


Perfect New Dye 


NEw YorK—A new dye has been per- 
fected which is expected to prove a 
boon and a help for shoe manufactur- 
ers and dealers. Unlike some dyes 
which spoil while in stock and turn 
shoes brown instead of black, this dye 
is said to retain its potency and origi- 
nal color, a perfect jet black. It is 
made by the Frenchee Chemical Co., 
who also manufacture a line of shoe 
polishes. 
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WHERE TO BUY 


Dancing Sandals 
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DANCING SANDALS 
(ALSO USED IN GYM 
CLASSES 





BROOKS SHOE MFG. CO. 
Ritner and Swanson Sts., Philadelphia, Pa. 
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WHERE TO BUY 
Children’s Shoes 








IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
387 Fourth Avenue 
New Yo 
323 W. a Blvd. 


1307 Washington Ave. 
St. Leuis 
49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 














Baby Shoes! 


Soft Soles and 
Moccasins 
$4.80 to $9.00 doz. 
All colors—all styles! 
Send for Samples!! 


BOSTON BABY 


~~ 





SHOE CO. 
No. 1014-1016 Harrison 
Ave., Boston 


a 











Approved by Medical Men 


As a fully ventilated a 
shoe the Burkley Ven- 
tilated Foot Developer 
is unexcelled. Well 
known surgeons 
mond tts use. 
Barkley Shoe Co. 
1156 No. Main St. 
Brockton, Mass. 
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WHERE TO BUY 
Children’s Slippers 











Athletic Shoe Co. 
914-34 N. Marsh- 
field Ave., Chicago 





Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 






















WHERE TO BUY 
Spats 








ON APPROVAL 
WE CARRY STOCK FOR YOU! 


PRICES: 






















IN STOCK FOR 
IMMEDIATE 
DELIVERY 


The complete 
STANDARD SPAT 
line to retail from 
$1.50 to $5.00. 


” Send for price list 
S. Rauh & Co 


650 Sixth Ave 
New York 








SPARTON i] 


SPOT PRE tpars! 


Thie new 
idea in spats 
this fall will 
make you 
profits. BEFORE AFTER 





Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 


Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO * 





Manolis Spats 
Can’t Be Beat 
oldest spat manufac- 
turers in middle west sell- 
ing direct to the retail 
stores. Prices $10.50 to 
| $30.00 doz’ pairs. 
Manolis Mfg. Co. 
4248 No. Crawford 
Chicago, Iii. 
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Billy Rogers—Shoe Merchant 


[CONTINUED FROM PAGE 163] 


store with ‘Lilacs’ at times, and it kills 
his pep for the day. You get so self- 
centered that you forget the effect of 
what you say on others. How would 
you have felt if Parker had spoken to 
you that way?” 

“Help, I surrender,” Billy laughed, 
yet he realized that what June had said 
was true. He remembered that Parker 
had always been most considerate of 
the feelings of all his employees and, 
indeed, with everyone. Billy vowed to 
remember the lesson. 

“All right, big boy, come and sit 
here and tell me how you got on to- 
day.” She patted the chair next to 
where she was sitting, and Billy, with 
a happy sigh, promptly sat down. This 
time June’s hand didn’t slip away. 

“Y’ know, tremendous, this house-to- 
house selling is no cinch. We worked 
hard all day and only sold two pairs 
of shoes. If Patten can sell shoes that 
way he’s a better man than I, Mrs. 
Gunga Din. And the two pairs we 
sold were to old customers. I’m up 
against it. I don’t know how to put 
it over. When we called on a home 
we were usually told, ‘Not today, thank 
you, and we always get our shoes from 
so and so’s’.” 

“So and so must do a big business.” 
June gave Billy’s hand a little squeeze 
that more than compensated for her 
remark, 


i T one house I was asked if I hada 

peddler’s license. I got scared for 
a bit, so I phoned Wise, the lawyer you 
know. He laughed and said that a 
local merchant didn’t need it, but that 
if I sold outside the town or the state, 
I forget which I was so rattled, that 
I must get one. I never realized that 
there was a legal aspect to the thing.” 

“Tell me, honey, what was the big- 
gest difficulty you ran into?” 

“Getting started. I felt dumb as 
soon as we rang a bell. Patten was 
better at that than I, but he didn’t get 
anywhere. I can see that the only way 
to tackle such a job is to learn a defi- 
nite method of introduction. I thought 
of something that seemed to click, but 
it was too late in the afternoon for it 
to have much chance to be really tried 
out. 

“What was it?” June asked with real 
interest. 

“Well, after I rang the bell and the 
woman came to the door, I’d say, ‘Good 
afternoon, Mrs. So and So—’.” 

“My goodness, fancy calling on So 
and So’s wife, and him in the shoe 
business.” Both the two young people 
laughed, and Billy felt that everything 
was again serene. 

“To proceed, after the very rude in- 
terruption. I would say, ‘I have called 
specially from William Rogers, the shoe 
merchant on 264 Mill Street. We have 
instituted a special home fitting ser- 
vice for busy men and women. We 
know we can fit shoes to any foot so 
that real foot ease will follow. As 
you realize the right fitting of shoes 
means all the difference between com- 
fort and agony. We are specially care- 
ful in fitting children’s feet—they are 
so tender that a hard misfitting shoe 





may mean foot trouble for life. May 
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I come in and show you some of our 
special numbers?’ ” 

“Will they wait at the door while you 
say all that?” June queried doubtfully. 

“Yep, we had no trouble in getting 
them to listen once we had a chance to 
start. It made me mad though when 
we went to a door and the woman said, 
‘Not today,’ and closed the door before 
we had a chance to say why we were 
there.” 

June laughed at the woe-begone look 
on Billy’s face. “Big boy, you’ve struck 
something harder than selling in a 
store. But I agree with you that the 
only way it can be done is to get a 
definite story to tell. You’ve got to 
have some special reason why the 
housewife should buy shoes from the 
door instead of from the store, and I 
am not sure that there is a good rea- 
son. I’m jolly sure I wouldn’t. I much 
prefer to sit on a proper chair and be 
fitted by a regular shoeman than by a 
peddler.” 

“You don’t think much of my idea, 
do you, wonderful?” 

“Now don’t fly off the handle, but 
I really don’t. I think the idea is good 
for some people, but not as you are 
trying to do it. For instance, why 
should you pay the expense to sell 
shoes house to house in Fretton when 
you have a store here? It seems to me 
that you are paying a commission for 
selling shoes poorly that you would sell 
anyhow and fit them right.” 

“T don’t follow that,” Billy said, 
seriously. 

“You talk of your wonderful care in 
fitting the hard foot, and then you have 
a man do the measuring who just can’t 
be as good a fitter as you. It seems to 
be a lot of applesauce, if you ask me.” 

“Beautiful, you are the most wonder- 
ful girl in the western hemisphere, but 
you sure do think up the kinks in my 
ideas. And the rotten part is that I 
must admit you are right. I agree that 
we are stupid—” 

“Hey, where do you get that ‘we’ 
stuff? You and who else, big boy?” 
June’s eyes flashed mischievously as 
she spoke. 


: REFER to myself in the editorial 
sense,” Billy replied with mock 
hauteur. 

“But to resume, if you'll can the 
chatter for a few seconds. I agree that 
we must not do house-to-house selling 
in our normal trading area—that’s a 
good line. But what about selling in 
the smaller places around Fretton 
where the people don’t come into town 
very often?” 

June’s head was slowly yet definitely 
shaking. “I still think you are all wet, 
old hot, but if you can restrain your 
youthful impetuosity—whatever that is 
—TI’ll tell you how I believe house-to- 
house selling could be used O.K.” 

“Ever so, fair damsel, speak on. Your 
liege is all ears.” 

“Well, I wouldn’t have mentioned it 
if you hadn't.” Billy flushed as he 
realized the opportunity he had given 
June to slam him. “However, I will 
speak. I think you could do some 
house-to-house selling in the places near 
Fretton, but not so much to sell shoes, 
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WHERE TO BUY 
Spats 


BOND STREET 
Be bouts 









okay 


Styled in England— 
Equal in every way 
finest im- 


to the 
ported spats — but 


— over here and 
a x 

Goey complete 

in wide ra 

ally advertised. 

Write for price list and samples. 


THE WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 





Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 


LYONS & COMPANY 
122 Duane Street New York, N. Y. 

















WHERE TO BUY 


Store Fixtures 


tied 





ed 





HAVE Yot 4 COPY OF THE 
NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 


and STORE INSTALLATIONS | 


( L. GOODWIN & CO., In« 
Worcester, M 


“ | 
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there and then, but to get the people 
to come to the store the next time they 
are in Fretton. You could have some 
shoes to show what fine value you gave, 
but I should think it best to talk about 
the importance of fitting, and that if 
they want to get real fitting service to 
come to the store and be fitted by the 
leading expert of food comfort in Fret- 
ton.” 


“B UT that would be very expensive. 
, I’d have to pay someone to do it, 
and all I would get would be any busi- 
ness that might come later.” 

“Unless,” June replied, “you did it 
yourself or had ‘Lilacs’ do some. You 
have a lot of time that isn’t actually 
used profitably. Why couldn’t you plan 
to put in two or three afternoons a 
week at that work. You could alter- 
nate with Acks, and perhaps Mallory 
Hupp could do some in the holidays. 
My idea is that house-to-house selling 
is good to tell people about the store 
and the service it can give, but I don’t 
see where it is a good thing to try 
to sell shoes that can’t be as satisfac- 
torily fitted as in the store. Is that 
clear, honey?” June tipped her little 
head on one side as she asked the ques- 
tion. 
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“Gee, gorgeous, when you look like 
that, anything you say seems perfect. 
But even if you had said it without 
looking so wonderful, I’d have agreed 
with you. But if I put that plan into 
operation it let’s Sidney Patten out.” 

“That’s something I refuse to dis- 
cuss.” June’s mouth straightened into 
a determined line. 

“Suppose we discuss a couple of ice 
creams? It’s getting time all good lit- 
tle girls were home.” 

The store was locked, and the two 
young people walked down the street 
chattering. “The funniest thing that 
happened today,” Billy was saying, 
“was when we called on a Mrs. Whop- 
ple or some such name. She asked us 
in, and after I had shown some sam- 
ples said she would buy if we could 
fit her. Of course, I assured her I 
could do it. Well, sir, I then found 
that she had a wooden leg. The old 
girl thought she was having a good 
joke on me, but I said that what we 
did in such cases was to fit a wooden 
last in the shoe, and then fit the last 
to the leg. She was a good sport and 
bought a shoe for her meat leg—I mean 
foot, but she wanted an allowance be- 
cause she could wear only half her 
purchase.” 

June giggled, “What did you do?” 


- MADE a handsome allowance; 

you see I exepcted she would try 
that gag, so I put enough on the price 
to = off. I guess we were both satis- 


By this time the ice cream was 
served, and as the conversation had 
to do with June’s eyes, they had better 
be left to themselves. 

The next morning Billy’s plans to go 
out with Patten were upset. Lyman 
Acks complained of feeling sick. He had 
had a lot of pain in the night he said 
and didn’t feel he could be left by him- 
self in the store. He was sure he could 
work, but would have to take it easy. 
Of course, tomorrow he’d be all right. 

Patten told Billy that he was sure 
the new idea of introducing shoes, but 
not selling them, was “all fritzy,” as 
he called it. He was sure that the orig- 
inal plan was good, and as that was 
what he had been hired for, he begged 
to be allowed to try it for the remain- 
der of the week. 

“All right,” Billy growled. “But if 
you can’t sell enough to pay your sal- 
ary this week I shall want my way 
tried next week.” 

“Fair enough boss,” was Patten’s 
comment as he left the store. During 
the day Acks seemed to suffer on and 
off, so that Billy finally told him he 
must go to the doctor’s and get some- 
thing. 

Billy had a busy time until Hupp 
turned up. “I’m the only one that can’t 
afford to get sick,” he mused. When 
Patten returned at six o’clock, he re- 
ported the sale of eight pairs of shoes, 
and as he had collected a deposit on 
each pair Billy could only believe that 
Patten had proved his point. But when 
he asked Patten to stay and help out 
in the store, he was told, rather impu- 
dently, Billy thought, that he had a 
call back to make. 

With the aid of Hupp, Billy strug- 
gled through the evening, but both were 
tired out before closing time. As it 
was, June had had to help out two 
or three times. The result was that 
it was later than usual when the work 
of the store was all finished. Billy told 
June of Patten’s success and waited to 
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see what she would say. To his sur- 
prise she said nothing. 

“Don’t you think it’s great though, 
wonderful?” he persisted rather anx- 
iously. 

June looked up thoughtfully and then 
said, “Billy boy, I want to see the plan 
work if it can. You believe that, don’t 
you?” 

“Sure thing.” 

“Well, I’ll feel happier when the 
shoes are delivered and paid for. And 
even happier still if you could deliver 
them yourself. Now keep cool, honey, 
but I’d like to know what he told the 
customers to make so many buy when 
yesterday neither of you had any luck 
to speak of?” 

Billy was about to laugh at June’s 
fears, but he suddenly remembered the 
last time he did so and checked him- 
self in time. “If ‘Lilacs’ is better in 
the morning, I will. How’s that suit 
you?” ; 

“You are a nice boy sometimes, 
Billy,” was all June said. But Billy 
felt bucked up just the same. 

But next day he was tied up worse 
than ever. The doctor telephoned that 
Acks had appendicitis and had to be 
operated on right away. “Poor old 
‘Lilacs’,” he thought. And then he 
realized the box he was in. No regu- 
lar assistant, Mallory Hupp, a nice 
boy who was coming along fine, but 
he could only come evenings and Satur- 
days. And Patten, who Billy didn’t 
want in the store and who he knew 
wouldn’t come in except under compul- 
sion. “A fine mess I’m in.” He called 
up Captain Jacks, but the old fire-eater 
was away for two weeks. 


OTHING to do but make the best of 

it, so Billy buckled down to doing 
two men’s work until he could get some- 
one else. “And when I was a clerk 
for Parker I would have thought I was 
being terribly abused if he had asked 
me to even stay overtime, except very 
occasionally. Gosh, the boss sure has 
to work harder than anyone else.” 

One against it was Joel P. Grant of 
the Printip Shoe Co. who helped Billy 
out. Grant came in for his regular 
order, for by this time Billy was carry- 
ing quite a good range of Printip 
shoes. When Billy told him his trouble, 
Grant asked if he could use the tele- 
phone. Wondering, Billy said, “Sure, 
help yourself.” 

“Grant called up his concern in Lynn 
and told them of the situation. The re- 
sult was that the same afternoon an 
emergency salesman recommended by 
the company was on his way to Fretton, 
to help out until poor old Acks got 
better. 

The temporary man proved to be a 
red-headed fellow named Riley. It was 
quickly apparent to Billy that he knew 
his business, even though he special- 
ized on selling Printip shoes. Billy 
wondered if he would like to stay per- 
manently, but Grant had laughed and 
said that Riley wouldn’t thank you for 
a regular job. He liked to pinch hit 
and made good money doing it, for 
there were always stores being caught 
just as Billy was. 

During the excitement caused by 
Acks’s sickness and the consequent up- 
set in the store, Patten had to go along 
as best he could. He took out the shoes 
he sold, and to Billy’s relief came in 
with the money. To his surprise and 
perplexity Patten kept on selling shoes 
at the same rate. At the end of the 

[TURN TO PAGE 301, PLEASE] 




























IN STOCK 
THE BRAINTREE SHOE 
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Announcing a new stock department of fi 

Men’s shoes from an established fac- - 

tory, in the Brockton district, known for > 

ni 

its volume production and low overhead. ic 


No. 314—Imported Black 
Calf Oxford, ‘‘U. 8. Spring 
Step Heel,’’ 136 Last. 


A Complete Line of Dress and : 
Widths B to D. Sport Shoes ‘ 
No. ine ee Brown to Retail at $5.00 and $6.00 ; 











; “ 

& 

A quality product surpassing any shoe ; 

I n 

in the popular priced field . .. BRAIN- : 

TREE SHOES are made and styled to yt 

? v 

high standards... they are smart in ap- ey: 

; a 

pearance... due to careful selection of 2 

leathers . . . made on lasts that are un- ; 

No, 317—Imported Black : h 

Bottom Finish, U.S equalled for fit . . . and can be merchan- . 3 

Spring Step Heel," 101 ; : 3 ¥ 

eT eieetin te ie te dised on an unusual profitable basis. fo 

Price $3.50 re : 

No. 327—Same in Brown li } 
Calf. 

Dealers of established standing yo 

; 

interested in this prestige bearing | 

BRAINTREE line should write at once. 


No. 101—White Elk Ox- 

ford, Black Calf Wing Tip, 
Foxing, Lace Stay and 
Collar, ‘“‘U. 8. Spring Step 
Heel,”? 200 Last. * 


Widths B to D. 
Price $3.85 


ci t= SOUTH BRAINTREE 
MASSACHUSETTS 





TERMS: 5% 10, NET 30 DAYS 
F.O.B. BOSTON + 
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Billy Rogers—Shoe Merchant 
[CONTINUED FROM PAGE 299] 


second week his commissions amounted 
to nearly seventy dollars. 

“Of course, magnetic, I must pay him. 
He’s sold the shoes and got the money. 
And yet—I don’t feel quite easy.” 

“Perhaps you could go out for a little 
while next week. I like that man Riley, 
he seems a good hard worker and he’s 
full of fun.” 

That evening Billy went again to 
the hospital to see “Lilacs.” The poor 
fellow was quite ill, but the doctor said 
that with care he could come through. 
It had been a close call though. Acks 
was worried about his hospital bill, and 
he felt that Billy could hardly be ex- 
pected to pay his salary, especially as 
he had to pay Riley extra to hold the 
job for him. Billy, generous to a fault, 
told Acks not to worry. “I’ll have your 
job all waiting for you when you are 
well enough to come back. And if the 
hospital wants some money, I'll ad- 
vance it, and we can take it a little 
at a times out of your wages until it’s 
squared up. Now quit worrying and 
get well for I want you at the store.” 


DON’T care what you say, lamb’s 
lettuce,” Billy said definantly to 
June that night, “but I shall pay his 
wages until he gets back on the job.” 

“I should say you would,” was her 
reply. 

Billy was rather surprised, for June 
had been so emphatic in the past about 
not spending any money on which a 
real return was not had. When Billy 
reminded her of it, she replied: 

“That’s all right, big boy, but ‘Li- 
lacs’ is a regular worker. And you 
want him back. Besides . . oh 


bother . . . I can’t waste time talking 
—_ such things.” But Billy felt 
glad. 


The doctor said that Billy’s attitude 
with Acks was speeding up his recov- 
ery. Somehow it got around that Billy 
had taken care of Acks, although, as 
it was said, he was a young fellow just 
getting started. He saw a number of 
new faces in the store, and he found 
that he was getting more popular, al- 
though he didn’t know why. June did, 
but she said nothing. 

The following Tuesday Billy told Ri- 
ley he wanted to be away all morning. 
He said nothing to Patten until the 
morning. Riley was quite satisfied to 
look after the store while Billy was 
ae) he said, so everything was set- 

ed. 

“And,” Billy added just as he was 
leaving the store, “I shall be away to- 
morrow for a couple of hours at the 
Chamber of Commerce luncheon. There 
is a talk on ‘The Retail Salesman’ that 
I want to hear.” 

Billy left the store with a package 
of shoes under his arm and a feeling 
of contentment in his mind. 

But what a surprise he was to have 
before he got back! 





Economy Increases 


LyNN, MAaAss.—The Economy Shoe 
Co. has taken additional floor space at 
587 Washington Street, and is increas- 
ing on novelty McKays. It is cutting 
white and colored kid, and also white 
fabrics to be dyed. Mr. Kunian sells 
the output to the wholesale trade. 
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Shoe Polish Association Holds 
Annual Meeting 


NEw YorkK—Adopting as its slogan, 
“Conduct Your Business for Profit,” the 
Shoe Polish Manufacturers’ Association 
of America held its annual meeting at 


the rooms cf the Merchants’ Associa- | 


tion in New York in the Woolworth 
Building Dec. 10. There was an all-day 
session with recess for luncheon, and 
the meeting was presided over by Presi- 
dent Thomas A. Morrow of the Gold 
Dust Corp., New York. 

The attendance was the largest in 
recent years, and the spirit of interest 
in the association and its work and 
possibilities was noticeably keen. Mem- 
bers were present from New York, Bal- 
timore, Boston, Providence and other 
cities. 

The first matter in the order of busi- 
ness was the presentation of the annual 


report of Secretary-Treasurer Thomas 
F. Anderson, his statement summariz- | 


ing the chief activities of the associa- 
tion during the year. One of the most 
important of these was transmitting to 
the membership an unusual large num- 
ber of reports covering export shoe 
trade opportunities in many foreign 
countries as sent in by trade commis- 
sioners, consuls and other representa- 
tives of the United States Government. 

J. V. Lobell of the Cavalier Corp., 
Baltimore, read his report as Councillor 
of the Chamber of Commerce of the 
United States, Mr. Lobell having at- 
tended as the association’s representa- 
tive the two general meetings of the 
Chamber held during the year, and also 
the great National Business Confer- 
ence in Washington, Dec. 5. 








Radio Announcer Guest 
of Boot and Shoe Club 


Boston, Mass.—Milton J. Cross, 
well-known radio announcer and vocal 
soloist, was the guest artist at the an- 
nual ladies’ night dinner meeting of 
the Boston Boot and Shoe Club, held 
in the Hotel Statler Dec. 18. After 
singing several tenor solos, Mr. Cross 
gave an interesting talk on the devel- 
opment of radio in the last few years. 
Secretary Thomas F. Anderson read an 
appreciative letter from Thomas A. 
Edison acknowledging the club’s trib- 
ute to him in connection with the re- 
cently held Golden Jubilee of the In- 
candescent Light. Humorous telegrams 
from Graham MacNamee and other 
radio celebrities also were read. 

Seated at the head table were Presi- 
dent and Mrs. Augustus Vogel, Jr., Mr. 
and Mrs. Willis R. Fisher, Mr. and 
Mrs. Carl F. Danner, Mr. and Mrs. Al- 
fred W. Donovan, Mr. and Mrs. Walter 
E. Meyers, Mr. Frederick M. Haynes 
and Miss Haynes and Mr. Charles C. 
Hoyt. Members of the reception com- 
mittee included Major Charles T. 
Cahil, Elmer E. Chain, Vernon C. 
Cooke, Thomas A. Delany, Arthur L. 
Evans, Charles C. Hoyt, Julius Hol- 
lander, Everett T. Packard, E. B. 
Southworth and Daniel Tyler. 

Music was furnished by the Boston 
Philharmonic Orchestra. 

The occasion proved one of the most 
enjoyable of the regular monthly gath- 
erings of this historic Boston trade or- 
ganization held in recent years and was 
largely attended. 


Trade Builders. 





grade, one way. 


and better service. 





. 
| HERE isn’t any secret about it. Any successful shoe 
manufacturer will tell you that the most economical! 


method of producing shoes is one last, one pattern, one 


He will also tell you that a good live wholesaler can mer- 
chandise a group of specialty lines at a lower cost than a 


manufacturer can sell them. 


“Trade Builders” were pioneers in the development of 


these economies. The program guarantees you more value 


M. T. SHAW, Incorporated 
COLDWATER, MICH. 
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WELLINGTON SHOE CO., Inc. 
WISH THEIR FRIENDS 
A PROSPEROUS YEAR FOR 


1930 








65-67-69 Bleecker St., New York City 
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Where Else Can 
You Find Such Value 


—or such a 


Work Shoe? 
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at only 
$~) 00 
First Quality Elk Upper 
7%—30 days Stock. 
One Piece Leather Inner- 
This shoe will sell on sight. sole. 


Full Heel, Long-Wearing 


It needs no argument—the value 
“LISKIDE”’ Sole. 


is SO apparent. 


A , vey f We specialize on manu- 
real opportunt or herous 

PP ty 8° facturing work shoes. 
profit, and for attracting new 


customers to your store. 


Da ty Bros. SHOE Co. 


Office: 155 Lincoln St., Boston, Mass. 


Factories: Keene, N. H. and Belfast, Me. 
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ELONGATED SLOT 
PERMITS SLIDING 
ACTION 
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g THE Crawfotd Arch Supporting Shank is as necessary to the 
shoe as the keel is to a ship. The keel supports and gives firm- 
ness to the frame of a ship, so too the Crawford Shank sup- 

pms and strengthens the shoe. 


The Crawford Arch Supporting Shank embodies the combi- 
nation of rigidity and flexibility. It is a resilient steel brace 
built into the shoe. A truss, riveted to the under side of the © 
shank, keeps it in its original curved shape. One end of the 
shank is slotted and fitted around a split rivet, so that it will 
slide back and forth as the weight of the body is applied and 
removed from the foot, yielding just enough, under pressure, 
to accommodate the natural flattening of the arch. When the 
foot is raised, it springs back into its original position. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THIS MAY BE 





YOUR OPPORTUNITY 

















SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 








ATTENTION SALESMEN: 


We have six territories open. One of these may be yours. You must be 
experienced, have a sales following to sell Women’s Novelty McKays of the 
better grades. Stock proposition. Straight commission. Send complete 
information and references. Write today. 


ROGERS BROTHERS SHOE COMPANY, 59 Lincoln Street, Boston, Mass. 








SALESMEN WANTED! 


“Sportster” Official Girl Scout Shoes. 


The six new official shoes authorized by girl ‘scouts of America will be released to men of clean 
record. Full co-operation of local scout organization given. All territories open except N. BE., Eastern 
Penn. and N. Y. State. Nationally advertised. Franchises already established. Man with car covering 
trade intensively preferred. See Jack Sandler at Hotel Mayfair, St. Louis, Jan 6-9, or write with all 
details, A. SANDLER, 154 Lincoln St., Boston Scout Shoe Div. 








:::: ##“KOZY KOMFORTS” QUALITY SLIPPERS ees 


We are interested in opening immediate negotiations with Active Shoe Salesman, traveling with 
Automobiles; to work Kozy Komforts Quality Leather Slippers; a slipper line of Real Merit selling 
to the best stores; Popularly Priced; styles in Wood Heels, Padded Soles and Sheepskin Slippers 
and Flexible Lines:::A REAL SIDE LINE PROPOSITION:: advances Made on Early Orders: backed 
with real Service, Cooperation and Merchandise that repeats with real trade Satisfaction: States: 
Carolinas, Georgia, Alabama, Florida, Mississippi, Virginia, Pennsylvania and Ohio:: Write us at once, 
giving Full Details in first letter::::::KOZY KOMFORT SHOE MFG. COMPANY: 1701 Richards 
Street, Milwaukee, Wisconsin. 











SALESMEN WANTED to carry side line 
Infants’ Turns and Welts. Thirty numbers 


~ ALESMAN in stock. 10% commission. Long established 
and financially responsible house. ill consider 
omy i a oe os as 
P . P P ished line. ress B-479, care Boot an oe 
side line—with following to carry i. re 239 West 39th Street, New York, 


popular priced line of felt, leather 
and fabric slippers for established 
concern—call on retail and depart- 





SALESMEN with established trade to sell a 
snappy line of popular priced in stock school 





ment. stores—liberal commission shoes, tor yfentzal Penneyivania, Delaware, 
sa — aryiand, irginia, an Cw ersey. Ppp 
basis—morfthly _settlement—cover by letter.. PAYES SHOE COMPANY, 27 N. 
Southern and Western territories— Fourth St., Philadelphia, Pa. 
full details in first letter. Address 
ALESMAN WANTED to sell a high d 
B-538, care Boot and Shoe Re- S line of Women’s McKay Novelty hae to 


corder, 239 West 39th Street, |]\ , be retailed at $5 to $7, to Chain and Depart- 
, ment Stores and large retailers, on the Pacific 


New York, N. Y. \ Coast. Address B- 32, care Boot and Shoe 
Rocopder, 239 West 39th Street, New York, 














Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th 
St., New York, N. Y., on Monday of the week of publication in order 
that advertisements be published same week. Gikeretes insertion 
will be put over to the following week’s issue. 


POSITIONS WANTED When advertisers desire answers to 
4c per word. Minimum Charge 75c. come in cur care twelve words must 
LINES WANTED be allowed for address. When adver- 
4c per word. Minimum Charge 75c. tisers desire replies forwarded direct 
ALL OTHERS % aa —- eee we Fee. of = 
address mus coun e a - 

7c per word. Minimum Charge $1.28 tisement and paid for acc E 
ALL DISPLAY SPACE Payment in advance is req ex- 
Five per inch. Allow 45 cept when regular advertisers, as 
words to an inch amounts are too small to open accounts. 











Wanted 
Experienced Salesman 


to Sell on Commission the Best 
UNION MADE UNLINED 
WORK SHOES on the Market. 
Made in Goodyear Welt, Stitch- 
downs and Nailed Bottom. Ter- 
ritories Open: Philadelphia, 
Southern New Jersey, Ohio, Vir- 
ginia, Illinois except Chicago, 
Iowa, Nebraska. 


North Lebanon Shoe Factory 
Lebanon, Pa. 














WANTED—Aggressive salesmen for fast sell- 
ing side line infants’ and children’s shoes, 
10 per cent commission basis; prompt settle- 
ments. Rochester’s finest line attractively 
priced. Following States open: Arkansis, Ilh- 
nois, Indiana, Kansas, Ohio, Michigan, Wis- 
consin, Texas, Delaware, Maryland, New Eng- 
land. Give experience, present connection and 
all facts confidentially in first letter. Tootsies, 
Inc., 9 Haidt Place, Rochester, N. Y. 





SALESMEN WANTED—To sell as side line 
Carpenter’s well known infants’ shoes, con- 
sisting of cushion soles, the ideal shoe for the 
babe-in-arms—and ‘‘Self-Starters,” the perfect 
creeping and intermediate first walking shoe. 
The shoe buyer will be glad to see you if you 
show this line that so completely takes care of 
the infants in every community, up to the time 
the child is ready for the larger and heavier 
footwear. Commission 10%. Here is the line 
that will take care of your hotel and gasoline 
bills. Only go-getters need apply, as we boast 
of one of the highest grade side line sales 
organizations in the shoe field. Good territory 
open. oe CARPENTER SHOE CO., Roches- 
ter, e 





WANTED—Side line salesmen to carry Hawkes 
soft soles, cushion soles, and “Self-Start- 


ers.” ‘“‘Self-Starters” are a recognized run of 
shoes, completely filling the gap between soft 
soles and the heavier shoes. ash in on this 


popular creeping and first walking shoe. 10% 
commission. Fifty samples, packed compactly, 
and easy to carry. The Hawkes side line is 
paying the traveling expenses of a number of 
aggressive shoe representatives, and we have 
room for a few more. C. H. HAWKES & 
SON, INC., Rochester, N. Y 





SALESMAN WANTED for Missouri, Iowa, 
Wisconsin, Oklahoma, Arkansas, Tennnesee 
and Kentucky, to carry as a side line popular 
priced Ladies’ Novelties in stock. trictly 
commission basis. Big opportunity for right 
man. Must have oolasenten in first letter. 
MAN-GOLD SHOE CO., 1418 Washington 
Avenue, St. Louis, Mo. 





SALESMEN—Large New York manufacturer 
of popular priced line Ladies’, Men’s and 
Children’s Soft Sole Boudoir Slippers desire 
representation for 1930 in Eastern Pennsylvania, 
New York State and New Jersey. Commission 
basis. Full particulars in your first letter. 
Address VINCENT HORWITZ COMPANY, 
INC., 64-76 West 23rd Street, New York, N. Y. 
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SALESMEN WANTED 





FOR RENT 














ALESMAN—for South, Middle-west and 
' Western territories, who can sell a line of 
high styled Littleway shoes, retailing $7.00 to 
$8.00 i br 


Made in ooklyn. Must well 
recommended. State full particulars in first 
letter. Correspondence confidential. Address 


B-546, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





SALESMAN wanted with established clientele 

to sell already well known line of Novelty 
Footwear carried in stock, retailing from $4.00 
to $6.00. The State of Oklahoma is open on 
a strictly 6% commission basis with an estab- 
lished business of $70,000. Salesman must 
live in territory and travel with car. State 
references fully and how long have traveled in 
territory. Address B-545, care Boot and Shoe 
oe 239 West 39th Street, New York, 





ALESMEN wanted to sell rubber footwear, 





New York Office and Salesroom 
Available 


Due to the merger of the Shoe Retailer with the Boot and Shoe 
Recorder, there is available at the Marbridge Building, head- 
quarters of the New York shoe industry, a desirable suite of 
offices or display rooms especially suited for a concern selling 
the shoe trade. Complete information can be had by writing 
the Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 








_ Maine, New York State and West. ‘om- 
mission basis only. Address B-543, Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 








POSITION WANTED 





FOR SALE 





XPERIENCED SHOE SALESMEN with 
established trade to sell a complete line of 


and Stitchdowns. All styles in stock. Terri- 
tories open: New Jersey, Kentucky, Oregon, 
Penn., Virginia. Give full particulars in first 
letter. Six per cent commission. Strictly com- 


COLN STREET, BOSTON, MASS. 








EXCELLENT opportunity for experienced 
salesmen to sell our novelty line of women’s 

opular price McKay and Welt shoes as a side 

ine. Territories open, New York State, Penn- 

evens, Pe —— and Connecticut. Ad- 
ess 5-541, care Boot and S 

239 West 39th St., New York, N'Y. — 





ANTED—Experienced road shoe salesmen 

for West Virginia, also Washington, D. C. 
and Maryland, with our specialty line of Men’s 
and Boys’ In-stock shoes. Line pays 6% com- 
mission with weekly expenses advanced against 
earnings. Our $5.00 line will be nationally 
advertised Starting next year. Here are two 
spiendid openings for the right men. Write or 
ste J. W. CARTER COMPANY, Nashville, 
ennessee. 


women’s Goodyear Welt Arch Support Shoes WELL known New York representative desires 


connection; assist buying, styling; or sell- 
Address B-523, care Boot and Shoe Re- 


ing. 
corder, 239 West 39th Street, New York, N. Y. 





mission basis. No objection to salesmen carry- 
i i i i : are HAIN STORE EXECUTIVE AVAIL- 
ioe. Hing im .cuenection show OO te Lit C ABLE—A man of wide experience in shoe 


merchandising, has supervised the management 
and merchandising of about 25 stores from 
Coast to Coast. Seeks a similar connection 
where the opportunity for future advancement 
is possible. or 11 years buyer for one of the 
biggest retail stores in the United States, in 
the Loop district. Knows the retail shoe busi- 
ness from all angles, also market conditions. 
He is a detail shoeman with full knowledge and 
experience in systematizing stores, control of 
stocks, turnover and other essentials of success- 
ful merchandising. Can supply best of refer- 
ences as to ability, honesty and character. A 
personal interview is requested. Address B-490, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





UYER or Manager formerly connected with 

chain organization Ladies’ high grade _shoes; 
has buying and executive ability. Further 
information on request. Address B-544, care 
Boot and Shoe Recorder, 239 West 39th St., 
New York, N. Y. 





BUSINESS OPPORTUNITY 








WANTED Position as manager and buyer of 


shoe store or department—Have had 1 


on am 
































Manager for 
Family Shoe Store 


Want wideawake, experienced 
shoe man not over 35 years 
old, with some capital to in- 
vest in good, well equipped, 
well located family shoe store 


in good town. 


This man will 


have full charge of store un- 
der proper supervision. Must 
have good personality, be a 
hard worker with economical 
habits and stand a rigid char- 


acter investigation. 


Splendid 


opportunity for right man. 
Give record and amount of 
cash capital available in first 


letter. Address B 537, care of 


Boot and Shoe Recorder, 239 
West 39th Street, New York, 


N. Y. 
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years’ experience, have initiative, ability and 
aggressiveness, seeking connections with a 
concern where there is room for advancement. 
Further information by request—Available at 
once. Address B-542, care Boot and Shoe Re- 
corder, 239 West 39th St., New York, N. Y. 


HOE BUYER, good executive and merchan- 

diser experienced in men’s, women’s and 
children’s, th department stores and group 
shops in large Eastern city, capable handling 
large volume and building up. ddress B-539, 
care Boot and Shoe Recorder, 239 West 39th 
St., New York, N. Y. 

























LINE WANTED 


W ANTED—Women’s novelty line to retail 
$2.98 for North Carolina and South Caro- 
lina on straight commission. Have established 
business with volume buyers. Address B-515, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 




















WANTED for North and South Carolina 
Lines Men’s and Women’s shoes that can be 
retailed at 2.95. Am established on territory 
and selling to best merchants and chain stores. 
Address B-540, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 














ANTED:—Experienced salesmen with wide 
acquaintance among shoe retailers, wants 
line of shoes. Western Iowa and Nebraska 
ete ey Address B-547, care Boot and Shoe 
ecorder, 239 West 39th St., New York, N. Y. 
















BOOKKEEPER desires position evenings to 
take care of shoe retailer’s books in New 
York City or metropolitan district. Can furn- 
ish excellent references. Address B-522, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 
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OR SALE—Beautifully equipped shoe repair 

shop in city near Worcester, Mass. Good 
opportunity to add shoes, sale of which would 
be all velvet. Address B-499, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





OR SALE OR TO LET—Brick building for 

manufacturing purposes. Four floors, 5000 
square feet per floor, including heat, sprinkler 
system, and elevator. Rent low. Located at 
Central and Elm Streets, Saugus, near Lynn. 
Address ALBERT SALTER, Saugus, Mass. 








FOR RENT 





FOR RENT 
Shoe Department, best location in city. Siegel’s, 
111 Monroe Ave., Grand Rapids, Mich. 








WANTED TO PURCHASE 








If you contemplate selling your 


entire or surplus st com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 
624 Broadway New York 


Phone Spring 1445 








TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 6655 








HIGHEST CASH PRICES 
PAID 

[ecase "taken ver, Trancatone comfdoatiol 
Est. 1890. 


MAX GLAUBERG 
64 Lispenard St., New York Oity 
Canal 8014 








Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds ané 
Ends. U0: red leases taken ever. 
hone or write. 


POSTER @ DEUTSCH 
436 Grand 5&t. New York Oity 
Dry Deck 03523 





























MERCHANTS’ NEEDS 








REPTILE SKINS 





MERCHANTS’ NEEDS 






















Floodlights 


Spotlights 
$3.95 


Complete with 5 color screens. Made 
entirely of paraluminum. The perfect 
color light for shoe window displays. 
Sent C.0O.D. If check accompanies 
order we pay parcel post. 


SHOW WINDOW LIGHTING CO. 














69 WOODBINE ST., PROVIDENCE, R. I. 











Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported snd Domestic Rell 
Paper, etc., in Season 
Samples mailed free on request 
EMIL RURLACK 
149-142 Weat Rrondway 
Betablisheu 10: New art 



























REPTILE SKINS 


Lizard, Snake, Frog, Crocodile and wide 
variety reptile and fancy skins, leathers. 
Collectors, importers and manufacturers. 


Eastern & Continental Trading 
Company, Ltd., 


123, Edgeware Road, London 








Everythin for Your Windows 
Futuristic Displays and 
Backgrounds 
Artificial Flowers, Vases, Window Fixtures, 
Paintings, Settings, Scenes, Velour Papers, Paper 
Borders, Ribbon Borders, Decorative Papers, 
Puffing, Foils, Flitters, Valences, Draping Ma- 
terial, Grass Mats. Send for Fancy Paper Book- 

let. Price Tickets. 
DAVE’S DISPLAY DECORATIONS 
118 West Breadway, New York 











MERCHANTS’ NEEDS 





TILTS ATANY ANGLE 





$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 


416 Victoria Bldg. St. Louis, Mo. 


























—T Milbradt 
——F-——| Rolling Step Ladders 


——-—-F-—---..| Enable you to reach your 
——~| highest shelves convenient- 


——- i.e They last a lifetime 
- and 








——-«| Are made in any style, 
a >| aha or size to fit any 
——_y | kind of shelving. 


—* ——| Write for general Fy ae 
and let us suggest the best 

pace Ay ladder for your use. 

Milbradt 


Manufacturing Co. 
Established 1895 


2416 No. 10th Street 
ST. LOUIS, MO. 

























© @ 


vouress AND oun Anan FOR 
OFT SOLE SLIPPE 
The an merchandise at the —s om 
Samples sent on request 
G@Y-GRADE SLIPPER SUPPLY CO. 
683 Broadway New York City 





pisPLAY es | 


SEGALLE SONS| 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
y SEND FOR CATALOG 


—| 





























ESTABLISHIO 1690 


LABELS 


| SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER Con 
Of Caars rn CSS EELS | 


%3- 271 LEXINGTON AVE , BRODKLYN. NY 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MICS 





BPUMPS-WATER evevand-aar TOOLS COOR. 



















ORE LADDERS 


MODERNIZE STORE M Oo 
To provide adequate stor- 
age facilities for shelf stock 
—to make it ececssible and 
convenient for clerks and 
stock men to handle with 
absolute safety —to insure 
quick service for wholesale 
or retail trade—install one 
or more MYERS NOISE- 
LESS CUSHION TIRE 
STORE LADDERS. 
Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noise and ms og a ladder of 
ample strength for safety, 
apne pe and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements. 
Circular on request. 














LAND, OH 
canes 





me REMYERS @ERO.ca { 


q 
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BEADED BUCKLES 
With Practical, Patented Clasp 





No. 1581—75c Per Pair 


Sample Assortment for Your Approval 
Cheerfully Submitted 


The National Buckle Co. 


Specialists in Shoe Ornamentation for 
the Retail Store 














640 BROADWAY, NEW YORK 





New Company Operating 
Leased Departments 


NEW ORLEANS, LA.—The Rand Shoe 
Co., Inc., recently organized in this 
city, already is operating ten leased 
shoe departments in ladies’ ready-to- 
wear stores throughout the South. De- 
partments now in operation are those 
in the store of F. Rubinstein Co., New 
Orleans; the two Parisian Stores, one 
in New Orleans and one in Laredo, 
Tex.; the Stevens Store of Houston, 
Tex.; the Smart Shop of New Orleans; 
and the five Franklin Shops, one each 
in Dallas, Fort Worth, San Antonio, 
Houston and Memphis, Tenn. Plans 
are being made to take over the elev- 
enth department, in Atlanta, Ga., early 
in February. 

Officers of the company include: 
President, Ben Newman, formerly dis- 
trict manager in Texas for the Wohl 
Shoe Co.; vice-president, Al Davis, for- 
merly buyer for the Sterling Stores of 
Dallas; secretary-treasurer, Harry C. 
Peiser, president of the Peiser Millinery 
Co., Inc., of New Orleans; and direc- 
tor, Harry Greenburg, vice-president 
and general manager of Frank Rubin- 
stein & Co. of New Orleans and New 
York City. 





Lovett Brothers Expand 


STAUNTON, VA.—Lovett Bros., who 
now operate the Sample Shoe Store at 
Winchester, Va., and Lovett Bros., suc- 
cessors to Timberlake Shoe Co., Staun- 
ton, Va., have purchased Yeagers Shoe 
Store at Harrisonburg, Va. Frank and 
Harry L. Lovett comprised this firm. 
They are now adding to the firm a third 
brother, Maurice R. Lovett, and will 
operate their three stores under the 
firm name of Lovett Brothers. 
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8 UsSINESS 
BO AROMETER 


aYaYaY 


Latest Reports of New Stores, . 
Failures, Embarrassments and \ 
Bankruptcy Proceedings 4 

> 








Business Changes 


ALABAMA — Pinchard — Mose Blumenfeld; 
boots, shoes, etc.; removed to Geneva, Ala. 


ARIZONA—Phoenix—Oldaker Clothiers, Inc. ; 
shoes, clothing, etc.; going out of business. 


CALIFORNIA—Hanford—Strother B. Lovelace 
(125 E. Seventh St.): shoes, clothing, etc.; re- 
ported closing out shoe business. 

San Pedro—Campton Shoe Co.; boots and 
shoes; reported liquidating. 


ILLINOIS—Chicago—Tryon Shoe Store (713 
N. Clark St.) ; boots and shoes; reported sold or 
closed out business. 


KENTUCKY—Mayfield—McElwrath & Brooks; 
shoes, etec.; reported going out of business. 

Ravenna—Stanfill & West; shoes, etc.; re- 
ported sold or closed out business. 


MASSACHUSETTS—Boston—Emanuel Ellen- 
bogen (45 Bromfield St.) ; boots and shoes; re- 
cently commenced business. 

Ben C. Goulston Shoe Co.; ret. boots and 
shoes; inc, authorized capital $50,000. 

Consolidated National Shoe Corporation; shoe 
manufacturers; inc. authorized capital $1,000,000. 

Goldmark Shoe Co., Inc.; shoe manufacturers ; 
ine. authorized capital $20,000. 

Lynn—Economy Shoe Co., Inc.; shoe manu- 
facturers ; capital stock increased by $38,000. 


MICHIGAN—Detroit— Bloomberg, Marks and 
Bloomberg, Inc. ; boots and shoes; name changed 
to Majestic Shoe Shops, Inc. 


Hersey—Fred D. Faist; shoes, etc. ; reported 
closing out stock and will discontinue business. 


NEW JERSEY—Camden—Alexander S. Paletz 
(427 Broadway); boots and shoes; reported re- 
moved to Bangor, Pa. 

New Brunswick—Tema Urdang (“‘Rex Shoe 
Shop”) (135 Albany St.); boots and shoes; re- 
ported sold or closed out business. 

Union City—Samuel H. Roth; boots and 
shoes; reported sold or closed out business. 

NEW YORK—Brooklyn—Arch-Pedic Shoe Co., 
Inc.; boots and shoes; inc. authorized capital 
$20,000. 

Clara Kalisch (Mrs.) (‘Douglas Shoe Store”) ; 
boots and shoes; reported selling or sold out. 

New York City—Brand’s shoes, Inc.; boots 
and shoes; inc. authorized capital $10,000. 

Gramercy Shoe Shops; boots and shoes; inc. 
authorized capital $10,000. 

Lopin & Waldemar (258 Canal St.); shoes; 
reported called meeting of creditors for Dec. 16. 

Jacob Nathanson (959 E. 174th St.) (183 
Dyckman St.); ts and shoes; reported sold 
out at 959 E. 174th St.; continues business at 
183 Dyckman St. 


PENNSYLVANIA—Williamsport—Rand Shoe 
Stores Co., Inc. (224 W. 4th St.); boots and 
shoes; corporation reported discontinued—busi- 
ness now conducted by Mrs. Frank J. Wilson 
individually. 


TEXAS—Seguin—William Mendlovitz (Es- 
tate) ; boots and shoes; succeeded by Mendlovitz 
Bros. 





Failures, Embarrassments, Etc. 


ARIZON A—Tucson—A. G. and N. Irene Ger- 
din (formerly doing business as The Bootery, at 
306 E. Congress St.) ; reported petition in bank- 
ruptcy. 

ARKANSAS—Hot Springs—M. Gurdin; boots 
and shoes; reported assigned. 

CALIFORNIA—San Francisco—C. A. Robin- 
son; boots and shoes; reported petition in bank- 
ruptcy. 

ILLINOIS — Chicago — Earl W. Lally (2603 
Milwaukee Ave.); shoes, etc.; reported asking 
general extension. 

David Novak (33 N. Halsted St.) ; shoes, etc. ; 
reported receiver appointed. 

INDIAN A—Boswell—Charles F. Spies; shoes; 
reported petition in bankruptcy. 

MAINE — Portland — James K. Coucouvitis; 
boots and shoes; reported assigned. 

NEW JERSEY—Burlington—N. Popkin; boots 
-_ shoes; called meeting of creditors for Dec. 


NEW YORK—Buffalo—The Fair Store, Inc.; 
boots, shoes, clothing, etc.; reported assigned. 

New York City—Everlast Slipper Co. (16 E. 
18th St.); slipper manufacturers; reported peti- 
tion in bankruptcy. 

Arthur Bender, Inc. (692 Broadway); shoe 
manufacturers ; reported petition in bankruptcy; 
reported receiver appointed. 

Rochester—Ellis Rolick (Joseph Ave. Shoe 
Store) (403 Joseph Ave.) (1514 Dewey Ave.) 
{342 Central Park); boots and shoes; reported 
offering to compromise at 35 per cent. 


NORTH CAROLINA—Enfield—R. A. Jordan 


(Jordan’s Dep’t Store); shoes, etc.; reported 
petition in bankruptcy. 

OKLAHOMA — Oklahoma City — Levine Berg- 
man & Co., Inc.; (branches); shoes, clothing, 
etc.; reported petition in bankruptcy; reported 
receiver appointed; offering to compromise at 
50 per cent. 

PENNSYLVANIA—Blairsville—William Kan- 
var ; shoes, etc.; reported petition in bankruptcy. 

Edwardsville—William Gutter (581 Main St.) ; 
shoes, etc.; reported offering to compromise at 
15 per cent. 

Mount Pleasant—Miller Kirby; shoes, etc.; re- 
ported petition in bankruptcy. 

Philadelphia—C. S. Gibbon Co.; shoe manu- 
facturers; reported receiver appointed. 

Pittsburgh — Samuel Charm (New Brighton 
Bootery) (1737 Brighton Road) ; boots and shoes; 
reported petition in bankruptcy; reported re- 
ceiver appointed. F 

SOUTH CAROLINA—Georgetown—The Econ- 
omy Store; boots, shoes, etc.; reported assigned. 

TENNESSEE—Nashville—United Credit Shoe 
Store (Morris Shyer, Prop.) (407 Union §&t.); 
boots and shoes; reported assigned. 

TEXAS—Lockney—E. Guthrie & Co.; 
ete.; reported petition in bankruptcy. 

UTAH — Salt Lake City — Upstairs Clothes 
Shop; shoes, clothing, etc.; reported receiver 
appointed. 

VIRGINIA—Newport News—R. Cohen; 
shoes, etc.; reported receiver appointed. 

WISCONSIN—Milwaukee—Franklin Shoe Co. 
(“Standard Quality Shoe Co.”) (Aaron Sedler, 
Prop.) ; boots and shoes; reported assigned. 


shoes, 


boots, 








New Shoe Dealers 


Elk City, Okla.—W. H. Isom & Co. 
" + “mee Tenn.—Charles Wolf, 2000 Wil- 
iam 

Butler, S. D.—Paul Shepersky. 

New York, N. Y.—G. R. Kinney Co., 51-55 
W. 35th St. 
Holdenville, Okla.—T. S. Adams. 
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McCrory, Ark.—Stoker Mercantile Co. 
St. Joe, Idaho—A. W. Kickbush. 

Los Angeles, Cal.—California Shoes, Ltd. 
New York, N. Y.—Gramercy Shoe Shop, Inc. 
Boston, Mass.—Amalgamated Shoe Corp., 560 
rrison Ave. 

Canton, Ohio—Millar Juvenile Shoe Co. 
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Patton, Pa.—Home Service Store, Inc. 

Clintonville, Wis.—Clintonville Merc. Co. 

Wilmington, N. C.—Batson-Lewis Co. 

West Asheville, N. C.—J. W. Cobble & Co. 

Miami, Fla.—Flagler Shoe Co. 

Shelton, Neb.—S. N. Wolbach & Sons. 

San Diego, Cal.—E. N. Mudd Co., 29th and 
University Ave. 

Millbrook, Mich.—J. L. Reihe' 

Rochester, N. Y.—The Style "Arch $5 Shoe, 
Hotel Seneca. 

White Plains, N. Y.—Bernard Kamber, 51 S. 
Lexington Ave. 

Richmond, Ky.—The Golden Store. 

Eddyville, lowa—G. W. Verrips, Schafer & 
Steinhoff Bldg. 

Topeka, Kan.—Frank Griggs, 831 Kansas Ave. 


Akron, Ohio—Nunn-Bush Shoe Dept., care 
J. S. Meyer Co. 

New York, N. Y.—P. Pinet Shoe, Inc. 

New York, N. Y.—Fortnum & Mason, Ltd., 
697-99 Madison Ave. (soon). 

Acorn, Ky.—A. L. Bales. 

Shelton, Neb.—S. N. Wolbach & Sons, 

Brookings, S. D.—Montgomery Ward & Co. 
(March 1). 

Camden, S. C.—J. C. Penney Co. 

Mount Carmel, Ill.—J. C. " Penney Co., 306 
Main St. 

Charlestown, W. Va.—J. C. Penney Co. 

Rockford, Iil.—J. C. Penney Co., 308-310 W. 
State St. 

Reidsville, N. C.—J. J. Newberry Co. 

Burkesville, Ky.—J. J. Newberry Co. (soon). 

Fort Dodge, lowa—Montgomery Ward & Co., 
8th and Central Ave. (soon). 

Huntington, Ind.—Montgomery Ward & Co. 

Laredo, Tex.—Sears, Roebuck & Co., Farra- 
gut St. and Convent Ave. 

Burlington, Kan.—J. C. Penney Co. 

Hazard, Ky.—J. J. Newberry Co. 

Elizabethtown, Ky.—J. J. Newberry Co. 

Minneapolis, Minn.—W. T. Grant Co., 608 
Nicollet Ave. 

Oklahoma, "City, Okla.—Sam Merson, 212 W. 
Ave 

tlillsboro, Ill.—Joe Gomberg. 

Berea, Ky.—S. A. Wender, Sr. 

Canby, Ky.—Ballard & Agee. 
~ Sandusky, Mich.—H. J. Smith. 

Greenlawn, N. Y.—I. Ingerman, Dean Bldg. 

Great Falls, 8. C.—Isadore Ward. 

Masontown, Pa.—B. H. Friedman, 19 S. 
Main St. 

Amboy, Ill.—A. S. Berry. 

Rockford, [Il.—Walter L. 
Main St. 

Huntington, W. Va.—S. H. Broh’s. 

Columbus, Ohio—Millar Juvenile Shoe Co. 

Beverly Hills, Cal.—I. Silverman. 

Litchfield, 11.—W. H. Simmons. 

Union City, N. J.—Roths Shoes, Inc., 708 
Bergenline Ave. 

Pittsburgh, Pa.—Austin Clothing Co., 964 
Liberty Ave. 

Youngstown, Ohio—Lisko Stores, 
and Mahoning Ave. 

New York, N. Y.—Pacific Slipper Co., Inc. 

Geneva, N. Y.—Rogers Shoe Rebuilding Ser- 
vice, Inc. 

Deer Trail, Colo.—C. S. Hamilton, Pundt Bldg. 

Cleveland, Ohio—I. Blyn & Sons, 210 Euclid 
Ave. (March 1). 

Long Beach, Cal.—Oscar Johnson, 
mitos. 

Glendora, Cal.—Louis I. Penland, 171 N. 
Michigan Ave. 

Los Angeles, Cal.—H. L. Pasch, 

Lawrence, Kan.—Fansher Shoe 
Mass. St. 

Shamrock, Okla.—The Bargain Store. 

San Francisco, Cal.—Fillmore Shoe Renewing 
Shop, 915 Fillmore. 

Upper Lake, Cal.—Levy & Higdon. 

Jenison, Mich.—Bert Kraker. 

Hillsdale, Mich.—Mercantile Store, Inc. 

Orofino, Idaho—L. L. Garrison, Bryant Bldg. 

Portland, Ore.—Fashion Bootery, 343 Morri- 
son St. 

Seattle, Wash.—C. F. 
nia Ave. 

Seattle, Wash.—Bunting & Scheuerman, Inc. 
Seattle, Wash.—Cinderella Boot Shops, Inc. 
Drain, Ore.—A. Burton. 
Joplin, Mo.—Healey Shoe Co., Inc. (Jan. 20). 


Beier, 1422 N. 


Market St. 


1011 Ala- 


5702 Melrose, 
Store, 832 


Hansen, 4706 Califor- 













Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boot anp 
SuHoe Recorver is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide 





BOOTS AND SHOES 





Abbott Shoe Co., No. Reading, Mass........... 295 
Adapto Shoes, New York City...........+..+0+- 198 
Air-0-Pedic Shoe Co., Boston, Mass........... 233 
Alden, C. H., Co., Abington, Mass............- 71 
Allen-Squire Co., Spencer, Mass..............++ 185 
Alstadt & Waldner, New York City............ 217 
Athletic Shoe Co., Chicago, Ill................. 297 
Atlasta Shoe Co., Boston, Mass...............+- 243 
Ault-Williamson Shoe Co., Auburn, Me........ 183 
Banister, James A., Co., Newark, N. J.......... 194 
Barnes Shoe Co., St. Louis, Mo................ 144 
Barney’s, New York City.........ccccccccccves 224 
Biarritz Sandals, New York City.............+. 293 
Bleecker Shoe Co., New York City............ 203 
Blog Shoe Findings Co., New York City....203, 296 
Blue Ribbon Shoemakers, St. Louis, Mo....... 151 
Bond Shoe Co., New York City............ 209, 293 
Boston Baby Shoe Co., Boston, Mass........... 297 
Boyd Welsh Shoe Co., St. Louis, Mo.......... 139 
Bradson Shoe Co., St. Louis, Mo............+++ 132 
Braintree Shoe Co., So. Braintree, Mass........ 300 
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As Uniform as Human Skill Can Make Them 


Right in step with every advancement of modern shoemaking 
— millions upon millions of VULCO-UNIT BOX TOES are 
supplied to leading shoe manufacturers each year — manufac- 
turers who know VULCO-UNIT BOX TOES to be of as uni- 
formly high quality as. human skill can make them. 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes in the world 


STATLER BLDG. + BOSTON 
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